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Genuine Extra Heavy 
FLEx-O-GLASS 
The Leader! . : 
Guaranteed 2 Full Years. 36” Wide. — ee Tl “ee 
Lets through more health-giving Ultra-Violet ed 4 . Mad yer staan aah 
Rays than other glass substitutes, as proved eM eae ade on % _mesh, water proof, extra strong 
in various authenticated tests. Holds in heat | ords, dyed light-fast green Cords imbedded 
better than glass. Extra heavy and unbreak- in cushion plastic to eliminate air pockets 
able. 124 strong, pre-shrunk threads per sq — Plastic glass bonded to both sides of cushion 
in. Absolutely waterproof. Won't run, dis aii imbedded cords, making one solid, weather- 
color or melt in service. Most widely used. ni DISPLAY CN proof sheet—not merely glued together. Very 
Extensively advertised. eet, yards and . : transparent. High Ultra-Violet Ray transmis- 
inches on selvage for easy cutting. sion, Washable. Feet and inches marked on 
selvage. 
w , 50 sq. yds. Flex-O-Glass 
arp $s 25 sq. yds. Window-Fabric Warp's 
15 sq. vds. Glass-O-Net 
al 10 sq. yds. Wyr-O-Glass 90 
All Packed _ One Box == Weight 65 Lbs. CREEN- LASS 
ae Cat. No. SPD20 
LAYER BUILT, PLASTIC COVERED WIRE CLOTH 
Warp’s 
Winpow-Fapric 
5. 
Wire Base Plastic Glass. 

Tough and Very Transparent. =>, Triple Laminated Screen Base 
Sturdy, galvanized %4” mesh wire base im : AA Fine er gee ne Sa ener ees ea a “ i 
bedded in cushion plastic Then transparent ‘ Ine Payee pe wat spa ne ee irst dippec 
coating of plastic glass is applied to bo into a ee — on yt 

de e reinforceme , imi ° ° ° ° nations applie¢ o both sides, to give i 
vg b afheies od Wire S ae ae Raghl word Biggest Seller in Low Priced Field. greater saatlen qualities, Tough, Eeatte, 
glass; fused into one solid waterproof sheet Lets through Sun’s Ultra-Violet Rays. Impregnated layer-built Plastic Coating starts where others 
Good insulator. Extra high in Ultra-Violet tid light, stable, ' sh eo point wax. Over nd leave off, to make it last longer. Pliable and 
Ray transmission. Feet and inches marked on aieseae marked along e Ige for = aie, — transparent, Feet and inches marked along 
Selvage. cutting. Ordinarily lasis one season. selvage. 

. . . e . 

All items on this page are manufactured by FLEX-O-GLAS$ MFG. CO. (Warp Bros.), 1104-6-8 No. Cicero Ave., Chicago, Ill. 

Distributed by Leading Hardware Jobbers — (Not Sold by Mail Order Houses) —_ Samples Free on Request ' 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
Brush Manufacturers Since 1851— Thru 4 Wars 
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* THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN., U.S.A. x 








DEALERS BOOST VICTORY GARDENS 


Get behind Health Campaign...Educate Public to Grow 


Unrationed Fresh Vegetables on Home Front... 
Build Good Will and Store Traffic 
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VICTORY GARDEN WINDOW DISPLAY IDEA— This kind of window display, including a typical + 


uttuce 


SPINK _ toma’ 
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RY GARDEN CLUB - “JOIN HERE 
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garden with real earth against an attractive poster, is suggested as an idea for your Victory 


Garden drive. 
the cheerful message— 
DEALERS COOPERATE TO SHORTEN 

HOURS — SOLVE WAR-TIME 
PROBLEMS 
Agreement among all dealers 
in a community to shorten store 

hours has been found to be a 
good way to meet manpower and 
searcity problems. Shorter store 
hours are reported to do away 
with overlapping staffs and need 
for extra help. As well as saving 
manpower needed in the war 
effort, this step allows more time 
for business planning, and pro- 
longs business life by slower sales 
of irreplaceable or hard-to-get 
items. 


INGENUITY DEPARTMENT 


We know of hardware 





one 
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Hardware Age, published every other Thursday 


March 3, 1879 (Printed in U. S. A $1 





dealer who could get no 
Finding a lot of 
waste scraps of chamois 
around the store, he sewed 
them into rough balls, and 
sold a sizable number. In- 
genuity can often make tidy 
profits out of ‘‘waste” 


sponges. 


ABOUT “SUBSTITUTES” 


The word “substitute” 
should not necessarily imply 
an inferior product. Re- 
placement items now being 
developed include stoves 


| wide 


You can easily make such a display for your store. Note the scarecrow with 
a powerful sales stimulant for garden equipment this year. 


made partly of wood, sinks 
of wood and chinaware, re- 
frigerators of wood and 
plastics—together with a 
variety of plastic and 
“tempered pressed wood” 
products which may prove 


| to be as good performers as 
| pre-war models, 


Tempered pressed wood 
products, for instance, al- 
ready include wastepaper 


| baskets, wall switch plates, 
} cal 
| refrigerator walls and doors, 


mail boxes, kick plates and 


Dealers are planning a new 
way, this Spring, to turn their 
stores into wartime community 
service centers, by stimulating 
Victory Garden activity to meet 
the threat of food shortages. 

Total 
goods, 


rationing of canned 
lack of farm labor and 
the increased food needs of our 
Allies and our Armed 
Forces, create a situation which 
can only in the neigh- 


own 


be met 


borly American way—and with 
the help of every hardware 
dealer. 

The U. S. Department of 


Agriculture has planned a big 
promotion effort to make Amer- 
ica grow Victory Gardens in ’43. 
In every community where Vic- 
tory Gardens are possible, deal- 
ers are preparing to stock the 
essential equipment. There are 
indications that sufficient garden 
tools have been held in reserve 
by suppliers to meet most indi- 
vidual requirements. 

Besides doing a necessary war 
job, this part of Yale’s War- 
Time Progress Plan is designed 
to increase store traffic, build 
good will and future sales for the 
Hardware Trade in general. 


push plates for doors, lockers, 
medicine cabinets, radiator cov- 
ers, stair treads, floor mats and 
house numerals. Dutch ovens of 
iron and glassware, and a glori- 
fied kiddie car made entirely of 
wood, right down to the hickory 
axle—are further examples of 
wartime products able to help 
pull you through the metal 
shortage. 








Follow the YALE War-Time Progress Plan... Regularly in Your Hardware Papers 
THE NAME YALE HELPS MAKE THE SALE 








by Chilton Co. (Inc.). Entered as 


per year Single copies 


secon i-clas 
25¢ each. Vo 


matter, Mare 
151, No. 6 


at the 


Post Office 


at Philadelphia under the Act «J 
































Try this simple Soup Stock recipe* Delicious Tomato Soup 
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How soup stock in your J 


FRIGIDAIRE 


helps you build 5 
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many grand meals 


. 
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Glorified Baked Hash 


It's easy to use in dishes like these 


use it properly 


fea your refrigerator right A] 
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W's easy te prepare 
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FREE FRIGIDAIRE Division of GENERAL MOTORS Next mon 


“How to Keep Meet" 


New Nation-wide Campaign 


... OFFERS VALUABLE WARTIME HELP 





Buy Wer Bonds for Victory 





See free offer on opposite pege 
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This new free booklet from 


FRIGIDAIRE 


helps you solve many 
wartime food problems 











36 pages of simple, pra ’ stions — speciall pared 
6 pages of si ical suggestio specially pre 
‘iethinaea me hi se who bought mor 7 million Frigidaires — 
artime help to those who boug ore than 7 milli x 
P . 
now offered to every refrigerator user! Call or 


send for your free cop WARTIME 8) STIONS ay 
« TIME St tT! 
o 


| De you know these things? 
You face Do you know 1 
new 
problems 


De yon hnow . 





De you know 


. + "| Get wannme Suecestions booklet from your 
: yo Frigidaire Dewler or mei! coupon below 


Frigidaire tells you how 
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Hew / Nationat Avvertisine 


rtising will give women timely, 
ntic information the way they are 
n their favorite women’s magazines. 


Frigidaire’s new adve 
helpful and authe 
used to finding it i 


The above advertisement is typical. Now that 
canned foods are rationed, more women will pre- 
pare soup at home. Frigidaire Provides a real service 
by telling homemakers how to make a simple soup 
stock, how to keep it, and ways to use it in whole- 
some, nourishing dishes, It is the kind of advertising 


that will be widely read and sincerely appreciated 
by women everywhere. 


Each advertisement in the 
food or refrigeration subject of special interest to 
women. Each refers readers to the Frigidaire Dealer 
for Frigidaire’s Free WARTIME SUGGESTIONS booklets. 
Each tells how to locate the Frigidaire dealer, thus 
tying him in directly with this National Campaign. 

Watch for this Frigidaire Advertising in Ladies’ 
Home Journal, Woman’s Home Companion, Good 
Housekeeping, McCall’s, Better Homes and Gardens, 


American Home, Farm Journal and Farmer’s Wife, 
and True Story! 


series deals with a timely 






HARDWARE AGE 











by FRIGIDAIRE 


; EVERY HOMEMAKER NEEDS TODAY! 






Has These 4 Important Objectives: 






To cooperate with the Government's pro- To help keep the name Frigidaire be- 
1. grams for conserving the nation’s food =. fore the public in a way that will be 
and food-keeping equipment. favorably remembered. 














To render a real and needed service To help Frigidaire Dealers maintain their 
2. not only to Frigidaire users, but also to 4. identification with Frigidaire and to build 
the users of all other refrigerators. good will for themselves. 





















Like many other manufacturers, our major re- refrigeration experience will be passed on to the 
sponsibility is to build war materials for our users of the more than 7 million Frigidaires that 
armed forces. Yet recognizing the importance have been sold—and to all other refrigerator users. 
of refrigeration to the food and health of Amer- We firmly believe that this campaign will con- 
a ica, we are embarking upon a new nation-wide tribute to the war effort on the home front and 
campaign to help homemakers solve their new bring real and substantial benefits to every member 


wartime problems. The benefits of our unequalled of the Frigidaire organization. 
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a How / WARTIME SUGGESTIONS Booklet 


Suggestions To help Frigidaire Dealers benefit fully from this new Cam- 

paign, they will receive, without charge, Frigidaire’s popular 

cues panceuae* pease WARTIME SUGGESTIONS booklets for free distribution in their 
to help you get the communities. 

“Kaus This booklet, originally introduced nearly a year ago, has 
now been revised and enlarged to 36 pages. It’s literally packed 
with practical and useful ideas like those shown on the opposite 

ea page. It tells how to keep meat, what to keep in a refrigerator, 
what to leave out, how to defrost in 15 minutes. It gives tested 
wartime recipes and dozens of other helpful tips on how to 
make a refrigerator serve better and last longer. 

Backed by 25 years’ experience in the food-keeping field, the WAR- _ 
TIME SUGGESTIONS booklet represents the combined thinking of 
Frigidaire Home Economists, Engineers and Service Specialists. It was 
prepared with the assistance of leading women’s magazine editors and 
reviewed by other eminent food authorities. 


Flow / visPiaY MATERIAL FOR DEALERS 


Each Frigidaire dealer also will receive without charge new display 
material to tie in his store with Frigidaire’s nation-wide program — 
to help distribute WARTIME SUGGESTIONS booklets to store visitors 
andtomerchandisethe magazine advertising messages to his customers. 






















FRIGIDAIRES 
| FREE BOOKLET! | 







FRIGIDAIRE Division of GENERAL MOTORS CORPORATION « 
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Complete details are now being given to the Frigidaire Dealer Organization 
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+ “There are a lot of things you retailers and wholesalers 
can do to help conserve the country’s rope supply,” says 
Cap’n Mark. ‘Sunlight, for example, is destructive. But it's 
no more destructive than iron. Iron rust will destroy the 
fibres of a rope in jig time. So will acids and alkalies, paints, 


linseed oil, engine oil and even fumes. 


* “So to make the rope your customers buy from you 
go as far as possible, advise them to store it in a cool, dry, 
well-ventilated place . . . to coil it loosely away from hot 
radiators or steampipes... to keep paints and oil away and 
always dry it thoroughly before storing. 


* “That way we'll all be able to outlast the thick weather 
ahead where rope of all fibres are scarce and manila is 
available only for Government needs.” 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City” NEW YORK 


MADE FROM THE FINEST FIBRE 
CoA es | 8 ed 2 














HARDWARE AGE 


Millions of Busy Hands 


are wearing out Tools... FAST 


The busy hands of millions of workers are 
engaged in building the structures, producing the 
yoods, and maintaining the equipment that wiil 
speed the doom of the Axis. Because modern war, 
even in its simplest phases, is mechanized war. 
these busy hands wield tools, many of them Stanley 
Tools. The doughboy repairs a combat ear, the 
farmer overhauls a harrow, the carpenter builds 
a war worker's house ... each, in his way, con- 
tributing to Victory. 

Delivering Stanley Tools in the tremendous 
quantities needed has been possible only by drastic 
revision of our normal production program. Non- 
essential items have been discontinued for the 
duration. Minor variations in tool lines, frills, and 
unnecessary paper work have been eliminated. 
With these restrictions, we have greatly increased 


production. We are using vital materials more 





effectively, and man-power more efficiently. 


Your customers will understand that tools for 





everyday use can be made available only after the 


ed 
fhite 
lue 


millions of hands busy at war work are supplied. 


TOOLS ARE VITAL FOR VICTORY 
SELL ONLY FOR ESSENTIAL USE 
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STANLEY TOOLS 


DIVISION OF THE STANLEY WORK 
THE TOOL BOX OF THE WORLD 
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VERY hardware and implement store 
ean render a real service to the farm 
and shop trade by maintaining an ade- 
quate stock of Alligator Steel Belt Lacing. 
In these war times belts MUST be kept 
going. 

Check your stock today and order the 
sizes you need from your Jobber. 

—And remember there is no substitute 
either in quality or service for Alligator. 
the world’s most universally used steel 

belt lacing. 




















STANDARD BOXES—For the Large User 


List Price | | Belt 
] Lacing, Per Box Contents | Thickness 
{ 00 $1.40 | 6 sets for 6” belts 
- l 1.60 6 sets for 6” belts 
5 1.80 6 sets for 6” belts 
i 15 1.90 4 sets for 12” belts 
20 2.00 | 4 sets for 12” belts 
25D 2.50 4 sets for 12” belts 
25F 2.50 6 sets for 8” belts 
i; 25G 5.00 8 sets for 12” belts | 
| 27K | 2.65 ] 4 sets for 12” belts | " 
| 2b 5.30 8 sets for 12” belts | 
| 35M 2.30 4 sets for 8” belts 
35N 3.40 4 sets for 12” belts 
5Uu | 4.50 { sets for 12” belts | 1 
55W | 5.20 4 sets for 12” belts | 
65X 6.00 4 sets for 12” belts | | 
| 15 8.80 4 sets for 12” belts | 





. 


Corrugated pins supplied regularly with Nos. 00, 1 and 5 
Alligator tape fasteners. Sectional steel rocker hinge pins sup- 
plied regularly with Nos. 15 to 75 inclusive, for transmission 










(Shown in view above). No need to break 
standard box. Package contains one set of 








lacing complete with gauge and hinge pins service. Rawhide hinge pins supplied with Nos. 00 to 45 in- 
for a 12” belt. Easily broken to length for clusive, only upon request. 
serscheayses gal belts. | Packed in cartons 10 pack- Alligator Lacing is also available in long lengths and in spe- 
ages of single size to carton. ht din. 
Size No. 15-E 20-E 25-E 27-E 35-E ; ° 
List per carton. $4.75 $5.00 $6.25 $6.65 $8.50 Extra Hinge Pins Which Can Be Cut to Suit Requirements 
Lacing |Length List 
No. 410 ECONOMY — _Deseription | Ng jof Pins | Per Doz. 
DISPLAY UNIT | Corrugated Wire or Rawhide Pins 00 6” $0.40 
F (Shown « left) | Corrugated Wire or Rawhide Pins l 6” AO 
i List Price 39.60 | Corrugated Wire or Rawhide Pins 5 | 6” | A0 
An attractive display for | Rocker, Corrugated or Rawhide Pins 15 12” au) 
1 over-the-counter sales of Rocker, Corrugated or Rawhide Pins 20 12” 0 
the 4 most popular sizes. | Rocker, Corrugated or Rawhide Pins 25 Le 90 
Contents—10 packages | Rocker, Corrugated or Rawhide Pins 27 iz" 1.00 
i 3 No. 15-E. 2 No. 20-E. Rocker, Corrugated or Rawhide Pins 35 53” 1.00 
3 No. 25-E, 2 No, 27-E. | Rocker, Corrugated or Rawhide Pins 45 | 12” 1.20 
j Rocker or Corrugated Pins Only 55-65 12” 1.40 
PACKED IN CARTONS Rocker or Corrugated Pins Only 75 12” | =. 





All prices subject to discount 


ORDER FROM YOUR JOBBER 


The Economy Packages are packed 
10 of a single size in corrugated 
shipping carton shown in view at 
right. This carton is labelled on 
one end to show contents. The stock 
in Display Unit can be maintained 
by refilling from cartons of Econ- 
omy Packages ordered in accord- 
ance with size requirements. 
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Ask to See 
“Straight 
Thinking” 


The story of G-E’s 
wartime program 
planned to help you. 


lot of 


interesting 


Inc ludes a 





darned 


for instance, the complete set-up of this year’s 


ideas 


new advertising campaigns that have been planned 
Distributor to show 


Ic ll help. 


for 19/3 needs. Get your G-! 


you a copy of “Straight Thinking.” 


WAR > 


—— 


| BONDS 


witt || BUILD ‘\ AND } | 
} ee J 


Want to help} 


““WHY CAN'T I 
EVER FIX THINGS?*’’ 


Don’t forget, lady, your electric appliances are precision- 
built for long life and maximum service. They were put 
together by experts and they must be repaired by experts. 
That’s why it is wiser and more economical to call on a 
skilled specialist at once. 

The General Electric Appliance Service man has the 
“Know-how,” the necessary replacement parts and the 
proper tools. In addition, he can give you a lot of good 
advice on the proper use and care of your appliances. 





er = 


“Spent You'll soon be seeing this illustration 


and text as one of a series of General 


Se , Electric Consumers Institute advertise- 
Y ments appearing in National Women’s 
J Service magazines. It’s part of the 
ee story, your story, G-E is telling to 
Mrs. America. 
Te 
eA. J 


LOOK FOR THESE G-E CONSUMERS INSTITUTE ADS 
IN THESE MAGAZINES WHICH APPEAR 
ON NEWSSTANDS IN APRIL 
These G-E Consumers Institute 


but 


advertising schedule. 


Advertisements are 


a part of the company-wide General Electric 


Saturday Evening Post ....... April 10 
og eer re . April 10 
BOOM 66054: ... Aprii 6 

New York Times Magazine ... Apri! 18 


American Home . May Ladies Home Journal May 
House Beautiful . May Good Housekeeping . May 
Holland’s ........ May Country Gentleman .. Me 
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a Lady in Distress ? 


t 
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HERE'S HOW WE'LL HELP YOU HELP HER 





G-E SERVICE SCHOOLS 
Attendance in early 1943 
schools topped all previous 
records! Features include 
new full-color movie, sound 
slide films, demonstrations 
with practical repair and 
maintenance instruction. 
Ask your G-E Distributor 
for complete details on next 
sessions, or write to the 
Product Service Section, 
General Electric Company, 
Bridgeport, Conn. 


SERVICE STORE DISPLAY 
Made in two parts (you 
can detach the Appliance 
Service Center Dealer Sec- 
tion and use it separately 
if you wish). It's a big 
display—4 ft. high and over 
2 ft. wide. For floor and 
window use. Puts the spot- 
light on your store as Ap- 
pliance Service Headquar- 
ters—Price only $1.50 each, 
postpaid. 
Order yours , 
from your! 3 
G-E Distrib-4 Cee a 
utor or w rite iy ? 
for informa- ¢ 
tion to Adv. 








SECRET OF SUCCESS 
Ask any successful Appli- 
ance Serviceman this ques- 
tion: “What is most help- 
ful to you in your busi- 
ness?” Invariably his an- 
swer is: “THE PRODUCT 
MAN.” For over 14 years 
this publication (issued 
monthly by G-E’s Appli- 
ance and Merchandise De- 
partment) has been the di- 
rect link between the fac- 
tory and the field servicemen. 

Each issue contains 25 to 
30 pages of “work-facts” 
and “know-how” on servic- 
ing G-E Appliances. Only 


Div., Gener- 
al Electric, 
Bridgeport, 
Conn. 





$1.50 a year. If you're nota 
subscriber, get on the list 
today, through your G-E 
Distributor. Ask him, too, 
about yearly volumes bound 


HERE'S HOW YOU CAN HELP HER 


BUSINESS BOOSTER! 


Maybe she'll insist, anyway, 
on trying to make minor 
cleaner repairs herself. You 
can be of real service to 
these home-mechanics if you 
stock and display the genu- 
ine G-E Cleaner Parts Kits. 
Each Kit contains an assort- 
ment of vital parts, such as 
brushes, wheels, belts, springs 


Geotsssese 
GENDRAL GP ELECTRIC 
CLEANER PARTS 





and many others. Get com- 
plete information today from 
your General Electric Cleaner 
Distributor. 


FIRST AID FOR FANCY FINISHES 


Next time a worried house- 
wife asks you about protect- 
ing the painted finish on her 
appliances, tell her about 
G-E Liquid Wax. Ideal for 
all synthetic surfaces. (For 
Porcelain? No-o-o!) G-I 
Liquid Wax comes in full 
pint cans. Nice, eh! 


REPLACEMENT PARTS 
G-E has a replacement stock 
pile that’s 98% complete. 
Don’t let your stock of re- 
placement parts get low. 
Send in old appliance parts. 
Old ones make new ones in 
wartime. 


THE G-E CONSUMERS INSTITUTE 


Tell her how the G-E Con- 
sumers Institute is carrying 
on constant research on such 
wartime home problems as 
Nutrition, Food Preparation, 
Appliance Care and Repair, 
Laundering, Home Making. 
Tell her about the General 
Electric Consumers Institute 
booklets and bulletins. Fa- 
vorites are: 

A Captain In The Kitchen 


How To Get The Most Out 
of the Food You Buy 


Pack A Lunch That 
Packs A Punch 


Keep It Working folders 
Get samples and prices from 
your G-E Distributor or 
write to the General Electric 
Consumers Institute. 


GENERAL @ ELECTRIC 


VICTORY <2 HOMES 


TOMORROW / 
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in heavy duty covers for 
only $2.00 per copy. 


NEW “KNOW-HOW” 
HANDBOOK 


Here’s practically a new, 
just-off-the-press service 
manual that tells all you 
ever need to know about 
servicing the famous DR 
type General Electric 
sealed refrigerating units. 


You'll find this new DR 
Manual ideal for instruct- 
ing new serv- 

ice person- COMES Pon uer 
nel, and a — 
fast refresher te 


course for 

veterans. Get wet 
your copy Stitt) 
through your , 


Distributor. 
| poner! 


an Y 
*e Yoursey, *“” “ustomers 

































































How to make one saw blade 


do the work of two 


ELL “Double-Life” and you make one 
saw blade do the work of two. 

“Double-Life” is the war model of Millers 
Falls famous Blu-Mol high speed molyb- 
denum hack saw. It has cutting teeth on 
both edges, with a slight differential in set 
so that each edge in turn cuts fast, free of 
drag or wear. It has an unusual heat treat- 
ment that makes edges hard, leaves center 
soft — a very tough blade. Each edge delivers 
all the cutting service of the finest single edge 
machine blade, yet ““Double-Life” costs only 
50% more. “Double-Life” thus provides the 
lowest cost per cut of any blade on the market 
by a clear margin of 25%. 

With shortages a paramount issue today, 
‘“‘Double-Life” is most important for its sheer 
saving of one of every two pounds of alloy 
steel. 





This is a Millers Falls peacetime develop- 
ment, now perfected to help win the war. 
While “Double-Life” blades are now avail- 
able only for distribution to high-priority 
war plants, the reputation they’re building 
is one more reason why Millers Falls tools 
are a strong line for you in this priority mar- 
ket and in the market of the future. 

The Millers Falls line includes a complete 
selection of hand and machine blades — high 
speed steel, tungsten, molybdenum, and the 
amazingly tough and flexible Tuf-Flex —in 
full range of sizes. 


MILLERS FALLS COMPANY 
Greenfield, Massachusetts 





MILLERS FALLS 
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FLATIENAMEL 


POTTERY 
WHITE 


Here is a new flat enamel of dependable Kyanize quality to meet the 
lively and exciting clamor for a really good oil-base, washable finish for 
walls, and all interior trim. An amazing performer that will revolu- 
tionize old ideas about what a real flat can be. A sturdy full bodied ma- 
terial for almost every conceivable surface; plaster, wood, concrete, wall 
board and even well bonded caleimine and wall paper. Sells on sight and 
wins an enthusiastic customer with every sale. Not a water paint, re- 
member. but a wholesome oil-base product in nine choice pastel tints 
and white. Price amazingly low — profit, decidedly interesting. Add this 


new spark of LIFE to your paint leaders. Send coupon for facts — quick. 


BOSTON VARNISH COMPANY, Everett Station, Boston, Mass. 
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QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
tor quick and easy reference. 


4. More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre 
hensive Directory Number ever pub 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
to meet war-time conditions. 
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DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


B pve new edition has been streamlined to meet the urgent needs of 
26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is « 
splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE . 


100 East 42nd Street, New York, N. Y. 
A CHILTON ® 


HARDWARE AGE 


A. B.C. © Charter Member © A.B. P. & 
PUBLICATION ~* 
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SENSATIONAL NEW FEATURES 





































DTS Guns shoot wooden bullets! Real wheels roll! Planes drop 
bombs! Ships move on hidden wheels! These are but a j 
few of the big, new features Colorgraphic offers in YOUNG é 
PATRIOT Cardboard Construction Toys for 1943!! 3 BIG 
Responsible manufacturing background assures SELLERS 
precision production, prompt service and ‘“‘keep- 25c-50c-$1.00 
needs of ‘em-sold” quality. New, dramatic displays help Brand New 
sell ’em! These sturdy Army sets and Navy 1943 
sets in 25c, 50c and $1.00 sizes (retail) are Features 
rers for individually packed, ready for assembly, ARMY SET 
p for the in separate, smartly designed, full- # Jeeps jolt 
vailable. color boxes. There’s faster profit if Wheels roll 
and volume with Colorgraphic Vussete toon 
before— —the leader in’42 and the Rage ten 
; r Bombs drop 
ies for a pace-setter for ’43! om Hinged targets 
Ford pede asi ll 
set. Often imitated, Tanks maneuver 
ummary NAVY SET 
hy “F” F Depth bombs drop 
ardware Submarine sows mines 





Carrier based fighter planes 
‘Turrets move—guns elevate 
Torpedo tubes shoot torpedos 








” b 4 
[t” is a “ All ships, tanks, trucks and jeeps 













RE AGE i “ move ON REAL WHEELS! 
VISIT OUR EXHIBIT 
BIG DISPLAYS NEw YorRK 
| aris tea TOY FAIR 





nation Air, Army, Navy set, $1.00 Army HOTEL McALPIN 


set and $1.00 Navy set. Displays include ae c ‘7 
actual toys assembled for demonstration. ROOMS 574-576 








ORDER FROM YOUR JOBBER OR WRITE US DIRECT 








ee ee { 4711 W. LAKE ST., CHICAGO 


RG @ Pr ic, i | ¢€ * SUBSIDIARY OF THE MEYERCORD CO. 
Showrwoms: NEW YORK—7 EAST 17TH STREET | CHICAGO—1423 MERCHANDISE MART 



















HELP FOLKS 
MAKE OLD THINGS DO! 






DISPLAY Du Pont Duco Cement; remind your customers 
how easy it is to repair broken articles now hard to replace. 






Duco Cement is clear, waterproof and flexible. It mends 
broken china, glassware and toys—repairs torn luggage, scuffed 
shoes and damaged books—fixes loose rungs in chairs and 
tables—mends nearly everything except rubber. 








Duco Cement is easy to apply—dries quickly— mends per- 
manently. It sells on sight! 






E. I. DU PONT DE NEMOURS & CO. (INC.), WILMINGTON, DEL. 





be 


QEG. U5. par. OFF. 





REG. U.S PAT OFF M 
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| 
| always love 


KE haven’t been able to fill do- 

mestic orders for steel sheets 
because war is consuming many tons 
of steel for tanks, ships, guns and 
ther fighting e ‘quipme nt. 

But we aren’t just saying “sorry” 
and letting it go at that. We’re con- 
tinuing to advertise U-S-S Steel 
Roofing and Siding to your cus- 
tomers. It will keep the name remem- 
bered—protect the good work you 
have done to establish these sheets 
in your community. 

_ Month after month our advertis- 
ing tells your customers how to take 


U-S°S STEEL ROOFING AND SIDING | 
rT SBC6 6 NY Wh ie Ot 
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the sound of rain 


care of their farm buildings. It urges 
them to buy war bonds—to build a 


fund that can be used after the war 
to buy better buildings. And to help 
farmers get good buildings we are 
offering them free plans in blueprint 
form. A bound copy of these blue- 
prints will be sent to you on request. 

Farmers are going to need a lot of 


on a steel roof” 


new buildings after the war. The bulk 
of the business for materials will go 
to dealers who keep in touch with 
their customers—who keep remind- 
ing them that their store is the place 
to buy good, reliable building ma- 
terials. The popularity of U 
Steel Roofing and Siding can help 
you get your share. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, 


IRON & RAILROAD COMPANY, Birmingham 


AMERICAN STEEL & WIRE COMPANY, Pittsburgh and Chicago 
United States Steel Export Company, New York 
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PUT YOURSELF 
IN THIS 
PROFIT PICTURE! 


AVING trouble finding items you can sell with- 
out priorities? Here’s one answer you may not 
have tried. A profit opportunity that hits the spring 
season right on the nose. 
This year, more householders than ever will do a 
thorough job of spring cleaning. And that means 
there'll be a big demand for Carborundum-made 


floor sanding products to put a gleaming new finish 
on old, discolored floors. 


Step into this profit picture now! Stock up on Niagara 
Brand Electrocoated Floor Sanding Rolls, Cut Sheets 
and Discs. Made with famous Aloxite Brand Aluminum 
Oxide abrasive. Hard, sharp, fast-cutting. And with 
a real profit margin for you. Send in your order today! 








NIAGARA BRAND ELECTRO COATED FLOOR 
SANDING PAPER. For sanding new hardwood 





floors or refinishing old, after removal of paint or 
varnish. Widths 6 inches to 15 inches. Grits 2/0-100 
to 3-24. 








% 


FLOORCRAFT ROLLS IN BOXES. Each roll 
contains enough paper to cover 10 drums. Approxi- 
mate lengths 8” roll 2214 feet; 12” roll 2434 feet. 
Grits 2/0-100 to 415-12. 











THE CARBORUNDUM COMPANY © wiacara FALLS, N.Y. - 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapid: 
I 5 I 


Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company 
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SOILAX ? 
We have Plenty / 


x ({ «and tts 
. 3 one of our 


BEST SELLERS !/, 
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hi PAINT CLEANING PAINT CLEANING PAINT CLEANING 
GENERAL USE GENERAL USE 

















WALL WASHING 
PAINT CLEANING 
GENERAL USE 


GENERAL USE 
4 ee AS ee athe kc, single om 
DENT - DISSOLVES GREASE LOOSENS DIRT - DESSOLVES GREASE LOOSENS BENT - DISSOLVES GREASL LOO1ENI beet SEIU @ 





HERES WHY . Customers 


NATIONAL ADVERTISING . 





DISPLAY VALUE ... The Soilax carton 








. SMART DEALERS know Soilax. That means less selling a “stopper.” Soilax displays have 
finish talk, more sales action. mé nate a name for themselves in beauty, 
Thy WIDE MARKET . . . Housewives, paint- selling value. 
liagara ers, mechanics, farme rs, handymen buy 
rt RTISED Soilax. In fact, practically everybody PROVED ‘wea . Soilax —_ — 
: DOVE. entering a store is a Soilax prospect. constantly grown every year sollax has 
minum ATIOWALLY A ° ” been on the market. 
d with Ry) / FP 4 TRAFFIC BUILDING . . . Soilax has : 
today! ~omeeiage uaes, gets used up fast. FAIR TRADED ... Soilax sales are Fair 
heavy repeater, it builds store athe Trade protected. 
boosts sales of other products. 
AVAILABILITY ... There is no shortage wv DEALER HELPS . Next page shows 
of Soilax! how Soilax Helps dealers sell. 
IT’S THE mi sa BARGAIN IN CLEANLINESS THAT YOU CAN SELL! 
roll 
roxi- /) r* 
feet. WASHES WALLS — Soilax WASHES WOODWORK— BRIGHTENS BATHROOMS LIGHTENS LAUNDERING— CLEANS POTS, PANS— | DETARNISHES SILVER — 
‘moves dirt quickly, Soilax easily washes off —Soilax shines-up porce- Harmliessto delicate Soilax quickly dissolves | Shimmering silver in 20 
—EEE asily and safely from dirt, soot, grease. Doesn't lain, tile like new. Cuts fabrics, Soilax softens grease, rinses it away, seconds! Soilax works 
| painted surfaces. harm the paint or wood. dirt, leaves no deposit. water, reduces rinsing. leaves metalware shining. | like magic, no polishing. 
N. Y. 
| Rapid ook UANTIT COST RETAIL cost RETAIL 
d Rapic D L Q Y WHOLESALE VALUE QUANTITY WHOLESALE VALUE 
fH CASE OF 24 CASE OF 12 
ce ATTN ‘Tig e | 54.00 | $6.00 cn | $6.00 | $9.00 
0 CASE CASE CASE CASE 
CARTONS (a. 25¢ CARTONS @ 75¢ 
































Dealers tell us they’re proud to display and to advertise Soilax. That’s 
not only because Soilax is a quality product that sells fast, repeats 
heavily—but also because Soilax displays, advertisements and mer- 
chandising helps look good. And they’re as good as they look. After all, 


results alone count 


and that’s what you get with Soilax dealer 


helps. Send for yours today. Fill out and mail the coupon now! 





DISPLAY 
STAND 
Beautifully de- 
signed, pearl gray 
with maroon and 
white lettering. 
Holds 10 dozen 
1'% Ib., 2 dozen 
5 Ib. Soilax car- 
tons. Worth $15— 





BOX-TOP 
COUNTER DISPLAY 


- a 
A clover Gheotey jeu es 1 ZS 
that fits on the top 
of a regular 12 Ib. 
box of Soilax. A 
sure-fire ‘‘stopper” 
for your counter. 


FLOOR DISPLAY 
Life-size, full-color 
Soilax self-service joor 
display holding six 114 
Ib. Soilax package:. 


‘ 


yours for only $4. 





ADVERTISING 

4 ‘| MATS AND 

mus "1 CIRCULARS 
AL 


— =| ae 7 
ree /e- > 
a , 
Cleaning Woodwork, ~ 
» Walls, Sinks, Bathtubs, 


Refrigerators, 


SOILAX PENNANT-HANGERS 


To be used as an eye-catching festoon 
in your store or in your windows. 


a | 


Detarnishing Silver, | 
and in Laundering. i 


— — 


NATIONAL ADVERTISING 
IN MAGAZINES AND NEWSPAPERS 


oor? CLEA Ups 
ers wa 


- WLY 25; 


a fora (ile canon 





paint QEnin? 
. 

wt BARS 7? 
s P 
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Big, sales-making, six-ounce sample 
packages that are exact ,miniatures of 
regular Soilax boxes. Priced coopera- 
tively at the low cost of only 1¢ each. 


FORMULA B 


FOR 


WALL WASHING 
PAINT CLEANING 
GENERAL USE 


ECONOMICS LABORATORY, INC. 
914 GUARDIAN BUILDING, ST. PAUL, MINNESOTA 





icheck) Please send me immediately the following Soilax sales material: 


Free Life-Size Floor Display 

} Free Window Posters 

| Free Box-Top Counter Display 
Free Advertising Mat Sheet 

) Free Circulars 

] Cooperative samples at 1¢ each 
New Display Stand at $4.00 

(For last two items, enclose your check or money order) 


PLEASE PRINT CLEARLY 


(state number) 


LOOSENS DIRT « DISSOLVES GREASE, 





NAME 

ADDRESS 

CITY 

COMPANY NAME 
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DISPLAY 
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ling six 14 
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codwork, © 
, Bathtubs, 


otors, 


1g Silver, 


=n | THERE GOES YOUR NEW 
= STOCK OF TAYLOR INSTRUMENTS |. 


GALLOWAY 






















E know it hurts you worse than it does All we can say is, Taylor's experience in build- 

us—when we tell you that if you get ing instruments for the war and for war in- 
any more Taylor thermometers or barometers _—_ dustry is going to result in an even better line 
for the duration you will be lucky. But you'll — of Taylor Instruments for you—after the war! 
find the reason in a hundred pictures like this— | Taylor Instrument Companies, Rochester, 
of destroyers, of battleships, of bombers and N. Y., and Toronto, Canada. 


cargo planes—even of base hospitals and 





weather bureaus. Because that’s where Taylor 


Instruments are going. ( 
The other day we added up ten different war Taylor Instruments 


uses for Taylor barometers—and there may be [a 
ACCURACY FIRST 


IN HOME AND INDUSTRY 


~ 


dozens of others we don’t even know about. 

















* KEEP ON BUYING U. S. WAR BONDS AND STAMPS * 
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—z~ Use the 
BPS 
fran- 
chise 
route to 
more 

paint 
profits. Be the ex- 
clusive BPS Dealer 
in your community 


NEW KIND OF COLOR SELECTOR 
SELLS PAINT FASTER... EASIER! 


This new Color Selector, made by the 
makers of BPS Paints, comes as a 
boon to thousands of paint dealers. 
For here, at last, is a sales promotion 
piece that really sells paint faster... 
easier. . 
The BPS Color-Master is the result 
of 53 years of paint selling experience 
—a formula to help your customers 


properly “color style” interiors and 
exteriors—and was also created to 
clear paint from your shelves... 
quicker! 

No wonder then, BPS paint dealers 
shout its praises. Jt sells paint—easily. 
To secure the exclusive BPS franchise 
in your community, write The Patter- 
son-Sargent Company without delay. 
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When he asks 


for a SAW file... ‘ 


Saw files come in many types. When your customer asks for a 
particular shape, it may often be possible to suggest some other 
file that may help him do his job better. Here is an opportunity 
to be of service that your customer is certain to welcome. The 


accompanying chart, describing typical NUCUT Saw and Mill 


Files, may assist you in this connection: 





NUCUT SAW FILE FINDER CHART 


























































American type. Also 
wood or buck saws 





Pit Saw 





















Single cut 





NUCUTS” is an exclusive NUCUT feature! 


Your jobber can help you select the sizes, shapes and cuts that 
will best meet your customers’ needs,—in NUCUT machinists’ 


Uniform through- 








cross CHARACTER 
SHAPE sccTion op tenen TAPER GENERAL USES 
Single cut on sides | Tapered slightly | Sharpening mill, ice and 
(face) and edges. | in width and —— — axes, 
Mill Also made with thickness implements, knives, 
' Cd one round edge, shears, tools; lathe 
two round edges, work; draw filing; 
and blunt polishing 
: Single cut Me Tapered on Sharpening saws, axes 
Taper (Triangular F a three sides to and milling cutters 
Or Three Cornered) point 
Single cut Tapered on Sharpening circular, 
Slim Taper Z\ three sides to cross-cut and buck 
point saws 
Single cut - Tapered on Sharpening fine-tooth 
Extra Slim Taper LA three sides to hand and hack saws 
point 
Double Extra $ Single cut Tapered on Sharpening fine-tooth * 
an A three sides to saws ; 
Slim Taper point 
Single cut on Uniformthrough- | Filing M-shaped teeth 
Cant Saw a three sides and out length of cross-cut saws 
two edges 
Single cut Uniform through- | Sharpening cross-cut 
Concs-Cut Co out length saws of the great 


Filing teeth of pit 





out length 


All NuCUT Files possess a characteristic ‘“‘Wavy Teeth’’ design, 
—a patented combination of coarse teeth and fine teeth that are 
positioned in scientific wavy rows. The coarse teeth cut clean, 
deep, true. The fine teeth level the surface smooth. Both at the 
same stroke! Without skidding or scraping! ‘‘MORE CUTS WITH 


files, Swiss patterns, rasps, as well as saw files. 
HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers — Good Tools Since 1836 
Newark, New Jersey 


MARCH 18, 1943 


Newcomerstown, Ohio 





or frame saws 















~/ 


WAVY TEETH 
ate a tte at 


FILES 


PATENT No. 2027039 
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This Fellow is Building a PO 
ST-WAR 
BUSINESS DURING 1943 
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Here’s one man who has too much American Fence* 





ND what a pleasure it is to let 
him have it! Of course, it means 

that we haven’t been able to fill all 
the orders from our dealer friends. 
But we know that you understand 
We know that helping the boys at 
the front comes first with you, too. 
We are looking forward to the 
day when we can again serve you 
promptly and fully with peacetime 
products of steel. So we are keeping 
the name “American Fence” alive in 
the minds of your customers by ad- 
vertising regularly in magazines read 


by farmers in every state in the coun- 
try. We are doing everything we can 
do to make sure you'll have a big 
demand for U-S-S American Fence 
after the war. 

It will pay you, too, to keep in 
touch with your fence customers. For 
a terrific backlog of fence business is 


being built up for the post-war 
period. And a big share of it can be 
yours if your customers know that 
you handle their favorite fence — 
U-S-S American. 

*Tons and tons of steel ordinarily used to 


MaRE 4 merican Fence are going into barbed 


wire and other metal tools of war. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY, San Francisco 


TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


US'S AMERICAN FENCE 
7howi more in we Than ang Wher beamed 
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UNIFED STATES-<STEEL 
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WATER SYSTEMS 


Now Available in Limited Numbers 
To Meet Vital Needs « x x x 














©@ SIMPLE 
® DEPENDABLE 
k Ww Ejector Water Systems have an @ QUIET 
& important part to play in the e@ EFFICIENT 4) 


“Food for Victory” program, and in saving 
manpower on the farm. Because of this we 
have been authorized by WPB to manu- 
facture a limited number of water systems 
in 1943. 


nes ehathab cane akan 










The complete, modern line of F & W 
centrifugal jet pumps includes models to 
suit all purposes. The so-called “bullet” 
model for shallow wells has proved ex- 
ceeding popular and dependable. Other 
centrifugal ejector models for medium deep 
and deep wells, both single and multi-stage, 
incorporate this same quality and depend- 
ability. All deep well ejector pumps have 
automatic control valve which adjusts it- 


@ For shallow wells, this 
streamlined “Bullet” model 
(above) is compact, simple, 
efficient. 





self to varying well depths, assuring maxi- @ New multi-stage ejector 
a ‘ pump for maximum efficiency 
mum efficiency over entire range. from deeper wells. 


F & W jet pumps may be installed over 
well, or offset in basement. Compact, simplified design eliminates many 
moving parts. No gears, no belts, no rods in well; no lubrication required 
because bearings are packed for permanent service. 

Our facilities have been greatly enlarged for direct war production, so nat- 
urally when Victory has been won we shall be better prepared than ever to 
produce our complete line of centrifugal as well as reciprocating pumps... 
and Star Zephyr windmills. 


BUY WAR BONDS AND STAMPS 


FLINT & WALLING MFG. CO., INC. 


In our 77th Year 
388 OAK STREET, KENDALLVILLE, INDIANA 





@ Single stage ejec- 
tor pump for eco- 
nomical installation 
on medium deep 
wells. 
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Need any information on 
how to clean “DL” valves 
and keep them going for 
the duration? We will send 
you instruction sheets and 
repair parts lists if you 
wish. Just drop us a line. 
Be sure to mention the num- 
bers on the valve name 
plate, so we can send you 
correct information. 





Detroit Lubricator Company, over the years, has pioneered in the float 
valve field. 


The first constant level valve and the first safefy float valve were born 
on the drawing boards at Detroit Lubricator Company. The single float 
type valve using one float for the dual functions of maintaining constant 
fuel level and releasing the trip mechanism is another of our major con- 
tributions to “Simplicity of Design”, which has always been our watchword. 


Our latest contribution to the reliability of oil heaters is the patented 
thermostatic compensator which maintains a more constant oil flow— 
regardless of the temperature of the oil, whether it be 40° below zero, 
or 100° in the shade. 

When oil burning equipment is again available to the public, “DL” float 
valves will be a vital part of the better space heaters and water heaters 
which you will sell. 








(ys DETROIT LUBRICATOR COMPANY 
a7 


General Offices: DETROIT, MICHIGAN 


Division of J\MERICAN Radiator and “Standard” Sanitary Corporation 


Canadian Representatives —Railway and Engineering Specialties Limited, Montreal, Toronto, Winnipeg 
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Men and women of Pittsburgh 
Steel earned this award for 
production achievement. 


Pittsburgh 





**Skyseraper’’ strength 
and firmness from 
welded joints! 


Welded joints are 
permanent, soli 


* e 
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Welded joints save 12% 


to 15% of vital steel. HINGE -JOINT 


Ming - Pt 


a 


Elimination of 
wire - wasting 
wraps and ties 
increases rod- 
dage. 


LOCK JOINT 


Fighting “fustest with the mostes” was the successful war strategy of Confederate 
General Forrest. In war-time, farm fence helps wage the fight for increased food 
production. 

FIRST ... and 25 years ahead of its day . . . Pittsburgh adopted the now universally 
favored principle of welded construction to farm fence. As a result Pittsburgh Welded 
Fence serves with strength and firmness unequalled by any other type in comparable 
gauges. Vital, too, because of critical shortages, the Pittsburgh method of welding 


. joints at the intersection of line and stay wires, yields the MOST fence from a given 


quantity of precious steel. 


These qualities of Pittsburgh Welded Fence, long favored by agricultural authorities, 
are now increasingly important under war restrictions. All too little of this fence will 
be available, but every rod of it will extract maximum value from the materials released 
for its manufacture. 


PITTSBURGH STEEL COMPANY 


Fences 


WELDED AND 
HINGE-JOINT 


A complete line of Fences and Fabrics 
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G’BYE BOYS, IT’S — 
** "5-Bug-a-boo! 


THE LINE WHOSE SALES 
GO UP AND UP! 









Or y 
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Spr, ~thes s 
—" It kills Aig Pet Insect 
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-derate THE SUPER INSECT SPRAY 
d food Garden By A 
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Velded (Concentrate) ills flies, mosquitoes 
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*« Bug-a-boo Products « 

4, PA. BY SOCONY- VACUUM 


Quickly available from coast to coast, with direct deliveries from 
our own warehouse stocks or through leading wholesalers 
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Join the 
BLACK LEAF 40 
PARADE 


e Millions of peo- 
oe. a ple read Black 
Leaf 40 advertising every month. Metropolitan 
newspapers, national magazines, farm papers 
and country newspapers all add their voices to 
the shout. 


Over 3,000 Publications 
Carry Black Leaf 40 Ads 


This year, over 3,000 publications will tell the 
story of Black Leaf 40 for spraying flowers, ‘ 
fruit trees and vegetables, for delousing poul- 
try and for dipping and drenching live stock. 
Every month in the year reference is made / 


‘ “DUCK BILL” helping 





from time to time on repelling dogs. The 
advantage of Black Leaf 40 is that it has a year 
‘round sale. 


Stock Black Leaf 40 











ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Complete Line of 
“Plumbing Brass Goods Since 1890” 





TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 














MY PRES-KLOTH COST ME ONLY 69¢ 


AND HAS SAVED ME HUNDREDS OF 
DOLLARS IN PRESSING BILLS! PHILLIPS 
ne LOTH Bom | RECESSED 
: == | HEAD 
Jor a Perfect 
SELF 


STEAM PRESS 
AT HOME WITH ANY KIND OF Finon CENTERING 


ie 


FOR BIGPROFIT | |s<**™ 


DISPLAY PRES-KLOTH PROMINENTLY IN YOUR STORE! Supply the increasing demand for these 
modern screws which we are licensed to 
manufacture. The tapered recess in the 
screw head fits the tapered point in the 
driver and the screw clings firmly to the 
driver. The driver cannot slip from the 
recess. All standard sizes. Send for Cata- 
log of Screws for Metal or Wood, also our 
varied line of Hardware. 














Government restrictions prevent us filling orders on 
certain lines. “Our Country first’’—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 














Est. N od "a. ‘4 . _ “ Est. Vii 
WEAVER PRES-KLOTH CO., OMAHA, NEBR. yy §6=— ot 
MA 
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FOR FAN DEALERS 
CAN COME ANY DAY 
[ N T H E Y E A R * 2° @ There is no question about the coming market 


for floor sanding papers this spring (all signs 
point to the biggest rental sander season ever) ; 





You'll be as wide-eyed as a kid on 
There is no question about Behr-Manning’s 


Christmas when you see the fans we continued high quality (no need for substitute 


materials) ; 
have under wraps for your post-war 
There is no question about availability. 


amazement. ig 

The only question is: 

; Are you ordering early enough to insure 

The tools of destruction that are se angi . > 
being able to supply your customers? 


Victor's war business are teaching ; - 
Remember, transportation facilities are over- 




















unforgetable lessons of precision burdened. 

which, coupled with unprecedented Order your stock of 
_ designs, will assure the name "'V- BEHR-MANNING 
2se 
Me | Line" as the sign of the best fans, 
the | 
the and other things electrical. BO need 
the 
the LIGHTNING DURUNDUM DURITE 
ita- , (Electro Coat) (Closekote) 
our The sign of quality 

bi thee ented SPEED-GRITS COMBINATION 
(Openkote) 
nd! 
= Buy War Bonds and Stomps. | iN BEBR-MANNING 
| TROY, N. Y. 
S67 VICTOR ELECTRIC PRODUCTS, Inc. | oktn-s60 amends. 1-0. 0-32-20 S04 7 | 
a 3150 ROBERTSON RD. CINCINNATI, OHIO | 
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MAINTAINING 
FARM PRODUCTION 


A farm without water is a farm out of business. When 
necessary for maintaining farm production, thousands of 
farmers can still secure the world renowned MYERS Hand 
& Windmill Pumps—whether for new installation or for 
replacement of wornout equipment. The many preferred 
MYERS features still mean good business for you. Drop us 
a line and either a factory representative or the MYERS 
jobber in your territory will bring you full information. 
Extra cylinders are now classified as repairs 


and are available in quantities sufficient to 
take care of all needs and without rationing. 





HAY UNLOADING 
TOOLS 
DOOR HANGERS 






PUMPS 
WATER SYSTEMS 
SPRAYERS 






(our Hat 
The 


? Take Fl 
i wyens % 
THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 






132 Orange Street « 
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Why your Red Cross now needs 


FIFTY MILLION DOLLAR‘ 


Every dollar that you give now to your Re 
Cross marches into the thick of things where human 
tarian Llp is needed most—up to the fronts and batt) 
stations where the fighting is heaviest. And throughov 
our broad land to train and equip volunteers to mee 
any emergency that may strike. U, 


Provides for the care of the Army and Navy, in- 
cluding services to men in hospitals and during 
convalescence. ® Provides an important link e 
between the service men and their families. ® 
Provides essential medical and other supplies 
outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and 
naval stations. ® Enrolls blood donors and medi- 
cal technologists for Army and Navy needs. ® 
Provides millions of surgical dressings, sweaters, 
socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF - - $10,000,0 


| Supplies emergency needs for food, clothing, 
shelter and medical attention for disaster vie- 
tims. @ Assists stricken families in repair of 
homes and other adjustments; provides mini- 
mum reserves of essential relief supplies to pre- 
vent unnecessary delays. 


| CIVILIAN DEFENSE SERVICES - $ 5,000,00/ 


Trains volunteers for home nursing and nurses’ 


aides. ® Trains nurses, men and women, for ac- 
tive duty with the Army and Navy. ® Trains 
volunteers in First Aid and accident prevention, 
in Motor Corps, Canteen and Production. ® 
Organizes for evacuation of children and their 
families from stricken areas. @ Assists Red Cross 
Chapters in establishing effective coordination 
of emergency relief. 


SERVICE AND ASSISTANCE 
THROUGH CHAPTERS - - $ 4,000,00/ 


Gives assistance and service to the 3.740 Red 
Cross Chapters with their 6,131 Branches respon- 
sible for local Red Cross activities. 


OTHER ACTIVITIES AND 
CONTINGENCIES - - + - $ 6,000,001 


New activities made necessary by unexpected 
developments. 


TOTAL - *- ++ ee @- 


THE AMERICAN RED CROSS 





- $50,000,000 





ae OVS 


$50,000,000 WAR FUND — 


Note to Red Cross Canvassers: Use this page to inform 
contributors how their donations are being expended. 
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->*THEY’VE STOOD THE STRAIN FOR 88 YEARS 





Back in the days when Farmer 


4 
Myf Jones was as proud as a peacock 
Z 


i of his steel plow and the clean 
a furrow it turned behind one or a 
Z 


team of horses, Upson Quality 
Bolts and Nuts were on the job 


holding plows together. 


For 88 years these tough, strong headed and 
threaded products have been holding things to- 
gether—securely. Now they’re tougher than ever 
—the result of continued improvement in steels 
and methods of manufacture year after year. 


You'll find them in modern farm machinery— 


in automotive, railroad, marine and petroleum 
equipment where service is especially severe 
—in machines and structures of all kinds—and 
in the mechanized fighting tools which are 
playing a most vital part in winning the war. 


When we beat our swords back into plow- 
shares again, you can look to Republic for bolts, 
nuts and rivets even better than those which 
have made the name UPSON famous wher- 
ever headed and threaded products are used. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OHIO AND GADSDEN, ALA. 


Berger Manufacturing Division . Culvert Division 
Niles Steel Products Division ¢ Steel and Tubes Division 
Union Drawn Steel Division « TrusconSteel Company 
Export Department: Chrysler Building, New York, N. Y. 





REPUBLIC 


*  Apson Quality BOLTS AND NUTS 


Other Republic products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 




































For Those Hard-to-Fit Durattou Zuality 


“Out Size’ Inserts 


With the Russell Jennings Expansive Auger Bit, can be had again, R/M Tri-Ply Wicking will do. .. 
any diameter may be had between 7%” and 214”. 
A slight turn of the adjustment screw shades the 
available sizes down into the thousandths of an 


Until R/M Woven Glass and woven asbestos wicking 


and do very well. Here’s why: 


inch! By making preliminary tests with scrap 1. Hard outer ply resists wear and tear. 
wood, pegs, dowels or discs of any size may be 
quickly let in to a perfect fit. 2. Middle layer of crimped asbestos felt 


sends fuel racing-to-the-rim for quick 


SOLID STEEL HEAD lighting. 


The cutter of this bit racks back and forth through 








a solid steel head. It may be safely used at its 3. Inner layer of soft asbestos paper keeps 

full extension. There is nothing to loosen or fuel-supply uniform. 

snap off. 

The steel and workmanship are exactly the same, 4. Rippled construction permits wick to be 

as is used in the other bits of the Russell rolled without buckling or breaking; assures 

Jennings line. It is given the same tests P ° . . 

eee: proper alignment and seating of wick in 

carries the same guarantee. b h ' 

° urner- . 

Available through your jobber under the iene 

usual war time regulations. ‘ 
5. Tri-Ply construction effects complete fuel- e 
vaporization, reduces carbonizing. This 


tools . 
use w 
one i 


R/M Tri-Ply Wicking comes %”, 1”, and 1%” wide 
——SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in dispenser-cartons of 100’. Sell duration: 
quality R/M Tri-Ply Wicking. Ask your jobber. 


STANDARD 
OF QUALITY 
SINCE 1855 







INDUSTRIAL SALES DIVISION 


The Russell Jennings RAYBESTOS-MANHATTAN, INC. 


Manufacturing Co. 
Chester, Conn. 





MANHEIM, PA. NORTH CHARLESTON, S.C. 
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Caring for tools has always been good business—now 
it is a patriotic duty. For it takes tools to win a war. 
Mechanized armies need hand tools in such quantities that 


even with doubled and redoubled production, American 


wicking ™ 
tool manufacturers have few left for use at home. 
do... 
To assist your customers—linemen, electricians and 
y 
others who use tools to care for their equipment—we have 
ear. prepared a handbook full of practical suggestions 
felt on making tools last longer—or using them 
sick with greater safety. 
A copy of this book will be sent to anyone in- 
eps terested. It is our contribution to help lengthen 
the life of tools and equipment. 
DISTRIBUTED THROUGH JOBBERS 
) be Foreign Distributors: International Sfandard Electric Corp., New York 
res 
c in 
Mathias Klein & Sons 
vel- rs 3200 Belmont Avenue, Chicago, Illinois 
This booklet on the toeper care Gentlemen: Please send me without charge a copy of the 
tools and suggestions for their safe booklet Long Live Tools. 
5” wide use will be sent on request to any- 
one interested, Mail the coupon, Ee SEG are Ne eT TE TE Net Coe POE Ee DAO Te 
carton. 
sration- CS Ea EL are OD ea LT a ee TE me ree re eee 
jobber. 


| Since 1857... City. .ccccccccccccccccccccccccccccccces eSAEs ccccsccccee ¢ 


& Sons 


Established 1857 Chicago, IIl., U.S.A. 


3200 BELMONT AVENUE, CHICAGO 





MANUFACTURERS OF LINEMEN’S TOOLS AND EQUIPMENT 
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Farmers’ files are important, too 
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NICHOLSON FILES soncveny runrcse “3c 





Fires are doing a great job on guns, planes, tanks and 
other war equipment. But they are just as important 
to the farmer for keeping his farm machinery in the 
best possible condition to carry on in the great task of 
vital food production. YOU can help—by providing 
him with the repair tools he needs. 

The Government recognizes the need of files for 
the farm. (Surveys show that the average farmer keeps 
at least four files at hand.) The hardware store is a 
natural place to get them. It’s your job—and oppor- 
tunity—to help keep equipment working. 

Help place files where they will do the most good. 
And— sell good files. Files that last longer conserve steel 
—and give the user more service as well. Nicholson and 
Black Diamond brands meet the situation perfectly. 
Twelve perfect files in every dozen—GUARANTEED. 


NICHOLSON FILE CO. ° PROVIDENCE, R. I., U. S. A. 
(Also Canedian Plant, Port Hope, Ont.) 
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UNIVERSALS 


NATIONAL ADVERTISING 
will help you! 


Universal's spring and fall schedules of consumer advertising will 
appear in ten leading national magazines. Over forty million con- 
sumer messages will help Universal dealers by building now for 
post-war sales. Look for these dominant advertisements in the pub- 
lications shown below! See how they help — three ways! 


oO KEEPING CUSTOMERS SOLD! 


Universal’s 1943 advertising was inspired by the hundreds 
of letters in our files which tell of twenty to thirty years of 
service from our housewares and appliances. Each adver- 
tisement keeps the name Universal favorably identified 
with built-in quality — long service! 


2) @» CONDITIONING POST-WAR Baneeeet 


Each consumer advertisement emphasizes 

the fact that Universal already has many 
PMG mie new, improved items under consideration 
for immediate post-war production. After ’ 
Victory consumers are urged to look for these Universal 
housewares and appliances. Drawing board dreams today 
—aids to better living tomorrow. 











iad | 3 BUILDING YOUR SERVICE BUSINESS! 


Universal has established over thirty distribution 
centers for genuine factory parts. For certain major 
appliances such as the Vacuum Cleaner, a Packaged 
Parts Program has been inaugurated on a flexible 
basis for different types of service and sales dealers. Now, 
each national advertisemeat refers consumers to Author- 
rma ized Universal Dealers and Distributors for expert repair 
pis work. If you are interested in servicing Universal appli- 

' ances, wire or write for full details direct to us at the factory. 








THE TRADE MARK KNOWN IN EVERY HOME 


ron ames + vaca canes a + nae te ELECTRIC APPLIANCES e VACUUM CLEANERS e ELECTRIC RANGES e WATER HEATERS 
SANDERS, PRARY AMD CLARK . NEW BAITAIN, CONM CUTLERY © CARPET SWEEPERS e HOME LAUNDRY EQUIPMENT e@ VACUUM WARE 











LANDERS, FRARY AND CLARK + NEW BRITAIN, CONN. 
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OPA Loses Hecht 
Test Case—So Far: 


All retailers will welcome 
the Federal District Court’s 
decision in the Hecht Co. vs. 
OPA suit. OPA charged 
“hundreds” of violations of 
OPA price ceiling rules and 
regulations. Judge F. Dickin- 
son Letts dismissed the suit 
agreeing that violations had 
occurred but said he could not 
find this Washington, D. C., 
department store chargeable 
with bad faith. The company, 
he said, had done a remark- 
ible job of complying with 
the multitudinous regulations 
ind amendments issued by 
OPA and he saw no reason to 
“apprehend” future violations 
vy the store. Considered im- 
portant as a test case of OPA 
enforcement powers, it is pos- 
‘ible that OPA may take the 


MARCH 18, 1943 


decision to higher courts. 
Even so, Judge Lett’s decision 
and opinions will hearten in- 
dependent dealers. Says Joe 
T. Meek, Illinois Federation 
of Retail Merchants: 

“We believe this decision 
points the way to real sim- 
plification of price control, 
through use of a percentage 
mark-up by the retailer on 
the basis of individual store 
experience, for which we 
have long contended. 

“Those who have shud- 
dered at the legal power of 
the OPA to enforce a most 
unworkable system can 
breathe easier, go about the 
business of complying to 
the best of their ability, and 
get ahead with the major 
job of helping to win the 
war.” 

Mr. Meek also says that if 
controls are not simplified the 
courts will become cluttered 


with cases involving innocent 
violation of intricate pricing 
formulas. He is 100 per cent 
right, as has been pointed out 
ly this publication many times 
since OPA started on price 
control operations. Until OPA 
realizes this situation and does 
something drastic to simplify 
its full control program, even 
the most anxious cooperator 
will find it practically impos- 
sible to comply completely. 


More on Hecht 
Case:— 


(mong the specific charges 
OPA leveled against the 
Hecht Co. was that of “failing 
to keep complete price ceil- 
ing records.” If a large, well 
organized, big city depart- 
ment store cannot or did not 
have “complete price ceiling 
records” then how in Heaven's 
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name could OPA expect the 
many thousands of smaller re- 
tail stores to accomplish this 
difficult, if not totally impos- 
sible, task? HarpwarRE AGE 
fought against the short time 
limit of the complete price 
ceiling record ruling and had 
the support of many readers 
and others—yet OPA re- 
mained unmoved on this point. 
Surely this test case should 
prove to Prentiss Brown, new 
OPA head, that the complete 
price control system needs 
overhauling and requires a 
simplicity not now present in 
its efforts and imposed rules. 
In several directions Mr. 
Brown has provided relief 
from restrictions but he has 
not, as yet, liberalized the 
price ceiling regulations nor 
simplified them sufficiently to 
make them work. Many ob- 
servers believe the entire price 
control program will bog down 
of its own weight if some re- 
forms are not quickly insti- 
tuted for they are conscious 
of the almost hopeless, help- 
lessness expressed by many 
retailers who attempt to ob- 
serve the rules completely. If 
OPA will simplify its pro- 
gram, along lines retailers can 
understand, and except price 
adjustments based on specific 
experiences, more retailers 
will more nearly live up to 
the regulations in fact as well 
as in spirit. 


30 Pages of 
Questionnaire or 
POD 856:— 


Have you ever seen a POD 
856? It is 30 pages of ques- 
tionnaire for a “contractor’s 
proposal” and only two pages 
are blank. For a million dol- 
lar order it might not be a 
burden to complete, but for 
many smaller plants bidding 
on several relatively small 
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quantities of special goods it 
must really represent a ma- 
jor problem, and completely 
tax the file data that would 
be available. Assuming sev- 
eral dozen firms are bidding 
on the same thousands of 
items, how do _ government 
purchasing departments ever 
get time to intelligently scru- 
tinize all the details re- 
quested? Realize, if you will, 
that for each of many thou- 
sands of different items, parts, 
etc., dozens of such forms 
would have to be read and 
analyzed. If such details are 
truly necessary then we can 
all have greater sympathy for 
those who must read them as 
well as for those who must fill 
them in—but it is difficult to 
believe that such lengthy docu- 
ments are necessary or that 
they expedite war production. 
The reader who sent in the 
POD 856 says, “Of course, 
there are lots of other report 
forms much worse than this 
one but it is a good example.” 
Some reform on this problem 
has already started but the re- 
form still has a long way to 
go. Whenever you visit fac- 
tories producing war goods, 
and most hardware factories 
are producing them, you will 
find large “paper work staffs” 
concentrating on these long 
questionnaires. In the current 
effort of Congress to help 
small business participate in 
more war work, simplification 
of paper work should be of 
great assistance. Many small, 
useful producers just can’t af- 
ford the extra help needed to 
struggle through these long- 
winded questionnaires. And 
this is equally true of dis- 
tributors serving critical in- 
dustries with equipment and 
supplies under priority con- 
trol. Only the larger firms can 
afford the additional help 
needed for this paper work, 
much of which appears quite 
superfluous. 


Post-War 
Planning:— 


Without any decrease in 
their attention to war produc- 
tion requirements, nor to their 
limited opportunities for pro- 
viding essential civilian goods, 
a great many hardware manu- 
facturers have wisely ap- 
pointed “a vice-president in 
charge of tomorrow.” It is the 
task of such men to do some 
“post-war thinking now.” This 
includes consideration of new 
products, new design and new 
materials for old products, 
new methods of production 
and of distribution. From the 
high tempo of war production 
needs have come short cuts, 
better ways of manufacturing, 
packing and shipping and an 
appreciation of the usefulness 
and adaptability of many new 
materials. Our greatly in- 
creased facilities for produc- 
ing cheaper aluminum and 
magnesium may have a far- 
reaching effect on hardware 
store products. The competi- 
tion of such materials may 
lead to new developments in 
steel and plastics. Much of 
this development would have 
come along anyway but it 
would have come more slowly. 
War needs gave impetus to 
many experiments that led to 
substitute materials and prac- 
tices. Here and there changes 
may become improvements 
and, therefore, may continue 
into the post-war period. 
There will also be new com- 
petitive conditions which will 
require a great amount of skill 
to insure survival. It is im- 
possible to be more specific at 
this early date, but it is safe 
to state that the post-war pe- 
riod will be one of the most 
interesting in the world’s his- 
tory and will call for the best 
brains and the greatest amount 
of energy that we have at our 
command. 
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= PD-1X Preference Rating Application Form will help wholesale and retail 
t i sales organizations to obtain priority assistarfce on certain essential types of 
¥ ° supplies. We will gladly aid you toward interpreting priorities and early 
-d_ to delivery of supplies for essential sales. > 
prac- 
nges 
nee Independent Lock Company 
1e Ss 
inue Fitchburg, Massachusetts 
riod. Branches in All Principal Cities 
com- 
will 
skill 
im- 
ic at 
safe 
' pe- J 
most ; 
his- > ' 
best f 
ount > a ae, . 
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(Corrtess of RKO Radio Pictures, Jvc.) 


“Scattergood Baines,” played by Guy Kibbe, being interviewed outside 
his store by the local editor. Note the appliances and garden implements. 


How Hollywood Portrays 


~ 
LAMOK may be 


Hollywood’s chief stock in trade, 
but for an authentic background 
true to typical American life, film 
producers recognize the soundness 
of a solid enterprise like the hard- 
ware business. 

That’s why one of the types of 
business frequently used in the 
movies is a thriving hardware 
store. How the “hardware stores” 
of Hollywood are created, stocked 
and run is an interesting story. 

A movie hardware store first 
enters business on Writers’ Row, 
when a studio scenario writer 
types out a scene with a hardware 
store background. 
only a few lines. but two dozen 


He may write 
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or more. studio departments will 
be affected by them. 

Long before actual shooting be- 
studio 


gins, every department 


(casting, research, architectural. 


construction, costume. 


painting 


makeup, 
to name a few) gets a 
copy of the script and goes to 
work on its part in the story. Ifa 
special type of hardware store 
“front” to conform to historical 
or architectural specifications is 
needed, the research department 
collects data and pictures for stu- 
dio architects who draw up de- 
tailed plans for the construction 
department. 

Should one of the 
“fronts” already standing on an 


business 


outdoor street set be suitable, a 


“Hardware” sign ordered from 


the studio sign shop may answer 
the purpose. Use of signs to create 
a hardware store may result in an 
amusing occurrence. The set se- 
lected may be one which in a 
former picture was used as “head- 
quarters” for Nazi gestapo agents. 
Then, if the store is to have a 
name, for legal reasons, it won’t be 
the name of a real hardware store, 
but more likely the name of the 
studio carpenter, gateman or hair- 
dresser. Most studio employees 
sign forms giving the studio em- 
ploying them the right to use their 
names in pictures. 


A “Set” Store 


Thus, the Allen Hardware store, 


while located in Burbank, Cal., 
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_ Hardware Merchant — 
\ Substantial Citizen 
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te bad 
Ine.) 
side “Scattergood Baines,” the hero of Clarence Budington Kelland’s stories in American Magazine, was a living. 
ents. breathing hardware salesman—Thomas J. Neary of Meeker’s hardware store in Danbury, Conn. Reproduced above are 


the pages from the December 20, 1934, issue of Hardware Age which told the story of the actual “Scattergood.” 


iys the Hardware Store 


swer isn't listed in city directories, and . . 

reate even has a fence around it to keep Here’s how authentic atmosphere 
n an prospective customers out. This is P , ° d : 

t se- because the Allen store is a “set” 1S created in film pro uctions — 
-2 ee — lot of Warner “Scattergood Baines”, a hardware 


pane. hero to appear upon the screen 


* he Dealers Always Prosperous 
ve 
tore, Fence or no fence, no movie First class. authentic merchan- Customers may take a week to 
the hardware store has any trouble dise is used in “dressing” sets, but set inside the door, too. For 
hair- getting customers, though all it is a curious fact that the mer- scenes showing an actor entering 
ees movie customers, unlike real ones, chandise isn’t always put into the the door from the street, and from 
em- have to be members of the Screen “store” whose front is seen on the the interior, may be shot a week 
their \ctors Guild. The Hollywood code screen. Many interior sets are or two apart and matched by the 
provides that no business or pro- built on sound stages. for reasons film cutter. 
lession shall be shown in a derog- of light, sound and camera con- Like real hardware stores, 
itory manner, and producers are venience, and the exterior and in- “reel” hardware firms have buy- 
careful to show their hardware terior of a hardware store some- ers. A studio worker known as a 
tore, proprietors as prosperous mer- times thus may be several blocks set dresser, is responsible for 
Cal., chants. apart. stocking a movie hardware store 
\GE MARCH 18. 1943 " 














ind he can usually get most of his 
“stock” from the studio “prop” 
warehouse, which has such things 
as safes, cash registers, stock bins, 
showcases, tools, etc. But if some 
category are 
needed, he gets assistance from the 
property “buyer.” 
The buyer’s job is to have at his 
finger tips, places where any kind 


items of special 


department's 


of equipment can be rented or 
bought. 


Obtaining the Stock 
“If we 


hardware 


get orders for special 
merchandise,’ an 
M-G-M prop buyer said, “we first 
try one of the local ‘prop’ com 
panies. If they haven’t got what 
we need, we go directly to a sup- 
ply house selling to the trade.” 

Standard merchandise is  ob- 
tained in this way. but brand 
names are carefully obscured, and 
studio “brands” substituted, as a 
rule. While many manufacturers 
are anxious to display their trade 
names, others are chary about it. 
and to avoid legal complications, 
studio brands are used unless spe- 
cial arrangements have been made 
with manufacturers. Studio prop 
men have been discharged for vio- 
lating this rule. 

Selection of actors to play the 
parts of customers and clerks who 
buy and sell the merchandise, is 
the responsibility of the casting 


director. Usually hardware mer- 


chants are played by “bit players” 


(actors who have speaking parts 
but get no billing), but at RKO- 
Radio, the hardware merchant has 
been elevated to a starring role. 

At RKO, film star Guy Kibbee 
plays the title réle in the pictures 
based on the famous magazine 
stories, “Scattergood Baines,” by 
Clarence Budington Kelland. Kib- 
bee, who was Kelland’s personal 
choice for the “Scattergood”’ part, 
did some of his own research for 
the part. 

He was sent to Vermont by the 
studio, and also spent consider- 
able time around hardware stores, 
in order to gain background for 
his characterization of a New Eng- 
land village hardware merchant. 
Kibbee had to have more than a 
passing acquaintance with hard- 
ware merchandise and shop talk, 
hecause the opening scene of each 
picture and a great deal of sub- 
sequent action takes place in the 
Baines hardware store. 

The town of Coldwater (where 
Scattergood lives) was created on 
a studio lot in Culver City, Cal., 
and the hardware store and other 
sets were designed by Bernard 
Herzbrun, only after long and 
careful study of the Kelland stories 
and their illustrations. Set Dresser 
Earl Wooden had the job of mak- 
ing Scattergood’s store look au- 
thentic. and to avoid any possible 
sectional errors, he also made a 
trip to New England. Such atten- 
tion to detail was insisted on by 





(Courtesy of RKO Radio Pictures, Inc.) 


The interior of the “Baines” hardware store. Actor Jed Prouty inspects 
pipe connections. Sinks and plumbing fixtures are in the background. 


Ba 





Producer Jerrold T. Brandt and 
Director Christy Cabanne, because 
it is the favorite sport of movie 
fans to write in and point out tech- 
nical errors in motion pictures. 

Though Scattergood runs a vil- 
lage hardware store, he is not, by 
any means, pictured as a “hick,” 
but rather as the enterprising kind 
of small town merchant abounding 
throughout the United States. Like 
many of them, Scattergood is 
active in community affairs, civic 
organizations, and is a director of 
the Coldwater bank. As a studio 
spokesman said, the Scattergood 
films “strive to preserve American 
traditions.” 


Everything Authentic 


Characters, dialogue and situa- 
tions typical of a hardware store 
are carefully worked out by 
Scripter Michael L. Simmons, who 
writes most of the Scattergood 
scripts. In “Scattergood Rides 
High.” for instance, Actor Jed 
Prouty plays the part of an ex- 
plumber who wealthy 
from an invention. Love for his 
former occupation causes him to 
tinker around the Baines Hard- 
ware store, while talking shop 
with Scattergood. In the same pic- 
ture, several scenes showing a 
clerk taking inventory (a scene 
familiar to all dealers) were 


became 


filmed. requiring the use of many 
kinds of hardware merchandise. 

Scenes like these, it might be re- 
marked, from the hardware deal- 
ers point of view. perform a two- 
fold service. They give entertain- 
ment to film-goers, naturally, but 
at the same time are subtle adver- 
tising for the hardware business. 

For the 
watching a customer buying a pail 


evening film - goer, 
in a movie hardware store, is un- 
consciously reminded to drop in 
your store, the next day, for the 
pail he needs. 

And if, by chance, you are tem- 
porarily out of stock, because of 
priorities, late delivery or circum- 
beyond your control— 
Why not give Guy 
(Seattergood Baines) Kibbee a 
ring? He’s always glad to help 
out a brother hardware dealer and 


stances 


don’t worry. 


the number is in the Coldwater 
telephone book. 
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Moreau’s winter bus waiting room 
is converted into a warm weather 
display of plants and evergreens. 


utdoor Display of Plants and Shrubs 
Makes Sales Jump 29 Per Cent 


And in cold weather J. J. 
Moreau & Son uses space 
for a bus waiting room 


P. NTS and shrubs 


look their best in their natural 
outdoor setting. J. J. Moreau & 
Son, in Manchester, N. H., a city 
of 78,000, took advantage of this 
fact last year and showed them in 
an open front show window with a 
colorful background announcing 
“Everything for the Home and 
Garden.” As a result, all passers- 
by were “exposed” to the store’s 
garden display. Blackout regula- 
tions prevented the store from 
having the display lighted at night. 
However, many people could get 
a reasonably good view of the 


MARCH 18, 1943 


plants and shrubs because they 
could see over and through a 5-ft. 
wooden picket fence which was 
used to protect these items. Green 
benches, the property of the store, 
were placed on the sidewalk at 
right angles to the display for the 
comfort of those waiting buses 
further “exposed” the public to 
the outdoor display. 

Among the other garden lines 
shown outside were bird baths, 
ornamental urns, trellis. etc. The 
display pictured, on this page, 
was the first really elaborate out- 
door showing used by the com- 
pany. In the first few weeks, ac- 
cording to Frank E. Perron, floor 





Flowers, trellis, bird baths, etc., 
are shown in this recess adjoin- 
ing the entrance of the store. 
The “Sandwich Shop” sign calls at- 
tention to the luncheonette the 
store uses as a traffic builder. 
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manager, sales of such lines 


showed a 25 per cent increase 
over the same period a year previ- 
ous. Many customers, because of 
this showing, made their garden 


purchases right upon the side- 
walk. 
Sales in the outdoor display 


were particularly active for Easter. 
Mother's Day and Memorial Day. 
and this was especially the case 
with the potted plants, including 
roses and hydrangeas. Evergreens 
priced from $1.25 to $4.95. vari- 


ous other types of flowers and 
vegetable plants including toma- 
toes and peppers were also fea- 
tured. 

In the colder months the out- 
door showroom becomes a glass 
enclosed waiting room for bus pa- 
trons. On either end of the wait- 
ing room are doorways. This wait- 
ing room naturally creates good 
will but there is no advertising in 
it. There is merely a sign stating. 
“Waiting Room for Your Con- 


venience.” During business hours 


in the cooler months there is a 
doorman on hand to tell people 
when buses are coming in sight. 
The eight benches used in the 
waiting room are the ones which 
are placed on the sidewalk in the 
warm months. No advertising or 
mention of Moreau’s appears on 
these benches. The waiting room 
idea cut down on some of the 
store’s window display space, but 
other alterations on the front made 
possible the enlargement of an- 
other show window. 


Parcels Post Delivery Pleases Farmers 


Zanes- 


hardware mer- 


| F. BECKER. South 
_de ville, Ohio. 

chant is using parcels post service 
to make deliveries of small items 


When 


and gas restrictions made it neces- 


into rural districts. rubber 
sary for farmers to make fewer trips 
into town, Becker placed the follow 
local 


ing advertisement in news- 


papers: 


WHEN YOU CAN'T 
VISIT US 


Phone your order. We'll deliver 
small Hardware items, which 
weigh 10 lb. or less, by Parcels 
Post to your door, at no extra 
charge for our part of the ser- 
vice. 


L. F. BECKER 
General Hardware 


Farmers were quick to take ad- 
vantage of this service. Not only 
does Mr. Becker save the rural folks 
rubber and gas, but he maintains 
regular sales of mailable items which 
are needed in emergencies, or which 
were forgotten on regular shopping 
trips. 

‘A 10-lb. 


can be sent over rural routes into 


package of hardware 


practically every section of my ter- 
ritory at a cost of less than twenty 
cents,” Mr. Becker explains. “This 
is but a fraction of the cost of driv- 
ing from the farm into town, and 
the farmer is generally glad to pay 
it rather than deprive himself of 
tools or sundry items which are so 
badly needed in his wartime sched- 
ule. We use discarded cardboard 
boxes in the shipping of small, mis- 
cellaneous items, such as implement 
repair parts, bolts, taps, ete. Larger 
items, such as tools, etc., are merely 
tagged with the customer's name and 
address. The bother required in ship- 
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ping out these items is amply cared 
for by a much greater number of 
sales, and we find that by extending 
this special service to our farmer- 
customers in their emergencies, they 


are especially patient and loyal to 


us during shortages and substitu- 
tions which are now a reality in most 
hardware stores. There is likewise a 
closer, more personal contact which 
assures us of the farmers’ continued 


support.” 


Unusual Seed Display Catches the Eye 


HEN it comes to your window 

lisplays, you should always 
bear in mind that you are a sales- 
man, and you must, through your 
windows, create a buying desire in 
the minds of people who see them. 
So reasons Isham Vickery, proprietor 
of the Vickery Hardware Company, 
Hartwell, Ga. 

The firm began to stock and sell 
seed several years ago and the same 
care and attention were devoted to 
this end of the business as was the 
case in the firm’s other departments. 

“In strict tempo with the times, 
we decided to create a Victory win- 
dow and carry out a color scheme 
with red, white and blue seeds,” 
says Mr. Vickery.” The floor of the 
window was elevated end arranged 
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so that the passerby could view the 
display with economy of time and 
effort.” 

Fathers, mothers, sons, daughters 
and children have stood before the 
window for long intervals of time, 
carefully studying it and making 
comment, while others have studied 
it in utter silence as one does when 
beholding some beautiful painting or 
work of art. The trim served as a 
magnet to draw people into the store 
for seed, and while inside they made 
other purchases too, quite aside from 
seed, so taking everything into con- 
sideration the trim was a big success. 

Arthur C. Vickery, the brother of 
the owner, designed and trimmed the 
window with the able assistance of 
Asa M. Vickery. a nephew. 


, 





> 












This entire window was composed of seeds in a color scheme of red, white 
and blue. Insignia were reproduced in natural colors. All in all it was 
a display that attracted the attention of everyone who passed the store. 
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ales of Archery Equipment Hit 
Profit Bullseye at Varick’s 








Everything in archery equipment from bows to targets is shown in this 
compact display. Both complete kits and individual items are featured. 


NTEREST in archery 
is keen in many sections of the 
United States at the present time. 
The John B. Varick Co., Man- 
chester, N. H., wholesale and re- 
tail hardware concern, took ad- 
vantage of this fact by entering 
the field four years ago. Growth 
of the department has been partic- 
ularly noticeable since the forma- 
tion of a local archery club about 
three years ago. And archery is 
a worth while line for many peo- 
ple who are buying complete out- 
fits will spend $20 or more. 

Although youngsters will pur- 
chase complete lower priced sets, 
much of the business is done with 
adults who buy the costlier items. 
\mong the fans patronizing the 
archery section are people who 
hunt with bow and arrow for 
whom hunting bows priced as 
high as $20 are stocked. Higher 
priced hunting bows are ordered 
from the catalog. 


MARCH 18, 1943 


The archery equipment is in a 
room on the second floor of the 
store. Golf, tennis and_ baseball 
equipment are also featured in 
this room. The archery section it 
self directly faces the entrance to 
this part of the athletic goods de- 
partment and can be seen by most 
visitors to the second floor. 


Wide Price Range 
There is wide range in the price 
of many archery items and so the 
store handles arrows from 20 
cents each to $1.75 each, those at 
75 cents being the best sellers. 


Hunting bows are stocked at 


prices as high as $20 but other 
bows are shown in grades ranging 
from $6.50 to $15. Quivers are 
from $3 to $5, targets from $5 to 
$11 while bow cases sell at $5. 
Among the lower priced items are 
bowstrings selling from 50 to 75 
cents and arrow tips at 50 cents 
each. ; 

Archery lines, mostly of one 
well-known make, are given win- 
dow display space in March with 
spring lines. From time to time 
the company has helped kindle in- 
terest and good will among arch- 
ers by donating trophies to a local 


archery club. 


Local club and adequate 
display build business 
for Manchester, N. H, firm 




















No. 6—Build Performance 
































‘ 
7 
. > 
vis 
$< 
vis 
halt 
vis 
vis 
—— 
pt tna 
or) 
= 
a 
, = 
wyi? 
; 
=> 
-_ 





r 


WO of the most im- 
portant phases of your hardware 
store management now are: 

1—Do your best to keep busi- 
ness on an even keel until the war 
ends. 

2—-Plan for the post-war period 
so you can enjoy your share of the 
great business increases bound to 
come when government restric- 
tions are relaxed. 

The first 
you have” 


“Hold what 
means to continue a 


point 
favorable relationship with all 
your past and present customers. 
Don’t neglect them for transients 
or new customers or business that 
may not continue after the war. 
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“He keeps a card index, knows what 
I have had and what I should have.” 


Stick with your old customers so 
they will stick with you as a sound 
nucleus for future business. Don’t 
let customers forget you because 
you can no longer supply certain 
items and don’t overlook the im- 
portance of helping them satisfy 
as much as possible of their pres- 
ent-day needs. 

“Plan fon 


increases ——-may 


The second point 


post-war sound 
premature but actually is very 
sound. You know time is always 
long in anticipation but short in 
retrospect. So think out your plans 
before it is time to adopt them. Be 
ready, whether the war lasts five 
more months or five years. There 
is always a chance it will end 


sooner than expected and then will 
come an era of the greatest pro- 
duction and keenest competition 
this country has ever known. 
Salesmanship will again have to 
be aggressive and effective. 

Those who don’t go soft now, 
or become careless, will be in best 
shape for the post-war pay-off. 

While single sales are always 
welcome, it takes repeat business 
to roll up real volume and profit. 
The customer who comes back 
again and again is the real foun- 
dation of most businesses. 


Treat Them Right 


If you don’t treat them right 
they won't come back, and if they 
don’t come back your business is 
built on sand. 

You reap what you sow—in 
business the same as elsewhere. 

L. B. Mayer, head of M-G-M 
studios, illustrates it in this man- 
ner: 

“Once I came home after school 
with a black eye, and while my 
mother bathed it I told here it was 
the other boy’s fault. But she said 
it took two to make a fight, led me 
to the back porch and told me to 
call out as loud as I could, ‘Go to 
hell.” So I yelled it at the top of 
my voice, and the hills sent back 
the echo, ‘Go to hell.’ Then she 
told me to call out, “God bless you,’ 
and this time the echo returned, 
‘God bless you.’ I’ve never for- 
gotten that lesson.” 

There is the whole case, neatly 
wrapped in one paragraph, show- 
ing the importance of our sixth 
step in selling. It’s the last but not 
the least: treat people right, if you 
want business to echo and re-echo 
back to you. 
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By BRIANT SANDO 


Sales and Advertising Consultant 


Louisville, Ky. 


By “treating people right” we 
don’t merely mean satisfactory 
quality at fair prices. Hundreds 
of retail stores provide that and 
never get any place. 

It is the extras that count: extra 
quality, extra promptness, extra 
courtesy, and extra service. 


The “Extras” Help Seil 

I go out of my way every time 
I buy a pair of shoes to get them 
at a certain store and from a cer- 
tain clerk. Why is that? Is it be- 
cause he has a shoe nobody else 
can offer? No, because I always 
buy a nationally advertised brand 
that’s sold widely. 

It is because Art Kramer fits 
my buying motives as well as he 
fits my feet and my preferences 
every time I go there; and the 
combination draws me back re- 
peatedly. 

Of course he sells me shoes that 
won't develop corns and bunions, 
but above that he knows what 
styles, colors and shapes are best 
for me. He has studied my likes 
and dislikes; he keeps a card in- 
dex; he knows what I have had 
and what I should have next. 

In every way he gives me such 
useful information and assistance 
that I call it helpful selling. 

And helpful selling is needed in 
every line of business; it’s some- 
thing most of us need to acquire 
if we want to rise above the aver- 
age. 

The “average” is important, as 
Charley Schwab used to show in 
this story on himself: 

He was coming back to New 
York by train from a_ business 
trip, and the Pullman porter was 
brushing him off. 
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“It is easier to motivate other 
people when you are enthusiastic.” 


He said, “George, what is your 
average tip?” 

The colored man answered, 
“One dollah, boss.” 

Mr. Schwab handed him a dol- 
lar. The porter was all smiles and 
highly excited. He said: 

“Thank you, suh; thank you, 
suh. You are the first man what 
ever come up to the average.” 


Be Enthusiastic ! 

To be better than average in 
selling, it’s a big help if you really 
enjoy your job or your work. 
Happiness is contagious, and it is 
easier to motivate other people 
when you are enthusiastic. 

How can you become enthusias- 








tic? One way is to expose your- 
self to it; enthusiasm is as “catch- 
ing” as the measles—and a lot 
more fun—so go around with 
people who have it. Then care- 
fully try to out-enthuse them once 
in a while—even if you have to 
deliberately turn it on! After a 
while, what once seemed an act 
will come natural to you. 

Next you should know all about 
your products and your business. 
Only when you know more about 
your goods than the people you 
expect to sell, can you be truly en- 
thusiastic; for knowledge increases 
your faith and assurance that your 
goods will really serve your pros- 
pects. Then you can handle them 
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intelligently and answer questions 
authoritatively. 

Make friends, so that people 
will like you as well as the goods 
you are selling. Then they'll buy 
from you even when they might 
prefer some other line. Friends 
can help increase your earnings; 
enemies can only hurt and harm. 

For steady, repeat business it 
also pays to avoid exaggeration. 
Don't let 
away with you! 


your enthusiasm run 

One “tough” shopper says he 
always listens for a salesman to 
make some exaggerated statement. 
then quickly calls him on it. After 
that. 
makes true 
“Some more of the same stuff?” 


even when the salesman 


statements. he says. 
selling 


and weakens the whole 


effort. 


The Essence of Selling 


Actually, the simple rules of 


proper relationships with other 
people form the essence of selling. 

One of the “Three Golden Rules 
of Selling” given by Arthur C. 
Fuller, of Fuller Brush fame. was 
this: 

“You must have a pleasant man- 
ner and be able to make a favor- 
abie impression in thirty seconds.” 

Next to that comes the ability 
to observe and improve 
methods in the light of experience. 


your 


The Greatest Factor 


Ask any railroad or aviation ex- 
pert, “What has been the greatest 
single contributing factor to safety 
in transportation?” and he will 
answer in one word without hesi- 
tation, “Accidents.” He will add 
that while air and rail accidents 
are always unfortunate, yet they 
have promoted safety of life and 
property because experts studied 
them and figured out improve- 
ments for the future. 

Automobiles have progressed 
through speedways and “proving 
grounds.” Every manufacturer 
drives test cars into steel girders. 
over cliffs, and across highways 
designed for extra 
strain. As a result of the lessons 
learned, cars get better and better 


stress and 


every year. 
Observe and study your own 


selling methods carefully ; see what 


50 


is good and what is bad, and then 
eliminate the things that don’t 
work right. 

Study the more progressive re- 
tail stores and take a lesson from 
them in being alert and interested 
in what their customers think of 
them. These stores are moderniz- 
ing their fronts, improving their 
windows, developing a 


display 
pia) 


courteous telephone system. If 
they have an information booth or 
service desk, they use an attrac- 
tive, alert and friendly woman 
with a smile who does a good job 
of welcoming people. 

Carry these same modern and 
helpful principles all through your 
retailing work—and you will not 
only sell but keep on selling! 


“Tools and Hardware Are Vital for Victory” 


tie Taylor Hardware Co.. 21¢ 
Main St., Pendleton, Ore., is 
making excellent use of the “Vital 
for Victory” cuts which have been 
featured in past issues of HARDWARE 
Ace. A 


from the firm says in part: 


recent interesting letter 

“Enclosed find clippings from our 
local newspaper, which shows how 
we are using the “Vital for Victory” 
cuts. We are running these through 
the paper every day. 

“As you know. we are located in 
the center of a large farming and 
stock raising territory. With the 
present priority set-up, the farmer 
is having his headache trying to keep 
his equipment in repair and do the 
job which he has been asked to do. 
He does not see why he should have 
to fill out blanks and send them to 
Washington, D. C., 
a priority to buy something he needs 


in order to get 


now. He was OK when he could use 
Al0 but now all tools, cap screws, 
etc., take from A9 to AA3. 

“We are trying to explain to him 
through the above that he must get 


MARDWARE 1s 


TAL re 
NCTORY 


a 
BUY ONLY WHERE 
“VITALLY NEEDED 


his rating and how this is done. It’s 
a nice headache also for the hard- 
ware man.” 





Epiror’s Note: A description of 
these cuts has appeared in Harp- 
WARE AGE, Dec. 24, 1942, page 19, 
and Jan. 7, 1943, page 29. The en- 
tire series consists of six cuts. The 
first three of these state respectively 
that “Tools and Hardware,” “Tools” 
and “Hardware” and “Vital for Vic- 
tory” with the lines “Sell only where 
vitally needed.” They are numbered 
S-1, S-2 and S-3 respectively. The 
other three are identical with the 
first set save that the word “buy” is 
used instead of “sell.” They are 
numbered B-1, B-2 and B-3 respec- 
tively. The cuts used in the accom- 
panying illustration are from left to 
right—B-3 and B-1. They may be 
used in advertising, circular letters 
and handbills and may be had at 50 
cents each, covering cost, packing 
and mailing to any point in the 
United States. Order by number 
from Harpware Ace. 100 East 42nd 
St.. New York City. 
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Two of the Taylor Hardware Co. ads showing how the cuts were used. 
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Some Timely Hardware Advertisements 


These Wisconsin Firms Told 
a Story and Told it Well 








>... Don't Listen. 


wv 4to Rumors 


=~ Pangerous to the Welfare of the 
inl Nation 





Yes, We Have ’Em 


@ Coal Hods 


NO PAINT SHORTAGE ° 4s or 6 Tine Manure Forks 


— ee 
(Long or Short Handles) 


NO BAN ON PAINTING A ® Galvanized Baskets 





... THERE IS 


® Rattan Ba 

‘1 rn Broom The Kind 

, “eee A That La $1.25 
remors, there is no shortage of paint, e Sanitary Dairy Pails, 79c a ats 1 


ent high quality paint 


Contrary to ree 


We have adequate ache of nom wiheat requisition of W 
er — e Repair 
(THERE ARE NO GOVERNMENY (Ve © Pails 


VER TO PREVENT | @ Garbage Cans 
_PROPERTY LANDLORDS | © Tubs, etc. 


> AGERS FROM DO- 
AND PROF ERTY MAN! ve | 
ING THEIR — MAINTENA tee 


eTRICTIONS WHATE 
STRICTIONS WHATS 


ORK, INCLUDING 


ete es | BLOW HARDWARE 


ernments wants you 2 
In fact, your £°v ke them last longe’ “eae 


Tinga You Have” in order 1 protect the $250,000. 
Phone 82 











isa morale builder— 


: liveable—makes i 
w is PATRIOTIC TO PROTECT wiTH ape 
i j i 5 r : 
; it over with your painter, your P ad 
oe pongo a today. They will : seeuines we in st 
glad to co-operate. 





NDS AND STAMPS : 
int to protect your real estate, ros 
War Bonds and Stamps and protec i 
your independence. i 


‘Winchester Hardware Store 


Whitewater, Wis. Phone 22 


a BICYCLES 


Stor 
Winchester Hardware 
The Wwater, Wis. recently fectune, NOW AVAILABLE 
this advertisement im omc pending 
i rumors of an } 
” ane a It dispelled them. School children living more than 11, miles from school 
-" Original size was 4 by 10 in. are now eligible to purchase Victory bicycles. 




















If you are working in a defense plarit, or in the 


ff t a bi , 
TTT UL LaLa lee aleleladetatetatat war effort, you can also get a bicycle now 


FRUIT TREES 


Now is the Time to Plant 


Stark Bros. Fruit Trees may now be ordered through 
the Robisch Hardware Co. Call for information re- 
garding the various varieties. 


Airplane Building Contest 
CLOSES THIS SATURDAY 


Bring in your model now and win one of the prizes. 


SEE OUR VICTORY MODELS 


SAECKER'S HARDWARE 


PHONE 3165 





102 EAST LAKE ST. 

















Saecker’s Hardware, Lake Mills. Wis., recently adver- 
tised the fact that bicycles could now be purchased 
a by school children and informed the public of the 
Robisch Hardware Co. regulations which permitted such purchases. The firm 
823 Main Street Seffersen, Wis. demonstrated the fact that it pays to inform people 
’ of changes in buying conditions. This advertisement 
Tritt was originally 43 in. wide and 3%/ in. high. 
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Showing what diversified lines can be handled in a 

war-time hardware store, the Robisch Hardware Co. 

of Jefferson, Wis., added fruit trees to its seed line. 
This ad measured 4%, in. wide by 3 in. high. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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“To the Ladies!” 


fr HREE of the five prize 
winners in the February 
“Selling Sentence” Contest 


there are three 
found 


are women and 
feminine names to be 
among the five receiving the award 
of “Honorable Mention.” In short, 
the ladies have taken 60 per cent 
of the first and second places in 
this contest. 

This result is indicative of the 
times and, in small measure, serves 
to give one an idea of the place 
women now occupy in the retail 
field. It has been estimated that in 
pre-war days about 75 per cent of 
the actual sales work in hardware 
stores was handled by men but 
the picture has changed consider- 
1941. An ever 
increasing number of men have 
passed from behind the counters 
to take their places in the armed 
services. Many others are now 
working on the production lines of 
the factories which are turning 
out equipment for the Army and 
Navy. And, as they have gone, 
women have stepped into their 


ably since Dec. 7, 


places. 

Taking it by and large, they 
have done an outstanding job in 
the retail stores in the hardware 
field. They are sticklers for per- 
sonal appearance and _neatness 
and orderliness of stock and dis- 
plays. They are careful and con- 
siderate. courteous and enthusias- 
tic and. in a word—efficient. 

Time was when male employees 
in almost any field resented the 
presence of a woman co-worker. 
This condition no longer exists for 
they have proven their fitness for 
their jobs. The average woman 
seems to have an infinite capacity 
for detail and, 
such being the 
case, should find 
hard- 


the retail 





ware store made to order for her 
talents. There’s plenty of detail to 
be absorbed behind a hardware 
store counter and there’s plenty 
of merchandise with which one 
must become familiar. The ladies, 
however, seem to have taken it in 
their stride. 





Following the end of hostilities 
in 1918, many of the women who 
had been employed in various ca- 
pacities left the field of business 
and returned to domestic activities. 
It is an open question as to 
whether or not history will not re- 
peat itself when the present war is 
over. But, no matter what hap- 
pens, they have proved their value 
in retail hardware stores. 





Winners of the February 
“Selling Sentence” Contest 


Contestants in the December “Selling Sentence” 
Contest were required to build selling sentences 
about the following merchandise items: 


1—Wallpaper Cleaner 
2—Sash Cord 


3—Sweeping Compound 
4—Bathroom Hamper 


5—Gun Cleaner 


The Editors of HARDWARE AGE, acting as judges, 


have selected the following winners. 


First prize 


awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 


WALLPAPER CLEANER 


FIRST PRIZE—$2.00 
Won by 


MRS. R. L. BRAMLETT 
Allen & Jemison Co., 
Tuscaloosa, Ala. 

“This wallpaper cleaner will 
clean your walls so well that it 
will not be necessary to decorate 
so frequently. It is so easy to use 
that anyone can do the job suc- 
cessfully if the directions are fol- 
lowed. It will also clean rough 
walls, white enameled woodwork, 
leather goods, furniture, picture 
frames and lampshades. And a 


little of it will go for a long dis- 
tance.” 





MRS. R. L. BRAMLETT 
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SASH CORD 
FIRST PRIZE—$2.00 
Won by 
LEONARD NELSON 


West Side Hardware Co., 
Elgin, Ill. 

“This is the grade of sash cord 
that carpenters prefer to use, for 
they know it is extra strong and 
will not stretch. You will note that 
it has no shoddy filler in the cen- 
ter and that it is solid braided, 
not merely twisted like those 
which sag so badly. That feature 
helps make it an ideal clothesline. 
too. It can be used indoors or out- 





ELMER J. LARSON 


a long time and it is guaranteed 
to reduce your floor cleaning 
costs.” 


2:2? 


BATHROOM HAMPER 


FIRST PRIZE—$2.00 
Won by 


HELEN M. DOUGLAS 
W. H. Douglas Hardware, 
Commerce, Texas 





LEONARD NELSON 


doors week after week with no 
appreciable sign of wear. It is 


real economy to buy this line.” “This bathroom hamper is so 


sturdily constructed that it can 
“et also be used as a bath seat. The 
SWEEPING COMPOUND 
FIRST PRIZE—$2.00 
Won by 
ELMER J. LARSON 
Perth Amboy Hardware Co 
Perth Amboy, N. J. 

“This sweeping compound is 
especially noted for its ability to 
quickly and easily remove oil film 
and grease film from factory 
floors, store floors, etc. It is a dry 
compound which does not contain 
any kind of acid er caustics. One 
of its outstanding ‘features is that 
it will not damage the floor or the 
worker’s shoes. A package will last 
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HELEN M. DOUGLAS 


You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


body is made of select white, 
bleached willow and is enameled. 
The non-warping lid is made of 
five-ply veneer, covered with 
pearly pyralin. The inside is so 
smooth that delicate pieces of 
silks will not become snagged. It 
is well ventilated to prevent sour- 
ing and the formation of mildew 
on the garments it contains. 

“This hamper will give you 
many years of convenience and 
satisfaction.” 


ze *& ® 


GUN CLEANER 
FIRST PRIZE—$2.00 
Won by 
LENA DAY 
DeVore Hardware Co., 

Monongahela, Pa. 
“This gun cleaner will clean 
and protect the bores of all fire- 
arms from rust, corrosion, lead- 





LENA DAY 


ing, metal fouling “and powder 
residue and will leave them clean 
and mirror bright. 

“Tt is harmless because it con- 
tains no acid. It will maintain 
the resale value of your firearm, 
safeguard its accuracy, shooting 
efficiency and service life and give 
it maximum protection while it 
is inactive. A few drops is all 
you need to use 
after each shoot- 
ing. They will 
be sufficient.” 














HTionorable Mention 


The judges a 


f 


ward the rating of “Honorable Mention” and a payment 
of $1.00 to the following contesiants whose entries, though not win- 


ning one of the major prizes, were considered worthy of publication: 


V/ALLPAPER CLEANER 
WILLIAM H. BAILEY, Perth Am- 
boy Hardware Co., Perth 
Amboy, N. J. 
“This will thoroughly 


wallpaper without leaving streaks 


clean 


or spots because it contains no 
acid. It is not dangerous to han- 
dle and restores wallpaper to its 
original freshness. A little goes 
a long way. It will remain in per- 
fect condition for two years.” 
x *k * 
SASH CORD 

DANIEL R. WOODBURY, Waite 

Hardware Co., Southbridge, 

Mass. 


“This sash cord will run easily 
over your sash pulleys for years 
because it is made of pure cotton 
twine, hand braided and entirely 
free from cheap fillers. It is flex- 
stretch, kink or 
ravel and is waxed for protection 


ible, will not 


against moisture.” 

x * * 
SWEEPING COMPOUND 
HELEN M. DOUGLAS, W. H. 
Douglas Hardware, Com- 

merce, Texas. 

“This sanitary and antiseptic 
sweeping compound makes it eas- 
ier for you to sweep your linole- 
ums, carpets and floors. It dis- 


deodorizers and_ settles 
and absorbs dust as you sweep. 


infects, 


“Since this sweeping compound 
will not dry out and retains its 
dust collecting properties indefi- 
nitely, it can be bought in money- 
saving quantities. A small amount 
covers a large area.” 


es. & @ 


BATHROOM HAMPER 


MARION H. WOODBURY, 
Waite Hardware Co., 
Southbridge, Mass. 


“A bathroom hamper makes an 
ideal place for soiled clothes and 
helps keep the room orderly and 


* 


FOR EACH OF THESE 
Make Their Own Dog Chains 


“We were out of dog chains and 


could not buy any new ones. We 


took some swing chain that we 
had in stock and cut it into 6-ft. 


pieces, put a swivel snap on one 


end and a round ring on the other. 


Now we have dog chains for our 


customers and are selling them at 
a good profit.” 

Lena Day 

DeVore Hardware Co., Inc.. 


Monongahela, Pa. 


YOU PAY NOTHING 


Any Retail Herdware Employee May Take Part 


neat. This one has a strong 
frame and can be used as a seat. 
It is built of seasoned wood, high 
grade fiber and is coated with a 
washable enamel in shades to 
match your color scheme. It will 
give you excellent service for 
years.” 
x * * 
GUN CLEANER 

HELEN M. DOUGLAS, W. H. 

Douglas Hardware, Com- 

merce, Texas. 


“Your gun barrel will be per- 
fectly clean after you have used 
this gun cleaner because it cuts 
all the lead, rust spots and for- 
eign matter from breech to muz- 
zle. This cleaner can be used 
with any cleaning rod or field 
cleaner. Its regular use will keep 
your gun shooting accurately for 
years.” 


I D E A S $1.00 WAS PAID 


Push Bottle Caps 


“Bottle caps, we find, are easy 
to sell and we keep a card of them 
near the wrapping counter with a 
capped soda bottle near it. We 
explain to customers how the cap 
seals and reseals all soft drinks 
and bottles which are sealed with 
standard caps and we do a steady 
business with these items.” 

Wm. H. Barley 
Perth Amboy Hdwe Co., 
Perth Amboy, N. J. 


Copy this form on a penay 
post card if more than one 
form is necessary. 


dust Register—-Paste Coupen on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Aae Retail Sales Ideo 
Club. | am a reader of Hardware Age and would like to take part in the activ 
ities of this club, as often as | can. 


UY Sa) 


FORM TO 
REGISTER 


Name____ ; elo ae 
Firm____ ee 
Cty __State siiied 








| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 
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Sells Two Tons of Grass Seed a Year 


C. B. Coburn, Lowell, 
Mass., gets results by 
means of newspaper 
advertising and in- 
terior and window 
displays. 


ARIETY is the spice 


of garden sales in store of C. B. 
Coburn, Lowell, Mass., and the 
firm carries its own brand of 
seeds as well as those of large 
and well-known seed growers. Ad- 
vertising in local newspapers, at- 
tractive store displays and inter- 
esting window displays help the 
store sell about two tons of grass 
seed a year. as well as good quan- 
tities of fruit and vegetable’ seed, 
plant food, rose bushes and _ re- 
lated lines such as trellis. Color 
prints of flowers, provided by 
growers, are used in the windows 
and in various spots in the store 
display. 

An ad which was used last 
spring in featuring garden items 
of various type contained, in ad- 
dition to illustrations and copy 
concerning specific items, the fol- 
lowing statement: “Home grown 
vitamins will do their part in our 
all-out effort to smash the Axis. 
Get busy on your Victory Garden 
today and give it an early start to 
success. Our familiarity with lo- 


Top—Forty types of rose bushes 
are shown here. Extra sales are sug- 
gested by the trellis and color prints 
of flowers. Plant food is shown under 

the table. 


Center—Bulk and package seeds 
are on the table and bags of fertil- 
izer are beside it. 


Bottom—This window display of a 


year ago showed bushes, seed, 
plant food and allied items. 


MARCH 18, 1943 
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This advertisement, which was used 
last year, helped build business 
in seeds and garden goods It was 
5%, in. high and 11%, in. wide. 


cal soil conditions can help and 
Coburn’s low prices can save you 
Although its seed depart- 
ment caters chiefly to farmers, the 


9 
money. 


store does considerable business 
with home gardeners. 


Five Mixtures Offered 


Five lawn mixtures are offered, 
including one for putting greens. 
These mixtures were priced last 
year at 29, 45, 55, 70 and 75 cents 
per pound. About 40 different 
types of rose and other bushes 
were stocked, more than 800 be- 
ing sold. The bushes were sold at 
29 cents, 45 cents and 59 cents. 
Carrying the bargain idea still fur- 
ther 45-cent bushes were offered 
at three for $1.29 and the 59-cent 
varieties at three for $1.50. Trel- 
front of the rose 
bush display was offered at prices 


lis as shown 


ranging from 49 cents for the 
small size and up. Bushes are nor- 
mally displayed from about April 
15 to June 1, the period varying 
with general weather conditions. 
About 50 per cent of the custom- 
ers who buy rose and_ other 
bushes will buy other items, often 
of related type. 
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Record Department a Volume Builder 


RECORD department at the 
Bohn Hardware Co., Wood- 
stock, Ill, has attracted many 
patrons during the past year-and- 
a-half, according to Ernest Bohn, 
and is a department that can be 
promoted well during wartime. 
This department is located toward 
the rear of the store near the wrap- 
ping counter and is built up at- 
tractively with the record stock 
neatly placed in numbered slots. 
“We have a record player hooked 
up with a speaker system in our 
toy basement,” says Mr. Bohn. “In 
this way we are able to have music 
on the first floor and basement anv 
time we want. This was especially 
helpful during the Christmas sea- 
son and at other times of the 
year. We have these speakers 
turned down low so that the music 


is not blaring, and I think the cus- 
tomers like it.” 

The store pushes the sale of rec- 
ord albums and many customers 
buy them. A wide stock of records 
is carried, including popular and 
classical selections. The younger 
folks, as well as the younger 
women, are interested in recerds 
and always wander back to the 
record department to look over the 
selections and perhaps to have one 
or two played for them. 

The store helps people build their 
record albums, assisting in laying 
out a record buying program which 
will give a customer a wide and 
yet harmonious collection of record- 
ings, and this service is greatly ap- 
preciated by many customers. Satis- 
fied patrons, too, recommend the 
department to their friends. 





Wins New Boy Customers 
With Free Plane Pictures 


WAY to harness boy purchasing 

power to his store has been 
found by R. D. Holt, manager of the 
Wallis-Holt Hardware Company, 
Talladega, Ala. On each Thursday, 
Mr. Holt gives a picture of an 
American bomber plane to each boy 
who makes a purchase in the store. 
This offer, which is advertised in the 
local newspaper, draws boys by the 
score because if there is anything 
they are interested in it is airplanes. 
The store has a complete set of pic- 
tures of military planes, even in- 
cluding the ;type which bombed 
Tokyo, so if a boy comes back each 
Thursday he can soon have quite a 
collection. 


The pictures are 8 by 10 in. in 
size and are in color and go to any 
boy for any purchase on Thursday. 
Favorite purchases by boys include 
pocket knives, baseball equipment, 
model plane parts, footballs, wheel 
goods and the like. 

The firm also carries picture 
frames at 23 cents and some of the 
boys buy frames for the pictures. 
But the big idea is to get the boy 
into the store, and let him see the 
various items that are sure to inter- 
est him. If he sees something he 
wants he will, in all probability, re- 
turn and bring his father or mother 
with him, says Mr. Holt. 


<—* with any 
PURTHASE 








Mr. Holt shows a picture of a bomber plane to an interested boy. These 
prints are 8 by 10 in. in size and are given to boys for each purchase. 
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NTIL_ recently, ballisticians 
didn’t know exactly what 
happened in a gun barrel when a 
shot was fired — because they 
couldn’t see inside. 


But now, Remington engineers, 
in cooperation with Westinghouse, 
have developed a high-speed 
X-ray camera... which can pho- 
tograph a shot charge or a bul- 
let in every stage of its flight 
through the barrel, and also as it 
enters the target! 

This giant Remington X-ray 
machine delivers an “all-seeing’”’ 
X-ray wallop of 2,000 amperes 
at 120,000 volts ... in one- 


THE NEW HIGH SPEED X-RAY capa- 
able of delivering 2,000 amperes at 

é 120,000 volts. This valuable tool per- 
mits the research engineer to “see” 
for the first time what happens to a 
bullet or shot charge inside a gun 
barrel during firing. 





ey ee" DEALER LETTER 





he What goes on here, anyway? 


millionth of a second! Mister, 
that’s some jolt! And some 
speed ! 

Of course this machine, and 
the technical skill that developed 
it, are now concerned solely with 
producing finer military arms 
and ammunition for Uncle Sam. 

But after the war is won, you 
can be sure that Remington will 
put this amazing X-ray equip- 
ment, and all the facts it has re- 
vealed, to the task of producing 
finer sporting arms and ammuni- 
tion. Remington Arms Co., Inc., 
Bridgeport, Conn. 





HERE’S WHAT a load of shot looks like as it 
is about to leave the muzzle of a shotgun. 
You can see the wads acting as a piston, 
as well as the formation of the shot column. 





HERE’S ACHARGE of shot, X-rayed as it 
penetrates a block of solid pine. After the 
war, photos such as these will be of invalu- 
able aid in designing finer sporting ammu- 
nition. 
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“Give immediate attention to those points which remain unchecked.” 


he 


Hardware Dealer’s 


War-Time 
Check List 


Putting your business on a war- 
time basis will conserve time, 
money, materials and energy and 
will help your government, your 
country and yourself 


I, order to survive in 


these times the hardware dealer 
must place his business on a war- 
time basis. Such a policy will con- 
serve time, money, materials and 
energy and will help the Govern- 
ment’s effort by releasing man- 
power and limiting the use of 
automotive equipment to the low- 
est possible minimum. 

The dealer can place his busi- 
ness on a war-time basis by re- 
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viewing all overhead costs, with a 
resultant elimination of all ser- 
vices not vital to the war effort 
and to the efficient conduct of his 
business. When he loses men or 
women to the armed forces or to 
war industries the dealer should, 
if possible, refrain from making 
replacements. This can, in many 
instances be accomplished by re- 
alignment of the jobs of his vari- 
ous employees, seeing that each 


store function is performed by the 
person most capable of efficiently 
handling its various details. 
Following are listed the specific 
things every retail hardware dealer 
can do to really put his business 
on a war-time basis. Check each 
item which you have already at- 
tended to and give immediate at- 
tention to those points which re- 
main unchecked. Each item fol- 
lowed by (OPA) was taken from 
the “War Time Management Polli- 
cies” recently released by the 
Office of Price Administration. 


Reduce Your Overhead 
1—Eliminate free incoming toll 
telephone calls. (OPA) 

2 Reduce unnecessarily long 
store hours—thus conserving elec- 
tric power and employee energy. 
Study the feasibility of earlier or 
later opening and closing hours 
best suited to your trade. (OPA) 

3—Consider your storage prob- 
lem. Are your quantity purchases 
so far in excess of needs that you 
create a storage problem on your 
premises and build a lopsided in- 
ventory ? 

4—Simplify your stock. Dis- 
pose of “white elephants” and 
other obsolete goods. 

5—Fliminate unnecessary sizes. 
varieties and colors, thus reducing 
the expense of handling, storage 
and bookkeeping. (OPA) 

6—Operate on war basis if pos- 
sible to conserve equipment and 
manpower. (OPA) 

7—Check your insurance cover- 
age. If your coverage on stock is 
in excess of your inventory, reduce 
it in line with your present inven- 
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tory. This will help reduce your 
insurance costs. 


Conserve Materials 
and Equipment 

1—Wrapping expenses. Train 
employees in the proper- use of 
bags, boxes, paper, and_ string. 
\Wrap goods only when necessary. 
(OPA) Where practical, place 
-maller items inside of larger 
items being turned over to a cus- 
tomer, thus making fewer wrap- 
pings necessary. Use wrapping 
material as sparingly as you pos- 
sibly can on all outgoing orders. 

2—Salvage packaging  mate- 
rials. Save all materials that can 
be sold or reused. (OPA) 

3—Require that collapsible used 
tin tubes be turned in when a sale 
of material so packaged is made. 

4—Emphasize large size sales. 
Both store and customer will bene- 
fit when large sizes of consump- 
tion items are sold instead of 
smaller sizes. This eliminates sev- 
eral packagings for a given quan- 
tity of a material and unnecessary 
transportation. 

5—Make as many of your own 
repairs as possible, keeping you 
store and equipment in the best 
possible repair at the lowest pos- 
sible cost. 

6—Reuse window and display 


materials. (OPA) 
Protecting Your Store 

1—Thoroughly check your in- 
surance coverage to determine 
whether you have sufficient cover- 
age against fire, theft, liability, 
accident and possible war dam- 
age, 

2—See that your heating equip- 
ment is at the peak of its possible 
efficiency, that it is operated as 
economically as possible and that 
it is in safe operating condition. 

3—See that your doors and 
windows are capable of efficiently 
keeping out the elements, thus pro- 
tecting you against possible loss 
due to weather conditions, exces- 
sive rain, wind, snow, etc. 

1—Take proper precautions, in 
particular clean out any accumu- 
lations of waste or other fire haz- 
irds, 

Seek New Lines to 
Offset Lost Sales 


1—Take on new and unusual 
items. Other hardware dealers 
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have sold such items as greeting 
cards, stationery, living chicks. 

2—Have a women’s shop. To 
get more feminine trade consider 
the feasibility of adding  stock- 
ings (cotton, rayon), women’s 
necessities, cosmetics, novelties. 

3—Watch for new products. 
Keep your eyes on the “What's 
New?” section of HarpwWAaRE ACE 
for information on redesigned 
items using no critical materials 
and on products available for 
war-time needs. 


Proper Use of Manpower 
and Equipment 


1—Minimize the full-time re- 
placement of employees lost to the 
war effort by consolidating and re- 
scheduling work, OPA suggests. 
In this respect, give all possible 
lighter jobs to women employees, 
having them do all possible clean- 
up work on both merchandise and 
the store premises. 

2—Use self service if and where 
it is feasible. (OPA) 

3—Eliminate all sales on ap- 
proval placing them on a cash or 
“on account” basis. (OPA) 

1—Pool deliveries. Where no 


Seed Rack Shows 


WIDE selection of bulk vege- 
table seeds are sold and dis- 
played in this rack designed by the 
Alliance Hardware Co., Alliance, 
Ohio. The fixture is build in two 
sections and is removed when the 
seed season is over. Two sturdy 
tables support it. 
The rack has 32 large bins for 
the more bulky varieties. Above the 
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suitable consolidation system is 
available, take aggressive steps to 
organize a pool. (OPA) 

5—Time your promotions to 
help take the peak load away from 
Saturdays and thus eliminate the 
need for part time help. (OPA) 


Consider Your Customers’ 
Needs 


1-—Adjust store hours to war 
labor conditions (in your com- 
munity). (OPA) 

2—Inform your customers how 
to prolong the life of such scarce. 
frozen and critical items as elec 
tric appliances, pumps and water 


systems, ranges, tools, etc. 


Consider Your Suppliers 


1—Do not ask for unnecessary 
return privileges. (OPA) 

2—Group your purchases so 
that you buy in quantities that are 
economical to deliver. (OPA) 

3-—Adjust your buying so that 
a minimum of transportation is 
required. (OPA) 

4—Avoid spreading your pur- 
chases over an unnecessarily large 
number of suppliers. 

(Continued on page 81) 


Stock at a Glance 


bins is a shelf for seeds sold in 
smaller quantities. This shelf will 
hold over 60 quart glass jars. Dis- 
plays of fertilizer, insecticides and 
fungicides and other related items 
are arranged during the season on 
the top of the units. This rack is 
located at the rear of the store adja- 
cent to the wrapping counter. Scales 
for weighing seed are also here. 


Customers never have to ask, for the rack does a complete display job. 
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Late April—Feature Poultry Supplies 
and Easter Toys 
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IF YOU NEED Show when avail- 


able poultry nei- 
_— POULTRY ting, poultry 
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- ing founts, egg 
cases and crates, 
candlers, egg 
graders, poultry 
spray, roof sad- 
dles, incubator. 
thermometers. 
brooder thermom- 
eters, leg bands, 
fire shovels, stove 
u or brooder pipe 
wire, etc. 
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ically minded as we Americans. That is why 
millions of new workers have so quickly 
acquired the skill needed to produce quan- 
tities of complicated and extremely accurate 
weapons of war. Even at Delco Appliance, 
long noted for high-precision manufactur- 
ing and for an unusually high percentage of 
trained employees, more and more people 
have been trained to do precision work. 

Today this army of skilled men and 
women works only for Victory. But once 
peace has arrived, and America can again 
build for mankind’s betterment instead of 
its destruction, these skilled workers will 
help unlock the door to tomorrow’s better 
living. 

And when this “great day” comes, we at 
Delco Appliance will lose no time in bring- 
ing you the new and finer home equipment 
that our increased “know how” makes 





possible . . . so that you, in turn, will lose no 
time in supplying the thousands of home 
owners eagerly awaiting it. 


Delco Appliances include Automatic Delco-Heat (oil-coal-gas), 
Delco Water Systems, Delco-Lizht Power Plants and Delco-Light 
Ironclad Batteries, 


DELCO APPLIANCE 


ROCHESTER, N. Y. 
DIVISION of GENERAL MOTORS 


* 


DURING 
WAR OR PEACE 
DELCO 
APTLiIANCES 
"DO THE JOB 
BETTER” 
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A blue background and 
red floor covering at- 
tracted attention of pass- 
ersby to this display of 
unpainted wooden furni- 
ture, closets and kitchen 
cabinets. 








nfinished Furniture and Wall Cabinets 
Build War-Time Business 


G. A. Butter Co. of Milwaukee, 
Wis., sells wooden equipment 
for kitchen remodeling jobs 








Is your kitchen old-fashioned? 
Do you want a new one—mod- 
ern, colorful, work saving? 
Come in now for complete in- 
formation on Curtis Kitchen 
Planning Service. Curtis wood 
cabinets are expertly built—- 





“ft envy you this kitchea in your new come in  dustproof cartons, 
home, Mory! Mine is so old-fashioned ready tv install and decorate, 
and inconvenient. We need a new Trey are priced to fit the most 
kitchen!“ see modest budget. May we help 


you ~an vour kitchen? 


1237 W. MITCHELL ST. 
G. A, Butter Co. Phone Mitchell 2550 


“70 Years of Satisfactory Service” 

















This ad, reproduced in actual size, appeared during 1942. 
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Conners kitchen 


remodeling projects, including ap- 
pliances, are out for the duration 
but wooden cabinets and other 
wooden kitchen equipment, how- 
ever, are still available. Therefore 
G. A. Butter Co., Milwaukee, Wis., 
goes after and continues to get 
jobs calling for new wooden 
kitchen equipment in remodeling 
jobs. As the firm is in position to 
provide complete wooden kitchen 
set-ups at $100 and up, the present 
$200 remodeling limit set by the 
Federal government provides some 
leeway for the customer. 

“People cannot get complete 
new kitchens at present so they 
want the cabinet work,” says Earl 
Butter, “We will give complete 
prices, including installation of the 
equipment — installation running 
roughly about 10 per cent of the 
cost. Where installation is in 
cluded this work is handled by a 


(Continued on page 74) 
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Announcing... NEW 


= Self-Polishing 


FOR FLOORS 


GIVES SAME LASTING BEAUTY 
-.+eTHAT MAKES SIMONIZ SO 
FAMOUS FOR AUTOMOBILES 


Here's really big “Profit News’! A self-polishing 
floor wax carrying the world famous trademark 
“SIMONIZ." Think what that means! Immediate 
acceptance by millions. A ready-made market. A 
tremendous volume of business from the start at 
excellent profits. 
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This self-polishing floor wax well deserves the name 
“SIMONIZ.” It’s longer lasting ... more durable. 
Something all housewives have hoped for. They'll 
buy self-polishing ‘“SIMONIZ” on sight. It sells itself. 
Be among the first to have this sensational new 
product! 
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Ps some Housewives everywhere have used regular Simoniz and Simoniz Kleener in their homes 
for years. Now the new Household Simoniz . . . and even more exquisite beauty! Women 
omplete by the millions buy it for glorifying their homes. Made in four colors to match all finishes. 
so they rrr ee Order today! It’s a sure-fire profit maker. 
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Rolls of inlaid linoleum are 
featured up front and a 
variety of patterns are 
shown on the floor. Chairs 
are provided for the com- 
fort of customers and are 
placed by the manufactur- 
er's display cabinet. 


Linoleum Moves Up Front When 





\ Ve major ap- 


pliance supplies became scarce 
Hilgendorf Hardware, 1033 N. 
3rd St., Milwaukee, Wis., put 
floor and wall linoleum up in a 
front spot adapting its appliance 
section for displaying that mer- 
chandise. But one grade of inlaid 
linoleum is carried. Although 
linoleum has been a part of the 
store’s lines for three years the 
“up front” display is a fairly re- 
cent development for the firm. 

Says Robert Yakes, store mana- 
ger and buyer, “We get leads 
through the store and from jobs 
where we have supplied builders’ 
hardware. We do not ring door- 
bells but make appointments only 
where interest is shown. Our lin- 
oleum mechanic is an expert who 
can match patterns, make floor 
plans and give exact estimates in- 
cluding installation costs. He tries 
to steer people into buying the 


(Continued on page 76) 


Major Appliances Become Scarce 


Hilgendorfs finds that it 
is worth while to feature 
this available merchandise 


A few patterns of 
wall linoleum are 
shown on the wall 
which partially 
encloses an ap- 
pliance display 
room. Different in- 
sets of floor lin- 
oleum are shown 
at the base of 
this display on 
the walls. 
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AT RIGHT: Trucks in distance carrying 
door closers, which change to war parts 
as they approach, showing LCN’s 100% 
conversion to war work. 


AT LEFT: Army officer registering pleas- 
ure at LCN production performance. 











Overhearing our conversation these days might cause almost anyone 


to drop his arithmetic and start to draw pictures. We at LCN are tre- 


mendously proud of our part in the war, and when the story can be told 


we predict that our friends will be, too. 


NOW 100% SMALL PARTS PRODUCTION FOR DOOR ‘CLOSERS 


























THE ARMY ORDNANCE DE- 


PARTMENT, ordinarily associated 
with mammoth tanks, heavy artillery, 
trucks and armored cars, has now ad- 
ded a completely new item to its ex- 
tensive list. Women’s bicycles, de- 
signed for heavy duty service, and 
equipped with maple pedal blocks and 
plastic handle-bar grips, are being 
manufactured especially for the 
WAAC’s, according to Lieut. Col. Jo- 
seph M. Colby, Chief of the Develop- 
ment Branch, Ordnance Tank-Automo- 
tive Center. 

A number of standard military 
bicycles were turned over to a WAAC 
unit to find out if they were too heavy 
for women to handle and to determine 
the adjustments necessary in order to 
produce bicycles that would meet their 
requirements. The weight of the bi- 
cycles tested proved no obstacle and 
the only changes found necessary were 
in the frame, saddle and a smaller front 
sprocket which was needed to provide 
a lower gear. 

The parts of these bicycles, with the 
exception of the frame, saddle and 
front’ sprocket, are interchangeable 
with the standard military bicycles. 
Accessory equipment includes electric 
light, warning signal, tool kit and tire 
pump. The machines are finished with 
lusterless olive drab enamel, retaining 
the standard Army military color. 


a @ 


FOLLOWING THE RECEIPT 
of widespread offers to donate knives 
and similar weapons for the use of 
\rmy personnel, the War Department 
has announced that no more of these 
generous offers can be accepted at the 
present time. The necessity of conserv- 
ing shipping space for items of essen- 
tial military equipment was responsible 
for the new ruling. Trench knives of a 
new design are now under procurement 
by the Ordnance Department for issu- 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* * 


ance to military personnel requiring 
them. 


x we * 


IN A MOVE TO REDUCE IN- 
VENTORY STOCKS of heavy forged 
hand tools in distributors’ and dealers’ 
hands, the WPB has issued Appendix A 
to Schedule IV of Order L-157, as 
amended, further curtailing the number 
of products permitted to be manufac- 
tured. 

Sixteen types of picks were removed 
from the permitted list as well as all 
copper-headed tampers. To provide for 
certain industrial operations, there were 
added to the list one special-sized ham- 
mer, one 22-lb. crow bar, and two 
lengths of tons. The net result was to 
reduce by more than 20 the number of 
products approved for manufacture, 
which total had been decreased from 
approximately 1150 to less than 360 
under the original order and amend- 
ments. 

x * * 


PURCHASE CERTIFICATES 
will be needed to buy one-row, horse- 
drawn cultivators of the riding type, 
previously unrationed, under an amend- 
ment to Food Production Order 3, the 
Department of Agriculture has an- 
nounced. Purchase certificates, needed 
to buy rationed farm machinery and 
equipment, are issued by county farm 
rationing committees. 

The amendment also provides that 
the Department will no longer control 
distribution by manufacturers of garden 
planters and of two-row or larger horse- 
drawn cultivators of the riding type. 
Under WPB Order L-170, none of the 
two-row and larger horse-drawn, riding 
type cultivators are being manufactured 
in 1943. In the past, about 40 per cent 





of the riding type, horse-drawn culti- 
vators were sold in the corn belt. They 
are used extensively in other sections, 
however, principally in the cultivation 
of such row crops as cotton, potatoes 
and beans. 

xk * 


THREE RELAXATIONS IN RE- 
STRICTIONS on use of metals in 
plumbing fixtures has been announced 
by WPB. They are covered in Schedule 
XII of Order L-42 as amended. The 
first change eliminates “trap standard” 
from the definition of “plumbing fix- 
ture,” thus leaving the product to be 
manufactured as has been customary in 
the past. 

The second permits the use of a maxi- 
mum 1 Ib. of ferrous metal for spuds. 
This change is designed to prevent a 
critical shortage of water closet com- 
binations. The actual metallic weight 
of spuds was considered unimportant 
in comparison with the disadvantages 
of eliminating their use. 

The third change increases the limits 
on weight of metal in component parts 
of tanks for urinals, heretofore restrict- 
ed to 4 lb. The original provision failed 
to take into account the fact that bat- 
teries of urinals sometimes use a com- 
mon tank and that in such cases com- 
ponent working parts require more 
metal. 

xk * 


WPB PLUMBING AND HEAT- 
ING DIVISION has announced the 
appointment of four consultants to han- 
dle various problems within the in- 
dustry. 

L. N. Hunter, vice-president, National 
Radiator Co., Johnstown, Pa., was ap- 
pointed consultant on cast iron boilers 
and radiators. Gerald E. Otis, vice- 
president, Herman Nelson Corp., Mo- 
line, Ill., was appointed consultant on 
surface heating equipment 
which includes unit heaters, unit ven 


extended 


HARDWARE AGE 


















M: 




























































culti- 

They 
tions, . 
wm An asset 10 your business: 

* 
 RE- is 
: ‘ : ~ CT 1Ce 
unced uy \ 
edule Fea 
i e 
dard” ; 
= fix- ‘ ~ D4 
10 be ICHARDS-WILCOX supply _ problems. But today, as in the past, 
ry in the finest line of door hard- there is no other organization so 
it ware known anywhere in the world. well equipped as Richards-Wilcox 
puds. For 63 years it has been a Richards- to provide the answer to every 
— | Wilcox tradition to back this unex- _ problem, large or small, concerning 
eight celled line with a type of service door hardware. 
rtant equally superior—a service that is 
_— prompt, dependable, and of sound, Count on R-W Service as you 
imits practical value. would any other asset in your busi- 
ports ness. Use it freely. All the branch- 
era Today this service is more impor- es listed below are staffed with 
bat- tant to you than ever before. The capable engineers. They are ready 
com- unprecedented requirements of pro- _ to solve your problems expertly and 
peo duction have created many new _ economically. 
Remember—R-W SERVICE serves your best interests! 

AT- otal 

the 

han- 
» in- 
val . ichards-Wilcox Mitg.c. = 
| ap- RO OROS. 1880 
ilers “A HANGER FOR ANY DOOR iaT SULPO Es” 63 
vice- i AURORA. ILLINOIS, U.S.A. YEARS 
ge LyEx ai. apt ao eae ies 1943 





ment 
ven 





GE MARCH 18, 1943 - 














tilators, and similar products. Leslie R. 
Taylor, vice-president of International 
Heater Co., Utica, N. Y., is now con- 
sultant on warm air furnaces. David 
Gulick, vice-president, director and sales 
manager of Eljer Co., Ford City, Pa., 
is consultant on plumbing fixtures and 
equipment. 
x * * 


PAINT MANUFACTURERS who 
must retain title to their 5, 3 and 2-gal. 
steel pails if they wish to continue ship- 
ping paint in such pails, need not for 
this reason reduce their March, 1942, 
maximum prices for the paint sold in 
them, according to an_ interpretation 
issued by OPA. Obligation to retain 
title in the pails is imposed on the man- 
ufacturers through WPB Order L-197, 
and led to queries from the paint in- 
dustry as to prices. 

OPA’s interpretation was based on 
the fact that the used 5, 3 and 2-gal. 
pails had no value to paint buyers in 
March, 1942, and were discarded. 

If there were any determinable value, 
the usual ruling would have been ap 
plied. This requires manufacturers who 
did not retain ownership of containers 
in March, 1942, but who start to retain 
it, to deduct the value of the used con- 
tainer from the March, 1942, maximum 
price of the paint sold in it. 

In relation to the 5, 3 or 2-gal. pails, 
OPA added, the cost to paint manu- 
facturer of paying freight on their re- 
turn and reconditioning them for reuse 
is at least equal to the cost of using 
new pails. 

YP? PR 


AFTER MARCH 1], stirrup pumps 
may be sold throughout the critical 
areas which have been designed by 
OCD, it has been announced. Up to 
the present, selected communities with- 
in these target areas have had exclu- 
sive right to purchase the pumps. The 
purpose of the step is to give freer rein 
to local option, within the target areas, 
in the distribution of these pumps and 
to make possible more widespread dis- 
tribution. 

OCD also announced that the pro- 
duction of stirrup pumps is now such 
that full quotas are available to any 
community on the priority list. Any 
such community wishing to 
pumps up to the maximum number al- 
lotted may do so under one of the 
several methods which have been ap- 
proved. These methods include direct 
purchase by the community for assign- 
ment or resale either to the public or to 
designated members of the Defense 
Corps; or purchase and resale by re- 
tailers in the community either to the 
general public or to persons certified by 
the local council. 

x * * 


PRODUCTION of heavier gage 
barbed wire and an additional style of 
wire fence needed to meet the farm 
production goals of the Department of 
Agriculture will be permitted under 
Schedule 3 of Order L-211, as amended 
by WPB. Under the new specifica- 
tions, two point barbed wire can be 


secure 
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made in two styles, while four point 
wire can be made in one style. Previ- 
ously, manufacture of only one style 
of two point wire was permitted. 

The revised schedule also provides 
for the production of an additional 
style of hog and cattle fence requested 
by the Department of Agriculture. 
Other changes make it clear that wire 
netting and flooring not designed for 
farm use are nevertheless covered by 
the established specifications. It also 
restricts galvanizing of wire by limit- 
ing use of zinc coating to the weights 
established by Federal specifications, 
as outlined in the schedule. Producers 
are urged to use lead instead of zinc 
coatings wherever possible. 

x wk *& 
BECAUSE THE USE of certain 


metals in the manufacture of feed 

water heaters is adequately controlled 

under the provisions of Order L-172, the 

WPB has revoked Schedule III of L-154 

issued Nov. 21, 1942, which established 

similar control over the same items. 
x * * 


UNDER ORDER P-19-h issued by 
WPB, preference ratings may now be 
assigned not only to construction ma- 
terial but also to tools, machinery or 
equipment which will be located in the 
project and which will be used there in 
the manufacturing or processing of 
goods or the performance of services. 
Ratings may also be assigned to any ma- 
terial which will be used in connec- 
tion with the construction of the 
project, including hand tools, repair 
parts for construction machinery, forms, 
scaffolding and the like. Construction 
machinery and fuel are not included. 

WPB will continue to assign prefer- 
ence ratings to all commodities, equip- 
ment and accessories which will be 
physically incorporated into the project. 
The order also restricts the builder to 
the use of only that critical material 
which is authorized by WPB. Critical 
material in, excess of allowances may 
not be used, regardless of whether 
taken from stock or made available by 
gift or loan. 

a 2 


THE WPB DIRECTOR GEN- 
ERAL FOR OPERATIONS has been 
empowered to authorize special produc- 
tion of floor finishing and floor mainte- 
nance machines and industrial vacuum 
cleaners, notwithstanding previous re- 
strictions imposed on manufacture of 
these items. The authorization to per- 
mit fabrication or assembly of speci- 
fied quantities of the machines, repair 
parts and supplies was given in Order 
L-22, as amended. It is intended only 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 95 





to take care of special situations, and 
to meet requirements of the armed 
forces and defense industries. 

Production and fabrication of floor 
maintenance machinery—unless specific- 
ally authorized—is scheduled to stop 
completely in the next few weeks, with 
fabrication of parts for industrial 
vacuum cleaners, without authorization, 
prohibited after March 1. 

xk wk * 

DEVELOPMENT OF A PLAN 
of distribution of domestic mechanical 
refrigerators remaining in the frozen 
stockpile was discussed by the Domestic 
Mechanical Refrigerator Industry Ad- 
visory Committee which met with gov- 
ernment officials in Washington. It 
was brought out that estimates of gov- 
ernment requirements for 1943 and 1944 
may be revised downward, which might 
permit the release of a number of 
household refrigerators to qualified con- 
sumers. Final announcement of the 
plan will be made by WPB on or 
about April 15. 

On Feb. 14, 1942, all domestic re- 
frigerators in manufacturers’ and dis- 
tributers’ stock—totalling more than 
600,000—were frozen to be drawn upon 
only by specified government claimant 
agencies. On Sept. 5, however, release 
of about 100,000 gas and electric re- 
frigerators for general civilian con- 
sumption was authorized by WPB. 
Kerosene-operated mechanical refrigera- 
tors were not included in the release 
because of prior requirements for war 
agencies. 

xk & 

ACTING ON REPORTS J that 
empty containers being returned for re- 
use, particularly paint containers, were 
being received in damaged condition, 
the Transportation Advisory Commit- 
tee for Protective Coatings and Ma- 
terials at a meeting in Washington 
named a task committee to investigate 
responsibility for damage and to make 
recommendations for correcting the 
situation. 

Membership of the committee in- 
cludes transportation men from several 
of the commodity groups within the 
protective coatings industry including 
the paint, varnish and lacquer, naval 
stores products, coated fabrics, pig- 
ments and colors, printing ink and aro- 
matic solvents industries. New mem- 
bers added to the committee are H. G. 
Bauman, S. C. Johnson, Inc.; Charles 
H. Gold, Atlas Powder Co.; Charles 
Howland, Imperial Paper & Color Co., 
and W. B. Moore, New Jersey Zinc Co. 

xk *& 

WPB’s Office of Civilian Supply is 
making a study of battery require- 
ments for rural radios, fence chargers 
and other electricity powered items. 
OCS also is interested in getting as 
many fence controllers or chargers as 
possible switched from dry cell bat- 
teries to storage batteries wherever 
facilities are available for doing so. 
Representatives of OCS recently dis- 
cussed the plan with the president of 
the Electrical Manufacturers Associa- 
tion who was said to be favorable to it. 
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To Help 


America Win 


on the Home 
Front 





Victory Gardens must be kept growing and produce to capacity this year. 
Sherman PLASTIC Garden Hose Goods are being made to help America 
do this important job on the “home” front. 

In stores like yours, sales must be kept up, too, and this colorful Sherman 


‘line will help you do this. These Sherman goods are handsome and prac- 


tical. Last year they were sold from coast to coast, and everywhere they 
gave satisfaction. Even though they do not have the weight or strength 
of brass, they are surprisingly adequate when used for the purpose intended. 
Your jobber has bought all of these goods we've been able to produce. He's 
ready to fill your order. So stock and display Sherman Plastic Goods. Let 
your customers know you're doing your best to supply them. You'll find it 
pays—in present sales and fufure good will. 


H. B. SHERMAN MFG. COMPANY, Battle Creek, Mich. 











"The Glamour” 


Colorful, highly polished 
plastic, amazingly attrac- 
tive. Adjustable for spray, 
Straight stream, or shut- 
off. Exclusive leakproof 
construction. 


PLASTIC 
Garden Hose 
GOODS 


CTNGN 





The “Bomb” 
Nozzle — Fine, 
“Plastic Coupl- dense, fan spray 


The “‘Tulip Sprinkler’’ 

Beautiful, unusual 
design. Durable, no 
moving parts to wear. 
Plastic head, heavy 
ceramic base. De- 
livers high, wide, 
misty spray. 


The ‘‘Petite’’ 

A dainty, all The “Victory’’ ing’’—All the 
plastic nozzle, —Simple, low- famous Sher- 
fully adjust- priced, non- man features in 
able for spray, adjustable noz- couplings and flowers and 
straight stream, zle of durable menders dozens of other 
or shutoff. plastic, plastic. uses, 


—- excellent for 
the victory gar- 
den, or watering 
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ppliance Repair Business Creates 
Steady Traffic Flow at Kossler’s 


ONG 


consumers as a_ place 


known to 
to many 
where appliances can be repaired, 
the Wm. Kossler Hardware Co., 
13-17 Wabash St., West End, 
Pittsburgh, Pa., has continued that 
service for the profit of the store 
and the benefit of its trade. More 
than 25 irons are repaired each 
addition 25 to 30 
year 


month. In 
electric vacuum cleaners a 
and numerous other table appli- 
ances are repaired and put in 
Most of the re- 
pair Dick 


Kossler, son of the proprietor. 


working order. 
work is done by 

There is profit in repair service 
at Kossler’s, for even though a re- 
pair job is not desired by the 
owner there is a service charge of 
$1.00 for checking most types of 
electrical appliances. When the 
customer agrees to having the 


Theres no shortage in 
the services performed 
by this Pittsburgh firm 


complete job done the charge in- 
cludes the service fee, plus labor 


and materials costs so that the 
usual point job on an_ iron 
amounts to about $1.75. Old 


parts must be turned in so that 
ones may be obtained from 
parts distributors but no credit is 


new 


given for them. 


Must Bring the Cord 


Electric irons account for many 
repair jobs at the store. Unless 
the customer brings in the cord 
no check is made 


for her iron 


since a faulty cord is often found 


to be the cause of trouble. First 
the cord is checked, then the 
points and the element and, in 
the case of an automatic iron, 
the thermostat. When people re- 
quest an estimate before giving 
their approval to a repair job 
they are always informed of the 
service charge. Parts are picked 
up but once a week in compliance 
with ODT regulations concerning 
limited use of automotive equip- 
ment, but complaints at having to 
wait because of this situation are 
very rare. 

Although the service charge is 





Dick Kossler checks the points of an electric iron in the repair shop. 
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Prize-winning ideas from the Second Plymouth Idea Exchange! Suggestions for 
merchandise or services that a hardware store can sell during war! Try them 


in YOUR store—watch those extra dollars come in! 
lowing letters have each been awarded a $25.00 War Bond: 


MAKES BREAD KNIVES 

Recently the O.P.A. stopped 
from slicing bread and there has been a 
rush on bread knives, causing a shortage. 


bakeries 


Here is the idea we are using at our 
store, making a profit and helping war 
workers and others to slice their own 
bread. First we hunted up all our old 
house knives (with good steel in them), 
then cut a groove with a 6” slim taper file 
and kept on cutting every %-inch apart, 
so 1s to give the knives a sort of saw 
edge—making them into bread knives. 


These knives had only been shelf warmers 
—now we are selling them faster than we 
can make them. Ordinarily a bread knife 
like that can sell for 75¢ to $1.00—and be- 
fore we could not sell them for 25¢ each. 


Charles A. Toman 
2613 S. St. Louis Ave. 
Chicago, IIl. 


WOMEN'S HOSIERY 


Kilgore, Texas, is not a defense area and 
by the late Fall of 1942 scores of our men 
customers had left town—either to enter 
the armed service or to work on war 
Projects. In many instances they had not 
moved their families, and were sending 
back substantial sums for their support. 


To bring these women shoppers into a 
hardware store, and to sell them some- 
thing that would mean frequent repeat 
sales was our problem. 


Several ideas were considered, but after 
careful shopping, a line of full fashioned 
hosiery was selected. Advertised in the 
local papers at a very low price—two pairs 
for $1.50. The value was apparent to 
every woman shopper as these were hose 
that normally retail for $1.00 to $1.19 a 
pair. The money-saving feature and the 
novelty of buying hose in a hardware store 
appealed to the ladies. 


The hose stock is carried in the rear of 
the re, adjacent to the paint depart- 
facing a display of household tools 
and other hardware. The woman entering 
the store to ask about hose has to walk 
xh the aisles among merchandise she 
had not thought of needing. 


m 


r est result is getting more women 
4 ers familiar with the large variety 
vf handise we carry. 

Whi ve do not recommend hosiery to 


ardware dealers as a big profit 


maker, we do sincerely feel that it is 
serving a good purpose in our store as a 
means of getting women customers to 
come in and come more often. 

Mrs. Douglas Chandler 

Marshall Hardware & Supply Co 

Kilgore, Texas 





SEND FOR FREE 
IDEA EXCHANG 
BOOKLET 


Crammed full with money-mak- 
ing ideas from all over the 
country! Ready for you to use 
—or they may suggest new ones 
to you. The senders of ideas 
not eligible for prizes have each 
received $5.00. 


Meanwhile, Plymouth is doing 
everything possible to ease the 
retail hardware rope _ situation. 
Watch for further announcements. 











SECOND-HAND HARDWARE 


When one of my customers says he has 
two of a thing, I urve him to sell one and 
give someone else the use of the article. 
I offer to mend and recondition it, adding 
my cost of labor toe the selling price. 


During the holidays I sold second-hand 
Erector sets, bikes, sleds, skates, building 
blocks, ete. Then I started the ball roll- 
ing asking customers to look over their 
helongings and see if they didn’t have this 
or that, they wanted to dispose of. 


Result: in three weeks I've sold 4 second- 
hand baby bathtubs, 3 sterilizers, 3 alarm 
clocks, 11 cookie sheets, 2 angel food pans, 


can openers, etc. 


One man had two snow pushers and a 
snow shovel. I got him to turn in the two 
pushers; I riveted the handles on tighter, 
painted up the metal and handles, and 
sold the pushers to two customers ‘hat 
needed them badly. I made my profit and 
satisfied three customers in the deal. 


1 don't bargain With a customer. I set a 
price on articles brought in, give the cus- 


The writers of the fol- 


tomer a receipt for the goods and pay 
nothing in advance. When I sell the arti- 
cle I give a credit memorandum, which 
almost always is used for merchandise the 
customer in turn needs. My margin is 
30% on the sale. 

Joseph Turek, Jr. 

Turek Hardware 

Berwyn, Ill 


MEN'S GARDEN CLUB 


My husband and I were always greatly in- 
terested in gardening, and he organized 
a Men’s Garden Club, making up the 
membership from the men customers thit 
came in for garden supplies. 


They meet in each other's homes, and 
dues are just large enough to have a good 
speaker at nearly every meeting; a gzreat 
many very good speakers come free from 
the State Colleges, and the _ different 
fertilizer, tool and seed houses. 


Tnru this club he has gained a lot of 
extra knowledge about gardening and the 
supplies he sells for it; and these mem- 
bers and their families buy their hardware 
here, and their friends and neighbors come 
to us for their garden needs, as well as 
the other lines, so that we do a much 
bigger business. 


We gather lovely bouquets, and set them 
off to advantage in our pottery vases and 
bowls. Customers intending to buy only 
the pottery or the bouquets, nearly always 
buy the whole thing. We make up 
narcissus bulb bowls with the pebbles and 
instead of customers buying just the 
bulbs they cannot resist the good looking 
bowls all made up. We sell plants on 
special occasions, and we always show our 
plant food with them. 


In his spare time my husband likes to 
make bird feeders and bird houses. These 
feeders sell well and have helped us to 
sell 'onds more of the wild bird seed 
than we would have otherwise. 


Mrs. Harold T. Neas 
Needham Hardware Cw. 
Needham, Mass. 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts and Welland, Ontario 


Division Offices: New York, 


Chicago, Houston, San Francisco 


Warehouse Stocks: New York, Boston, Philadelphia, Baltimore, Houston, Chicago, San Francisco 
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a regular part of the fees charged 
by the department a minor job 
such as putting wire back on the 
cap or some such quickly solved 
difficulty is handled without cost 
to the Table appli- 
ances are generally brought to the 
store and picked up by the cus- 


customer. 


tomer. When a washing machine 
must be picked up and returned, 
regardless of whether the job is 
done, there is a service charge. 
The trafie in iron re- 
pairs results from the fact that 
local 


steady 


people running private 
laundries must keep their irons 
in perfect condition. Waffle irons 


and toasters are often brought in 


for repair. Electric vacuum 
cleaners also show a good profit, 
for the 


these machines will run from $2.50 


average repair job on 
to $3.00 for labor. plus service 
charge and parts costs. 


Old Irons Repaired 
When the drive 


started in Pittsburgh a number 
of old both 


matic non-automatic. 


scrap Was 


electric irons. auto- 


and were 
found in a storage place in the 
store. They were cleaned. broken 
parts were replaced. new handles 
were added to some. They were 
sold at from $2.00 to $5.50. ae- 


cording to type. The repaired 





The canopy adds distinction to the display. 


Canopy Helps Set off Kitchenwares 


BRIGHT colored canopy helps 

the Weber & Furman Hard- 
ware Co., Rockford, Ill., highlight 
its kitchenwares department and the 
result is increased business. 

At the center of the store a step 
shelf arrangement has been built to 
make the department stand out and 
on which to stock merchandise in an 
attractive manner. The whole sec- 
tion is 20 ft. long and permits the 
display of many objects in a very 
attractive manner. 


Items on display include artistic 
colored pottery, cake covers, bread 
containers, trays, decorated jars and 
cannisters, and the lower shelf near 
the floor has a display of decorated 
waste baskets with and without cov- 
ers. In the background an American 
flag hangs on the wall. The color 
in the flag and the colorful canopy 
helps considerably to brighten the 
entire store and attract the atten- 
tion of women customers who are in 
the store. 





irons were displayed in a wall 
unit, which had formerly been 
occupied by new merchandise. 
Most of these irons were quickly 
sold to customers grateful for the 
opportunity of having these units. 

Some hardware dealers do not 
want customers to visit their re- 
pair departments. At Kossler’s 
they are encouraged to visit the 
repair department for they are 
thus made aware of the fact that 
the store not only repairs appli- 
ances but also has a tinsmith shop 
equipped to do a variety of jobs. 
When requested practically any 
kind of electrical appliance will 


be refinished. 


Why Not Now? 


Let us think, here, tonight, 
Of the years that are gone, 
Of the hardwaremen, fine, that we 
knew: 
Of John Foley, and Grant, 
And Hessler, and Brown | 
And Paddock—to name just a few. 


These men were our friends, 
With our problems, our joys, 
To know them, our pride and de- 
light. 
Yet, we took them for granted, 
Nor told them our love. : 
Now they’re gone, for a while, 
from our sight. 





But, many are with us, 
Good friends, of our times, 
These men we call “Charlie” and 


“Bill.” 
They’re wonderful fellows, t 
All hardwaremen good, 7 
We know them, they’ve been . 
through our mill. 0 


So, let’s show them we love them, 
Be kind to them now, 
While the time has not come, as it 
will, 
When we'll long for the clasp 
Of a vanished hand, 
And the sound of a voice that is 
still. 


r 6U«OCO 


James H. Couden. 
Epitor’s Note: The author is as- 
sociated with Ilion Hardware Co., 
Tlion, N. Y., and was formerly in 
the retail hardware business at Man- 
lius, N. Y. This poem was read to 


=v -u 1 











the December meeting of the Central 
New York Retail Hardware Asso- 
ciation at Syracuse, N. Y. 
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NEW ITEMS for EXTRA 
VOLUME and EXTRA PROFIT! 


Replace Lost Lines With These Consumer-Wanted 
Them +» Maintain Your Sales 


Items « Feature 


This is the merchandise your customers are 
seeking. Wherever shown, they have estab- 
lished new sales records. Stores everywhere, 
from coast to coast, are placing one repeat 
order after another, and the reason is — 
Timeliness! Eye Appeal! Extraordinary 
Value! Materials and workmanship are out- 
standing. Comparable merchandise is usu- 


ally priced much higher . . 


. Get busy! 


Join the Columbia Sales — Profit 


Parade Now! 


ye READY SOON! 


%& Shaped Canvas Lunch Kits 
%& Sturdy Duck Laundry Cases 


BUNDLES FOR 
CIVILIAN DEFENSE 


An item that will crowd 
your store. with happy 
buyers. Filled with na- 
tionally known first aid 
products. Bag comes in 
heavy khaki duck or in 


Send for Samples! 





HANDY FIRST 
AID KITS 





A "must" for every 
home. Sturdy container 
can be refilled again 
and again. Filled with 







FOR THE MEN IN SERVICE 


FURLOUGH 
BAGS 


Non-squash construc- 
tion, reinforced and 
wood braced. Extra 
strong waterproof duck, 
khaki color. Metal 
buckles. Full size. 
Setting sales records! 





SERVICE 
HAND BAGS 





No. 0210. Reinforced, 
shape retaining, and 
water repellent. 9 oz. 
O. D. Regulation, yarn 
dyed shelter tent cloth. 
Size 16x8!/2x11'/2 inches. 
Khaki color. A marvelous 
new item! 


UTILITY 
KIT APRONS 





No. 001. Ten roomy pockets; 
over-all flap cover. Heavy 
waterproof duck. Extra long 
tapes permit tying in front. 
A big seller! 








ALL-PURPOSE 
DUFFLE BAGS 


Water repellant, heavy 
drill or Zeeland fabric. 
Size 8'/,” x 10”. Square 
or round bottoms. Re- 
inforced and custom 





MONEY 
BELTS 





:Available in ultra tanned, 


soft brown sheepskin or dur- 
able waterproof fabrics. 
Metal buckles. Thoroughly 
reinforced. Finest quality. 


SERVICE 
MENDING KIT 





No. O05. Heavy khaki duck, 
tape bound, with strong ty- 
ing cord. Contents include 
assorted colors of mending 
thread and yarn, safety pins, 
needies and buttons. Big 





AID CABINET 





For home, office and 
auto Filled with na- 
tronally known first aid 
products. Has set sales 





records! 


IMMEDIATE. 
DELIVERY 





WALL CABINET 





Beautifully packaged. 


Packed with nationally 
known first aid products. 
Priced right for volume 
sales! 


TOILET KIT BAGS 


No. 014. A convenient 
carrier for shaving, toi- 
‘let, dental, shoe-shining 
and button-polishing 
articles. Vertical open- 
ing. Very durable khaki 
duck. In demand by all 
servicemen! 





* AMAZINGLY 
LOW PRICES 


COLUMBIA FIRST AIDERS 
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UTILITY BAGS 





No. 004. Same as No. 014, 
except it has an horizontal 
opening. The material, 
craftsmanship and needle- 
work are of outstanding 
quality. 


SEND FOR 
SAMPLES 





* 


ae — pr me ogy sel proenrl a service- The demand is tremendous) demond fer this! 
JUNIOR FIRST FIRST AID ALL-PURPOSE ALL-PURPOSE ALL-PURPOSE 


NECK WALLETS 








No. 600. An important new 
service item. Shape retain- 
ing, neat, lightweight. Bound 
edges, reinforced seams. 
Waterproof khaki duck. 
Enjoys huge demand! 


ORDER 
TODAY 


25 SO. MARKET STREET CHICAGO 
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It Your Partner Is in the Service 


Here are some things worth knowing 
if such an event has happened or 
if it may take place in the future 


NE of the many prob- 
lems created by the war is revealed 
by the following letter: 

I am partners with a man some- 
what younger than myself, who 
has been drafted and is now in 
the service. We hold equal shares 
in the business. My partner is 

absent for an indefinite time and 
of course I will keep the business 
going to the best of my ability 
until my partner gets back. We 
get along in the best possible way, 
and his interest will be looked 
after while he is away just as he 
would look after mine if I was the 
one away. 

We are now discussing what 
would happen if he should be 

killed while in action. In that case 

what would become of his inter- 
est? He has a wife and mother 
and a 10-year-old boy. Both of 
us are exceedingly anxious to get 
the matter settled, so he will feel 
that his family is being protected. 
R. M. K. & Co. 

Partnership is always filled with 
inconvenient possibilities, and_ this 
particular one is occurring every day 
all over the country. 

This correspondent has been ad- 
vised that if his absent partner is 
killed and never returns, his share 
in the business, that is, the absent 
partner's, will automatically descend 
to his wife and son, not to his 
mother. That is, provided he leaves 
no will which makes a different dis- 
posal. I should advise him to make 
a will leaving his share of the busi- 
ness to his wife alone. That will clear 
the road somewhat. 

The death of one partner auto- 
matically dissolves the partnership. 
unless the partnership agreement, or 
an agreement between the surviv- 
ing partner and the dead partner's 
beneficiaries provides to the con- 
trary. 
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By ELTON J. BUCKLEY 


That would leave this corre- 
spondent and the dead partner’s 
wife to work along together, either 
to continue the business, or to wind 
it up. Neither of these alternatives 
is good, and I personally know of 
many cases in which it has led to 
great trouble. 

What ought to be done here is 
first, to make an agreement between 
the partners—the absent one _ is 
probably reachable—in which the 
value of the latter’s interest either 
is fixed now, or some plan adopted 
by which it can be fixed at death. 
The latter is much the better. be- 
cause it is done at the very time it 
needs to be, under conditions then 
existing. 

The agreement will also provide 
that at the death of the absent part- 
ner, the survivor shall pay the value 
of his share to whoever is entitled 


to receive it. viz., his executor or 
administrator. 
Many surviving partners have 


been caught short in such situations, 
without enough ready money to make 
this payment. This can be arranged 
by now getting a policy on the absent 
partner's life, payable to the partner- 
ship. The agreement will provide 
that the premiums shall be paid by 
the firm during the duration. If the 
absent partner returns, all right, he 
can keep on with the insurance or 
drop it as he likes. The insurance 
money pays for the dead partner’s 
share. 

The absent partner can have his 
physical examination made during 
one of his leaves or by some doctor 
where he is. If he passes, as he un- 
doubtedly will since he has been 
accepted by the Army, any company 
will be glad to issue a policy under 
these conditions. 


Unfinished Furniture Builds 
War-Time Business 


(Continued from page 62) 


contractor. Most of these jobs 
will run a little over $100.” 

Commenting on why wooden 
kitchen installations are so well 
received, E. Luck, of the store’s 
staff says, “Women want these 
set-ups to provide a place for 
everything. Sales are made mostly 
to working people who have 
money to spend on older homes. 
Our kitchen planning activities 
started in 1942 and, while the de- 
partment was quiet for a while, it 
is running actively again. Three 
lines of kitchen cabinets are han- 
dled, one of which is made in our 
own mill. We often sell paint, 
brushes, etc., for painting kitchen 
cabinet equipment.” 


The illustration on page 62 
shows a wooden equipment win- 
dow used recently by the Butter 
store. A blue background and red 
floor provided a striking setting 
for the wooden lines. Although 
the entire window display does 
not appear in this picture it 
showed Victory baskets at 98 cents 
and at $2.50, a wooden corner 
cabinet at $42.00, a kitchen cabi- 
net at $44.50, a clothes closet 
looking very much like a steel 
unit—chair at $1.69 and magazine 
basket at $1.59. This simply ar- 
ranged display attracted people 
with considerable sums of money 
to spend as well as those with 
limited incomes. 
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* Vacuum bottles made by Thermos play Don’t let restricted production slow down 
a vital part in feeding America’s war work- your transactions on vacuum-insulated 
ers—contribute much to their health and goods. 
ry . 
fitness. Thousands of these bottles are idle Show your customers how to renew their 
62 because of broken fillers that should be, and. Thermos-made vacuum bottles at small ex- 
—_ can be, replaced. pense. Sell...“ Thermos” brand Replace- 
utter ) ° 4 ‘ i 
pr Production of new bottles is restricted. ment Fillers. 
ting Critical materials for cases are not avail- 
ugh able, substitute materials extremely limited. 
does . - 
. . Thermos brand Replacement Fillers put 
a new life in old bottles made by Thermos, 
rner restoring their original efficiency. The prin- 
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with Thermos Bottle Co.. Ltd , Toronto Thermos Limited, London 





MARC : . 
ante H 18, 1943 75 


















By ALBERT GRAY 


TF 
HE estimated num- 


ber of able-bodied boys and men 
workers in the country are 42,- 
150,000. Deduct the men who will 
be in the armed forces and in war 
production work before the end of 
the year and 17,650,000 are left for 
civilian work, approximately 1114 
per cent of the population. Even 
in the bleak depression years of 
1933 the percentage of the em- 
ployed population was 21 per cent, 
almost twice this ratio. 

The women in the country avail- 
able for work are 32,700,000. Of 
these 6,000,000 will be in war 
industries before the end of this 
vear. Include with the work force 
of 17,650,000 boys and men, the 
balance of 26,700,000 girls and 
women and the labor force of the 
country for non-war work is, 
roughly, 33 per cent of the popu- 
lation; 4 per cent more than the 
workers in 1929 when all of us 
were riding in pumpkin coaches of 
fairyland prosperity, unmindful of 
the approach of fateful midnight. 

The hardware trade, along with 
every other industry in the coun- 
try, must employ women. If the 
work characteristics of women are 
not those of men, the trade must 
adapt itself to those characteris- 
tics; “Mahomet will go to the 
hill.” 

Shortly after the outbreak of 
the war the United States Employ- 
ment Service made a survey of 
1800 different sorts of jobs in 21 
key industries, to ascertain what 
proportion could be filled by 
women. They found women could 
do the work in 80 per cent of these 
jobs and actually were employed 
in 84% per cent. 

The weight a woman can lift is 
less than what a man can lift. The 
Women’s Bureau of the Depart- 
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Women in Men’s Jobs 


The hardware trade must employ 
women. If their work character- 
istics are not those of men the 
trade must adapt itself to them 


ment of Labor sets the limit at 
35 per cent of the weight of the 
woman. Other authorities place 
the limit on loads for girls be- 
tween 14 and 16 at 25 to 30 
pounds, and for girls between 16 
and 18 at 40 pounds. 

The Director of the Women’s 
Bureau, Miss Mary Anderson, 
places the average lifting ability of 
a woman at one half the strength 
of the average man and her pull- 
ing strength at two thirds that of 
a man. 


Lack of Experience 


The average dealer, however, 
unaccustomed to the employment 
of women, often loses sight of the 
great lack, in women, of experi- 
ence in wholesale and retail trade. 
Environment and tradition have 
both served to make merchandis- 
ing practices and selling methods, 
familiar to every man from the 
time he was a youngster and got 
his first job, strange and alien 
things to women workers. 

One company learned that in 
some instances a period of six 
months was needed for women 
stock-room workers to be suf- 
ficiently familiar with the various 
types of hardware to fill the orders 
of customers without assistance. 
In routine work, however, a 
couple of weeks of training gave 
women employees sufficient  fa- 
miliarity with their jobs to be left 
on their own. 

Recently a large oil company 
made a survey of the salesman- 
ship ability in 14 retail stations 
where men and women employees 
were equally divided. Results 
showed 28 per cent of both men 
and women, “good”; 14 per cent 
of the men “fair” and the remain- 
ing 72 per cent of women and 58 





per cent of men as having no sell- 
ing ability whatever. 

Tabulating customer attitudes 
of the men and women, 100 per 
cent of the girls and 28 per cent 
of the men rated “very pleasing” ; 
the remaining 72 per cent of men 
employees were classified as “busi- 
nesslike” and “indifferent.” 

Among the employers of women 
there is a close agreement that 
women are more inclined than 
men to jealousy and resentment. 
This occurs to such a marked de- 
gree that in some industries fore- 
men are instructed to avoid any 
personal consideration whatever, 
even to the extent of advancing a 
five-cent car-fare to a woman. 

To a woman a job has a dif- 
ferent meaning than to a man. A 
man may like his job, enjoy his 
work, but at the same time dislike 
his foreman or his fellow workers. 
A woman accepts routine monot- 
onous work more readily than 
does a man. However, for a wo- 
man to enjoy her work she must 
like everybody and_ everything 
associated with her employment. 


Linoleum Moves Up Front 
(Continued from page 64) 


right color combinations by using 
the manufacturers’ display cabi- 
net for demonstrating how one 
type border harmonizes with vari- 
ous patterns. 

“Our linoleum sales are made 
only to private homeowners and 
housing developments and we have 
handled jobs on defense housing 
projects within 30 miles of the 
store. Wall linoleum jobs often 
result from floor linoleum jobs. 
Our best prospects are repeats, 
people wanting additional lino- 
leum installations and those who 
have been suggested to us by 
friends.” 
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Sa arse 


O matter how thorough the enemy black- 

out, Parachute Flares made by NESCO 

turn night into day and enable the bombardier 

to find and concentrate on the vital target. There 

is no groping around, scattering of bombs, or 
trusting to ‘‘luck.” 


+ NESCO quality and dependability are attested 


by Uncle Sam’s orders not only for parachute 
flares, but for food containers, bomb fins, shell 
cases, gasoline and water containers, garbage 
cans, deck pails, and other products for the 
armed forces. You, as a distributor, share in 


_ this war production, too, by foregoing sales and 










* Buy War Bonds * 


NESCO 


SAMPLES DISPLAYED AT 


1462 MERCHANDISE MART, CHICAGO 
200 5th AVE., NEW YORK 


MARCH 18, 1943 





ye °° NESCO cuts tne way 


profits on NESCO merchandise in order that our 
country’s needs may be served. 

Speaking of “concentrating,” we invite you to 
concentrate on NESCO when Peace comes again. 
Purchasing THIRTY individual housewares 
lines from ONE source enables you to effect im- 
portant operating economies and savings. Let 
NESCO, with its 30 diversified housewares lines, 
light YOUR way to greater profits and better 
operating efficiency. 


NATIONAL ENAMELING AND 
STAMPING COMPANY 
EXECUTIVE OFFICE: MILWAUKEE, WIS. 





@ Electric Roasters and Casseroles @ Oil Stoves 
and Ranges @ Circulating and Portable Oil 
Heaters © Portable Ovens @® Galvanized Ware 
© Baking Tinware @ Decorated and Litho- 
graphed Ware @ Enameled Ware @ Radiator 
Covers @ Lunch Boxes © Dairy Supplies © 
Steel Drums. 
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Some Important Facts About Paint 


and Their Component Ingredients 


, to Yankee 


ingenuity in the chemical labora- 
tories of the paint manufacturers 
of this nation, the signs are all 
favorable for a good retail paint 
1943. Not through 
good luck is our industry in this 


business in 


favorable position, for many of 
materials which we con- 
sidered vital to our needs two or 


the raw 


three years ago are either unob- 
tainable now or are available only 
on high 


priority for Army or 


Navy requirements. 


Pigment Supply Assured 

The supply of pigments, white 
lead, zine oxide, titamium, litho- 
pone, seems pretty well assured, 
and there has been no variation in 
their quality or character. Most 
colors, with some exceptions, will 
probably be available in adequate 
quantities, 

It is with the vehicles or liquids 
that we have experienced our 
greatest problems during the past 
three years, and have caused our 
technicians to lose many nights’ 
sleep. The trouble started when 
the Japs took Shanghai, and pre- 
vented the normal supply of 
China wood oil or tung oil from 
reaching this country. For years 
the United States has imported a 
tremendous tonnage of tung oil 
for the paint and many other in- 
dustries, and it was one of the 
principal ingredients used in the 
manufacture of hard drying and 
fast drying synthetic varnishes and 
enamels that contributed so much 
to the progress of paint making 
during the past fifteen years. 

By the time this nation ceased 
trading with the Japanese several 
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By LLOYD C. COLLISTER 


Vice-President and General Manager 


John Lucas & Co., Inc. 
Philadelphia, Pa. 


months prior to that fateful Decem- 
ber 7, the supply of tung oil had 
been reduced to a mere trickle, but 
in the meantime ingenuous paint 
chemists had evolved a dehydrated 
castor oil that was not only an 
excellent substitute but had many 
advantages. 

As long as castor beans and syn- 
thetic resins were available, our 
fast drying enamels and varnishes 
were in no danger, but unfortun- 
ately for the paint manufacturer 
some of the raw materials used in 
making — synthetics badly 
needed for munitions and other 
war needs, which caused us to 
literally turn handsprings in our 
search for substitutes. 


were 


That your paint manufacturer 
has continued to supply you with 
satisfactory finishes is a tribute to 
his resourcefulness. 

The nation’s supply of linseed 
oil will be definitely short due to 
increased Consumption and reduc- 
tion of Argentine importations. 
There may not be as many gallons 
of house paint manufactured this 
year, but probably enough to sup- 
ply the demand. 


Drying Oils Limited 
There should also be a normal 
supply of floor finishes, enamels, 
varnishes and wall paints, but they 
will probably be slower drying 
due to the limited quantities of 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 95 





synthetics and drying oils avail- 
able for civilian use. I am afraid 
that the 4-hour enamels and var- 
nishes you’ve been selling will 
soon be a thing of the past, but 
you will still get similar finishes 
of good quality that will dry over- 


night. 


Types of Containers 

Just what we will put them in is 
something else. Glass jars and 
bottles are already used by many 
manufacturers for all kinds of 
paint products. Some are using 
fiber gallons and quarts with 
metal ends, and while they are 
satisfactory their future is doubt- 
ful due to the metal they require. 

Stout fiber five-gallon packages 
have already appeared on the mar- 
ket filled with black roof coatings, 
house paints and barn paints, and 
will very likely replace steel pails 
for the duration. 

Yes, I think you are going to 
get paint products in greater quan- 
tity than almost any other com- 
modity you sell, but there will be 
the differences I’ve mentioned, 
with further restrictions such as a 
smaller variety of colors and a 
fewer number of packages due to 
the simplification program this in- 
dustry voluntarily adopted. 

I hope that most of you dealers 
are amply stocked with brushes, 
as the nation’s supply is nearly 
exhausted and replacements will 
be confined largely to the house- 
hold varieties. Many dealers rec- 
ognizing the need of brushes to 
keep their paint sales active long 
ago started a brush-cleaning ser- 
vice through which their cus- 
tomers can bring in their old 
brushes, have them cleaned in sol 
vents and restored to usefulness. 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 








G-E FLUORESCENT 
LAMP RESEARCH 





Glare in their instrument panels made it 
hard for night fighter pilots to read the 
dials quickly. It also temporarily destroy- 
ed their ability to see planes and other 
objects in the darkness surrounding them. 
While their eyes were adapted to the high 
brightness of the glaring instrument panel, 
they couldn’t adapt them satisfactorily 
to see outside objects. 


General Electric scientists’ first solution 
to the problem was a miniature sized G-E 
MAZDA fluorescent lamp. Instead of 
visible light, however, it produced ultra- 
violet energy, which activates special 
fluorescent materials on the dials. It elim- 
inated glare, but required undesirable 
heavy, bulky auxiliary equipment. 


So G-E scientists produced a radical new 
lamp—the RP 12. It emits ultra-violet 


This is how pilot’s eyes look when 
“dark adapted.” G-E’s small, com- 
pact RP 12 lamp makes possible glare- 
less illumination of instruments as 
shown and also preserves “dark 
adaptation” of pilot’s eyes. 


energy to make instrument dials fluoresce 
but needs no heavy auxiliary equipment. 
It eliminates glare. The pilot controls the 
brightness of the instrument dials as easily 
as you reduce the volume of your radio, 
thus aiding dark-adaptation of his eyes. 


The RP 12 is only 
one of many G-E 
MAZDAlampsused 
by the armed forces 
of the U.S. For a 
copy of “Our Great- 
est Assignment’’, a 
book about G-E 
lamps at war, write 
General Electric, 
Dept. 166-HA-C- 
18, Nela Park, 
Cleveland, Ohio. 


IMPROVED NIGHT FLYING 











MARCH AD SHOWS 
CUSTOMERS HOW [0 


AVOID WASTING LIGHT! 





This G-E ad in March 13th Collier’s and 
March 23rd Look magazines shows custo- 
mers how to get the most from present 
lighting, and helps keep G-E MAZDA 
lamp brand identification high. Display it 
in your lamp rack. 


MARCH 18, 1943 





Announcer Dick Stark of 


G-E“Hour of Charm’ says: 


Recently on the G-E 
Hour of Charm (Sun- 
days at 10 P.M. 
Eastern War Time, 
NBC) announcer 
Richard Stark in a 
closing message said: 
“If you'll clean all 
your G-E MAZDA 
lamps and reflectors 
with a damp cloth 
twice a month, you’ll prevent the loss of 
a lot of the light you are paying for. 
After all—when you buy good bulbs 

-G-E MAZDA lamps —it’spretty careless 
to waste from a third to a half of the good 
light they give you! Good light helps pro- 
tect eyes—-so try that damp cloth treat- 
ment tomorrow! Remember to do this at 
a time when the bulbs are not lighted or 


even warm from recent use”’.. 


A SIGN SEEN recently ina G-E MAZDA 
lamp agent's store read: “‘Be patient with 
our sales people, they’re harder to get 
than customers.” 





G-E Maz at ee 
WiRTIM 
LIGHTING 

GLIDE 





DID YOU KNOW... 


Keep your G-E War- 
time Lighting Guide 
near your G-E 
MAZDA lamp dis- 
play. It’s a great help 
in training new sales 
people. Ask your G-E 
lamp supplier for a 
copy. 





That a man who uses his eyes under 
poor seeing conditions for prolonged 


periods frequently shows greater ner- ° 
vous muscular tension than a man , 


digging a ditch? 


That three times as much light is re- 
quired for reading a newspaper with 


the same comfort as for reading ° 


a well-printed book? 


That the pupil of the eye becomes 
smaller with age; consequently there 


is need for more light as birthdays ° 











The Dean’s 


I HAVE just finished 
one of the best articles I have ever 
read about the hardware business 
in this country. It shows an in- 
sight into hardware distribution 
at wholesale and retail as com- 
pared with other lines that only 
years of experience could give. 
Every hardware manufacturer, 
wholesaler, retailer, salesman and 
clerk should read it at this time. I 
refer to “There Will Always Be a 
Hardware Store” — published in 
pocket size and sent out free by 
Harpware Ace. I do not know 
who wrote it, for it is not signed. 
I first heard of it by reading a 
reference to it in another trade 
journal and so I wrote for it. I 
can write like this because I had 
nothing whatever to do with its 
preparation. However, as a 
“dean” I don’t want any of my 
flock of hardware men to miss it. 
This pamphlet gets right down to 
fundamental principles. It deals 
in facts and not in sentimentality. 
Nothing I have read is more con- 
vincing and encouraging to the 
present-day dealer in hardware. It 
shows why the efficient hardware 
store will survive these uncertain 
times and after victory will come 
out of the ordeal of this war 
stronger than ever. 


We Must Change 


How times and conditions 
change. To really live in these 
times we must change. But sound 
principles never change. Napo- 
leon once remarked, “My prin- 
ciples are like a ship firmly an- 
chored. I may swing with the tide 
but my anchor (principle) is 
firmly fixed and holds the ship in 
place.” 

We read these days of “strat- 
egy” and “tactics’—What is the 
difference? Strategy is the funda- 
mental principle of warfare and it 
never changes. Tactics represents 
the method used in various forms 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


to carry forward the general plan 
of battle governed by strategy. 
Newspaper men frequently use the 
two words as if they were synony- 
mous. Read Harper’s Magazine 
for February. You will thank me 
for the sugestion. Several of its 
articles will clear away many of 
the cobwebs in your mind which 
have been caused by casual, hur- 
riedly written newspaper articles. 

Let us briefly coment on some 
of the trade “tactics” brought 
about by present war conditions. 

The needs of war strangely 
enough are taking us back to the 
“horse and buggy” days. Short- 
age of oil and gasoline is driving 
business back to the nearby small 
town. Wholesale business is with- 
drawing from far away territo- 
ries. The railroads are taking 
back business from automobiles, 
buses, trucks and airplanes. Mod- 
ern catalogs will soon be out of 
date. Who would dare get out a 
catalog now? Overlapping sales- 
men are being cut out and mail 
ordering is increasing. Merchants 
are going to market to hunt up 
salable goods. They buy what 
they can get and it is like old 


Page 


times. Hardware retailers are 
seeking outside lines. Grocers 
threaten to add obtainable hard- 
ware items. 

The trend is back to the old 
time general store! The modern 
one line store seems doomed. 

The recent war on prices, talk 
of prices, appeal of prices, quan- 
tity discounts and secret rebates 
are all in the discard. The present 
war is one of inventory. Getting 
and having the goods just as in 
the early days of the country— 
the pioneer days. 

Long ago in my column, I rec- 
ommended that retailers go out 
and gather in surplus stock— 
goods not used—from farmers 
and mechanics. That was before 
the great “scrap drive.” I wrote 
this because I found in my own 
garage an unused regular hard- 
ware stock rusting away. 


Goods Rusting Away 

Now I am going to suggest a 
great well of needed supplies—un- 
used—rusting—moth bitten. I re- 
fer to the millions of dollars’ 
worth of needed household goods, 
serving no one, an expense, in 
storage warehouses! 

Many families have doubled up 
on account of the war. Household 
goods, refrigerators, vacuum 
cleaners, stoves, furniture, tools 
are stored. I know personally of 
some of these sad cases. Goods 
are sold for storage charges and 
are gone for a pittance. 

I suggest that hardware men 
advertise they will buy and pay 
fair prices for such goods. And 
add that after the duration they 
will sell new needed goods at rea- 
sonable prices. The profiteering 
going on (at least here in New 
York) for goods bought at auc- 
tion sales is pitiful. 

Then there is the mechanic who 
has duplicate sets of tools. “Patri- 
otically” he should sell at present 
high prices. No doubt in the fu- 
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ture he can buy them back at less. 

Have you cards hung up in 
your stores and windows telling 
the public you are willing to pay 
good prices for “surplus or used 
goods?” 

Commercial agencies report 
failures much less than in recent 
years. Dealers are not failing, 
they are just “folding up.” Grown 
old, tired, they find that this is a 
good time to “cash in.” 

One morning at Larchmont I 
found my lot covered with 
branches of my trees which had 
been broken off by the weight of 
ice. It was a terrible sight. The 
old, weak and dead _ branches 
could not stand the strain. They 
fell to give the stronger trees 
more light and sunshine. Nature 
was just doing a good job of 
) pruning. 


Today the same process is tak- 


©) ing place in business. The law of 
» the survival of the fittest is hard 


but, in the end, it is beneficial to 
the race. 


The Hardware Dealer's 
War-Time Check List 


(Continued from page 59) 
Do Your War Job 


1—Start a salvage program in 
your store and be sure that all 
waste materials are contributed to 
the local salvage committee. There 


| are sizeable stocks of salvage ma- 


terials concealed in the basements 
and storage areas of many stores, 
of all kinds. These, together with 
waste materials which result from 
normal day-to-day operations, 
should be collected and dis- 
posed of. 

2—Sell war stamps. Suggest 
that customers take at least a part 
of their change in war stamps. 

3—Devote some of your dis- 
plays and windows to the war 
effort. 

+—Where practical, hire women 
if additional help is needed, thus 
teleasing the men for war work. 

*—Keep your price ceiling 
stickers where they can be easily 
seen and explain their significance 
to customers. 































Mrs. Chlora Frances Rose, 29-year- 
old mother of four children, who 
is helping shorten the duration by 
working in the Estate finishing de- 
partment, which, like all Estate de- 
partments, is now 100 percent on 
war work. Her husband also has 
a war work job. 


eh ‘mip sd 


“1m helping paint a 
brighter future for America 


(AND FOR MY FOUR YOUNGSTERS)” 


“I guess I figure the way most of the mothers do who are 
working here at Estate. ' 

“We want our children to be able to grow up in a free 
America .. . the kind of America we can have only if we 
win this war. 


“Maybe that’s why we put something extra into our jobs ... 
same as the fellows and girls beside us who have husbands 
and brothers fighting in Africa and the South Pacific. 


“You get a feeling, here at Estate, too, that there’s only 
one way to doa job... the right way . . . in fact, a little 
better than right. It’s always been like that at Estate, I hear 
...and I guess it always will be.” 


Over the Estate plant in Hamilton, Ohio, under the Stars and Stripes, 
flies the Army-Navy “E” flag for excellence in war work production. 


ESTATE 


.+ethe NAME TO REMEMBER IN COOKING AND 
HEATING APPLIANCES FOR ALL FUELS 


The Estate Stove Company, Hamilton, Ohio 































Who Is...Uncle Sam? 


ROM every radio and headline 
F tes’ shouting that Uncle 

Sam needs needs men. He 
wants your son, husband or sweet- 
heart. We’re told that Uncle Sam 
needs all the money he can get. He 
wants you to buy War Bonds with 
your savings, and with a part of 
your pay-check each week. Uncle 
Sam has stopped us from building 
homes, buying cars, tires and even 
a piece of rubber hose for the lawn. 
He is telling us how much gasoline 
we can burn, how much sugar and 
coffee we can use, and hundreds of 
other things which have become a 
part of our daily lives. 

Who is this fellow . Uncle 
Sam? Have you ever asked yourself 
that question? 

Well, to your ancestors Uncle Sam 
was a fellow who thumbed his nose 
at the red coats and threw them out 
hell-bent-for-election, back across 
the sea. He was George Washing- 
ton, Henry Clay and Paul Revere. 
Through thousands like them he 
gave meaning to the word “freedom” 
and with blood and sacrifice carved 
out a pattern of Democracy for us to 
follow. 


He Is Many Things 


Uncle Sam is many things. He is 
a bow-legged, inquisitive little kid 
who walked into New Jersey one day 
with dogs yapping after him and 
lived and worked to give the world 
the electric light, the phonograph 
and the motion picture. 

Uncle Sam is the homely, humble, 
lanky, unhappy lad from Hodgen- 
ville, born and raised in a log cabin 
and poverty, but rising to immortal- 
ity at Gettysburg and dying a mar- 
tyred president of the United States. 

Uncle Sam is the scientist and the 
dreamer who made the Kitty Hawk 
fly, the Clar@mont sail by steam. . . 
who made the voice travel over piano 
wires and the picture transmitted by 
radio. He is the fellow who laid 
the rails over thousands of miles of 
Western waste in spite of savages, 
fueds, hell or high water. 

Uncle Sam is . . . Henry Ford, 
Luther Burbank, Woodrow Wilson, 
Robert E. Lee; he is Clark Gable, 
Carole Lombard, Jack Benny and 
Raymond Swing; he is Tommy Har- 
mon, Joe DiMaggio, Joe Louis; he 
is George Papadopoulos, Abe Cohen, 


82 


Mike Sullivan, Tony Marino and 
Sam Wiskowsky. He is millions of 
Americans living or dead. 

He is English, Irish, French, 
Scotch, German, Greek, Italian, Pol- 
ish, Chinese . . . or what have you. 
He is Catholic, Protestant, Jew. He 
is a conglomeration of divinity, cul- 
ture, pride, brains, wealth and guts. 

Uncle Sam is a mixture of the 
fighting Irish, the determined Dutch, 
the ingenious French, the proud En- 
glish, the scientific Germans, the 
shrewd Balkans and the reliable 
Swedes. He has the Gallic urge to 
dream and to create. He has the 
sweet melody of song of the Latin 
heart. Out of all this batter, energy 
and gusto he has mixed and created 
a symbol . . . a wayway strength 

a mighty empire . . . noble, 
proud, free, brave and tough . . 
with a great heart and compassion 
for the whole civilized world. 


He Is You and Mel 


You get it! Uncle Sam is 
simply you and me... the best of 
you and me. He is the Community 
Chest, the Red Cross, the USO, the 
Salvation Army, the Boy Scouts, the 
YMCA, the Homes for the Aged 
and Crippled Children, the Little 
Sisters of the Poor . . . he is thou- 
sands of Father Flanagans, Jane 
Addams’, working and sacrificing for 
the moral training of our youth. He 
is the priests, preachers and rabbis 
of America . . . the personification 
of the Spirit of God. He is the 
teacher and the patriot. He is the 
breadwinner, who by the sweat of 
his brow gives sustenance to future 
Americans and teaches them to love 
and honor their country and its dem- 
ocratic way of life. 

Hitler and Hirohito have called 
him “Uncle Sap.” Maybe he was, 
when he helped them both in their 
troubled days. But you ought to see 
him now, Adolph and Tojo! 

Uncle Sam today is the prophetic 
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Roosevelt, the fighting Willkie, the 
hard-boiled Donald Nelson. He is 
the fighting MacArthurs and Doo- 
littles and Colin Kellys. He is the 
WAACS and the WAVES and the 
millions of fighting sons-of-guns of 
our Army, Navy and Marines. He 
is the Joe Smith and the John Doe 
of the production line. He is the 
thousands of 18 and 19-year-olds 
waiting in front of recruiting sta- 
tions and the equal thousands of 
mothers and grand-dads waiting in 
front of War Bond windows. He is 
the 3A’s and 4F’s who are doing 
their part in office and shop... in 
Civilian Defense . . . in everything 
possible to hold up the morale of 
America at home. 

Uncle Sam is you and me, neigh- 
bor! He is 135,000,000 Americans 
sacrificing in one way or another 
to help win this war. 


Uncle Sam Is — America! 


Uncle Sam is... America... 
the shrine of human compassion . . . 
the pinnacle of freedom, peace and 
God-living men. America... 
bosom cuddles the destiny and 
peace of the whole civilized world, 
and by the Grace of God—and the 
will of its people—it shall not perish 
from the earth. 

—by John Morley in the 
Hanson-Weigh, issued by 
the Hanson Scale Co., 
Chicago, Ill. 
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The 20% cut in paper pulp production is merely the beginning. 





The Government expects to reduce paper consumption 40%. 
RETAIL STORES ARE NOW USING CHALKZINE CARDS 
... to save time and effort 
... to reduce sign-card expense 
... to use less paper stock because you must! 


EVERYWHERE... signs are needed as never before 
and most signs have a "very short life”. 


The total cost of "quickie" signs is a considerable item in your annual 
expense. This can be reduced. There are hundreds of signs during the 
year wherein the CHALKZINE will make your sign job easier and 
less costly. 
The CHALKZINE is a ready-to-use sign card, 10!/," x 13!/." with an 
easel support. The writing surface is black and you may use ordinary 
white or colored chalk crayons... erase with a rag and make a change 
...on the spot... instantly ...and use the same sign card over and 
over again... at no additional cost. 




















THIS SAMPLE PACKAGE AVAILABLE NOW 


Each card has an attractive feature in the upper left-hand corner. See illustration. 




















ASSORTMENT SS 
@ OM 2000 American Flag in full colors. 
OS cecus Minute Man on flag blue ground. 
3 cards...... Buy the Best. There is no substitute for quality. 
3 cards...... Our customers are our friends . . . Our friends are our customers. 
(Available through leading hardware jobbers .. . if your jobbers cannot supply ready-to-use and re-usable cards 


you, send your order fo us) 


THE ELLWOOD CO. 709So. CiceroAve. Chicago, U.S.A. toroay $]-50 
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SHATTUCK APPOINTED 
WIRE SALES MANAGER 
OF WICKWIRE SPENCER 


Corp., retains the rank of deputy , 
chairman. | 

Ralph J. Cordiner was presi- | 
dent of Schick, Inc., Stamford, | 


| Myers & Bro.Co.ElectsOfficers, 








Ginn Vice-Pres., General Mer. 


; a 
president of the F. E. Myers & 
Bro. Co., Ashland, Ohio, at the 





sales manager. | 

Mr. Ginn, newly elected vice- | 
president and general manager, 
entered the banking business in 
Dayton, Ohio, after being gradu- 
ated from Williams College in 
1930. He became associated 
with the Myers organization in | 
1938. 

The stockholders of the com- 
pany elected nine directors: J. | 
C. Myers, G. D. Myers, Curtiss 
Ginn, Jr., F. E. Myers, II, W. B. 
Kellogg, C. D. Leiter, T. W.| 
Miller, J. C. Frentz and F. B.| 
Kellogg. 


| staff on December 8, 


Conn., before joining the WPB 
1942, as 


director general for War Pro- | 
Myers was reelected ) ager, and W. B. Kellogg, foreign | duction Scheduling. 


ASKERBERG NEW HEAD 
OF HORTON MFG. CO. 
A. E. Askerberg has 


made president of the Horton 
Mfg. Co., Fort Wayne, Ind., to 


| 
| 


been | 


fill the vacancy left by the re- | 


| cent death of Henry C. Bower- 


field. 

Formerly vice-president 
general manager of the organi- 
zation he now heads, Mr. Asker- 
berg’s history with the Horton 
company has been one of unusual 


| progress. He joined the company 
| in January, 1935, as assistant to 


APPOINTMENTS MADE | 
ON WPB TOP STAFF 


the production manager and pur- 


and | 


Wickwire Spencer Steel Co., 
500 Fifth Ave., New York City, 
recently announced the appoint- 





Ww. C. SHATTUCK 


Appointments to key positions ment of Wilfred C. Shattuck as 
J. C. MYERS | on the War Production Board wire sales manager. He will be 
| top staff were announced recently located in the company’s New 
by Chairman Donald M. Nelson York offices. 
annual meeting of the company | and Charles E. Wilson, executive Mr. Shattuck joined the sales 
held recently. Other officers | vice-chairman. The appointments staff of Wickwire Spencer in 
elected are: Curtiss Ginn, Jr., are preliminary to a regrouping 1925, with whom he remained in 
first vice-president and general | of WPB staff functions which various sales capacities until 
manager; F. E. Myers, Il, sec- | are now being worked out in, de- | 1940. He returns to Wickwire 
ond vice-president and _ office | tail. after two years with John A. 
manager; G. D. Myers, third | Ralph J. Cordiner, who has Roebling’s Sons Co., first in its 
vice-president; F. B. Kellogg, | been director-general for War New York office and later as 
secretary-treasurer; A. E. John- | Production Scheduling, becomes manager of sales, round wir?, 
son, assistant secretary; M. G. ja vice-chairman of WPB and | flat wire and specialties division, 
Miller, assistant treasurer; C.| will serve as a special assistant Trenton, N. J. 
D. Leiter, domestic sales man-| to Mr. Wilson. 





CURTISS GINN, JR. 
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J. A. Krug, director of the 
Office of War Utilities, is named 
vice-chairman of the War Pro- 
duction Board in charge of Ma- 
terials Distribution. He also be- 





A. E. ASKERBERG 





ADVISORY COMMITTEE OF 
WAX, POLISH INDUSTRY 


WPB recent!y announced the 
appointment of an advisory com- 


comes chairman of the Require-| chasing agent. Two years later | mittee for the wax and _ polish 
ments Committee and will con-| he was made assistant treasurer | industry. Wells Martin is the 
tinue to serve as War Utilities} and in January, 1941, he was| government’s presiding officer. 
director. elected vice-president. In his| Members: J. R. Ramsey, S. ©. 

Donald D. Davis, recently di-| present capacity he will continue | Johnson & Son, Racine, Wis.; 
rector of the Program Bureau, | his activities as general manager. | H. E. Reinhardt, Jr., American 


becomes WPB vice-chairman for 
Operations. 

Curtis Calder, who has been 
director general for Operations, 
will be executive assistant to Mr. 
Wilson. 

William L. Batt will continue 
to serve as a WPB vice-chairman, 
and Col. Robert E. Johnson, 
head of the Smaller War Plants 


Previous to his connection with 
Horton, Mr. 
sociated with the automotive in- 
dustry and well known in the 
engineering field. 

He 
presidency by Henry T. Park, 
formerly secretary and general 
manager of the Flint & Walling 
Mfg. Co., Kendallville, Ind. 


is succeeded in the vice- 


Askerberg was as- | 


Home Products Co., Jersey City, 
N. J.; H. T. Hawthorne, Socony- 
Vacuum Oil Co., New York, N. Y.; 
Stephen Corboy, The Simoniz 
Co. Chicago, Ill.; W. A. Dolan, 
The Wilbert Products Co., New 
York, N. Y.; C. R. Ely, R. M. 
Hollingshead Corp., Camden N. 
J.: Wm. F. Polnow, Vestal Chem. 
Laboratories, Inc., St. Louis, Mo. 
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NTED As assistant manager of the eastern| MecLAUGHLIN PRESIDENT 
AGER Reisinger and Bergland Made division, has been made division | UNION HDWE. & METAL 
NCER manager to succeed Mr. Klein- Edward H. McLaughlin re- 
eel Co., R t Vi age eo 4 ae aie cently was elected president of 
in , and served as sales = : i ms 
soothes emington ice-Presidents manager of -the Philadelphia | ' Union Hardware & Metal 
appoint: district from 1932 to 1937, when | 
Walter U. Reisinger and Eric} Motors Corp. in 1921, where he | he was made sales manager of | 
L. Bergland have been elected | continued his engineering work | the New York district. He be- | 
vice-presidents of the Remington | until 1927. At this time he re-| came assistant manager of the | 
Arms Co., Bridgeport, Conn., ac-| signed to devote his time to | eastern division in 1941. 
cording to a recent announce-| private business. From 1931 to | 
ment by C. K. Davis, president | 1937, he was president of the a 
and general manager. American Pneumatic Service Co. 
Mr. Reisinger, who has been | CRUISE GEN. SALES MGR. 
secretary and treasurer of the OF CORBIN CABINET LOCK | 
company since 1933, now be- | R. M. Cruise, manager of spe- 
comes vice-president and_trea- cial industrial sales, Corbin 
surer. Mr. Bergland has been di- Cabinet Lock Co., New Britain, | 
rector of the Procurement & Conn., has assumed the duties of | 
Service Department and _previ- | general sales manager of the 
ously served for a number of | company. Mr, Cruise became as- 
years as an executive of E. I.} sociated with the company 31 
du Pont de Nemours & Co. and years ago, during which time he | 
General Motors Corp. | has had experience in the factory 
Mr. Reisinger joined the Du | office, travelling the hardware E. H. MeLAUGHLIN 
Pont Co. in 1919 and after serv- trade east of the Mississippi | 
ing several years in the com- | river for many years, manager of | Co., Los Angeles, Cal., whole 
pany’s accounting and statistical | the New York office, and thence} sale hardware distributors. He 
tuck “$ departments, became _ treasurer | to the company’s factory in his| is the third generation to head 
hag Ae of the Du Pont Viscoloid Co. In | most recent position. this company and succeeds his 
allies 1928 he was made treasurer of | Frederick W. Kearnan now} father, the late E. O. Me- 
— Lazote, Inc., a subsidiary firm | has charge of hardware trade} Laughlin. Union Hardware was 
nt Pe later incorporated into the Du ERIC L. BERGLAND | sales. Before joining the Corbin | founded by the grandfather of 
: ; Pont Co. He -was named, trea- organization, Mr. Kearnan trav-| the present head. 
‘ined in surer of the Krebs Pigment & eled for a prominent hardware E. H. McGinnis was elected 
4 until Color Corp., another subsidiary | He returned to the Du Pont Co.| jobber for many years. Since | vice-president of the company 
ickwire concern, in 1931, and went to | in 1940 and in September, 1941, | hecoming associated with the and also will continue as secre: 
ohn A. Bridgeport in 1933 when the Du| went to Remington as manager company, he has _ successfully | tary-treasurer. 
t in its Pont Co. acquired a controlling | of contract distribution. He took | handled the sales in one of the 
ater as interest in Remington Arms. | over his present post when the | Jarger territories. 
a wits, Mr. Bergland joined the Du| Procurement & Service Depart-| Henry Wheeler, formerly man-| DUTTON-LAINSON ELECTS 
pevinion, Pont organization in 1904 and| ment was formed last May. | ager of trade sales, recently re-|  QBERG TREASURER 
was transferred to the General | | signed and will enter a new and og 
— . — different field of endeavor. B. T. Oberg, who has been as 
sistant treasurer and controller 
EE OF ; ‘ 
ISTRY KLEINSMITH HEADS | of the Dutton-Lainson Co., whole- 
“EVEREADY” SALES salers and manufacturers, Has- 
sed the : tings, Neb., for many years, was 
ry com- C. O. Kleinsmith, for the last elected to the office of treasurer 
polish | two years manager of the East- | of the company. Mr. Oberg has 
is the |ern division, National Carbon | been with the company for the 
officer. | Co., Inc., New York City, has past 23 years. He eeroe a 
ac | been appointed general _ sales | Piuts 1. Empkie, isn: iad an 
Wis.: manager of the “Eveready” Divi- | Feb. 16. 
nerican | sion of the company. 
y City, | Mr. Kleinsmith joined Na- 
socony- | tional Carbon Co., manufacturer AMERICAN SCREW CO. 
5. & FF |of “Eveready” flashlights and MOVES DETROIT OFFICE 
simoniz | batteries and “Prestone” anti- New quarters in Detroit have 
Dolan, | freeze, in 1919. He served as been occupied by American 
., New | sales manager of the Atlanta Screw Co. in the same building 
R. M. district from 1934 until 1938, where the company has main- 
Jen N. | when he was made assistant tained a branch office for many 
Chem. manager of the eastern division. | years. The new address is No. 
is, Mo. WALTER U. REISINGER | Floyd W. Berdan, formerly R. M. CRUISE | 5-267, General Motors Building. 
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JOBBERS’ AND MANUFACTURERS’ 
MEMPHIS CONVENTION PROGRAM 


Senator Harry S. Truman, J. R. Stuart, P. B. Patteson 
H. N. Davies, H. L. George, and other government 
and hardware officials will address the 86th semi- 
annual convention of the American Hardware Manu- 
facturers Association and the 53rd annual conven- 
tion of the Southern Hardware Jobbers Associ- 


ation to be held April 


Devoted exclusively to discus- 
sion and clarification of war-time 
regulations and conditions which 


affect the operation and economy 


of the hardware industry, the 
86th Semi-Annual Convention of 
the American Hardware Manu- 


Hon. Harry S. Truman, United 
States Senator from Missouri. A 
member of three important com- 
mittees of the Senate — Appro- 
priations, Military Affairs and In- 
Senator Tru- 
chairman of the 


terstate Commerce 


man is also 


ASSOCIATION PRESIDENTS 





W. A. PARKER 
Beck & Gregg Hardware Co. 
Atlanta, Ga. 


Association and_ the 


Convention of the 


facturers 
53rd Annual 
Southern 
sociation will be held jointly at 
the Hotel Peabody, 
Tenn., April 12-15. 
Registration will begin at 9:00 
A.M. on Monday, April 12, in the 
main lobby of the Hotel Peabody. 
The 
convention 
o'clock on 
April 13, with 
the two 


program of the 
begin at 10 


business 
will 
Tuesday morning, 
a joint session of 
Following 
remarks by Presi- 
A. Parker, Beck & 
Atlanta, 
Hardware 


associations, 
introductory 
dent William 
Hardware 
Ga., of the Southern 
Jobbers Association, and Presi- 
dent Spencer T. Olin, Western 
Cartridge East Alton, IIL, 
of the American Hardware Man- 
Association, the con- 


Cregg Co., 
Co., 


ufacturers 
vention will be addressed by the 


86 


Hardware Jobbers As- | 


Memphis, | 


S. T. OLIN 
Western Cartridge Co. 
East Alton, Ill. 





COL. W. GIBSON CAREY, JR. 
President, The Yale & Towne 
Mig. Co. 


12-15, in Memphis, Tenn. 


special committee to investigate 
the National Defense Program, 
which has been continuously ac- 
tive in looking into various phases 
of the war effort. 

The Tuesday morning session 
will be concluded by an address 
on the Controlled Materials Plan, 
currently of most vital impor- 
tance in the WPB program. The 
Controlled Materials Plan Divi- 
sion is much interested in this 
meeting as affording opportunity 
for explanation and comment on 
various phases of the plan, par- 
ticularly its tie-in with the whole- 
saler. Present expectation is that 
this address will be made by 
either Harold Boeschenstein, chief 
of the division, or his assistant, 
W. C. Skuce. Opportunity will 
be provided for individual ques- 
tions. 


On Tuesday afternoon, there | 


will be an open session of the 
Southern Hardware Jobbers As- 
sociation. J. R. Stuart, head of 
the Warehouse Unit, Iron & 
Steel Branch, will talk on the 
warehousing situation, and will 
be followed by Assistant Director 
P. B. Patteson of the Distribu- 
tors Division and H. N. Davies, 


GUEST SPEAKERS 





HERBERT L. GEORGE 
Senior Hardware Consultant 
Distributors Branch 
War Production Board 


Section Chief. H. L. 


Hardware 
George, Senior Hardware 
sultant, Distributors Branch, will 
speak on Limitation Order L-63 
and Form PD-1X. There will be 
question and answer periods, 
and opportunity for general dis- 


Con- 


cussion. 

There will be a second joint 
session of the two associations, 
Wednesday morning, confined to 
two formal addresses and a dis- 
cussion period. 


The first speaker will be 
George FE. Sokolsky, traveler, 


commentator and columnist of 
the New York Sun, whose sub- 
ject will be “These Days.” 

“Looking Ahead” will be the 
subject of an address by Col. W. 
Gibson Carey, Jr., president of 
The Yale & Towne Mfg. Co., 
New York City. Mr. Carey is an 
industrialist of wide experience 
and a recent president of the 
Chamber of Commerce of the 
United States. A period of in- 
formal discussion will follow Col 
Carey’s address. 

The wholesalers will hold a 
second open session on Wednes- 
day afternoon. Program details 
for this session are not yet com- 
plete, but will include particular 
attention to the problem of Farm 
Implement Supplies, and Ration- 
ing, with speakers from the Im- 
plement Industry and the Food 
Production Division of the De- 


partment of Agriculture. The 
session will probably conclude 


with an open forum discussion. 
The Annual Meeting of the 


| Southern Hardware Jobbers As- 
| sociation will be 


held at ten 
o’clock on Thursday morning, 
with convention adjournment at 


noon. There will be no meeting 


of the American Hardware Man- 
ufacturers Association on Thurs- 
day morning. 





J. R. STUART 
Head, Warehouse Unit 
Iron and Steel Branch 
War Production Board 
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MATHEWS HEADS DEVOE’S 
PLANNING BOARD 

In accordance with the recent 

recommendation of the National 

\ssociation of Manufacturers to 





. MATHEWS | 


undertake a program of long- 
term planning, Devoe & Reynolds | 
Co., Inc., New York City, has | 
announced the formation of a| 
board to} 





three-man planning 
study prospects and possibilities 
for the paint and brush indus- | 
tries after the war. 

The new planning board will 
consist of W. H. Mathews, vice- 
president in charge of trade sales 
division, as chairman; Wm. C. 
Dabney, vice-president in charge 
of industrial, railroad and marine 
divisions; and E. L. Pangborn, 
vice-president in charge of 
finance, accounting and admin- 
istration. 

Employees and customers of 
the company and the public will 
be invited to submit ideas and 
plans. The findings of the board 
should enable the company to 
formulate revised policies suit- 
able to the conditions which will 
exist in the post-war period of 
reorganization. 





X CLUB AND OLD GUARD 
LUNCHEONS, APRIL 13, 14 | 


The X Club and the Old Guard | 
will hold luncheons at the Hotel 
Peabody, Memphis, Tenn., during 
the joint convention of the | 
American Hardware Manufactur- | 
ers Association and the Southern | 
Hardware Jobbers Association to 
be held April 12 to 15. The X 
Club luncheon will be held on 
Tuesday, April 13, and the Old 
Guard luncheon on Wednesday, 


April 14. 


CUSACK HARDWARE CO. 
CEASES BUSINESS 


The Cusack 
1004 Arch St., 


Hardware Co., 
Philadelphia, 


MARCH 18, 1943 


Pa., ceased business recently 
when its president and manager 
was inducted into the Army. 
Over one-half of the company’s 
staff, 11 out of 16, has also been 
called into the service, accord- 
ing to Joseph A. 


retary. The company has been 


Conroy, sec- 


in business for the past 92 


years. 


TRU-TEST PUBLISHES 
DEALERS CATALOG 


Tru-Test Marketing & Mer- 


chandising Corp., Chicago, IIl., | 


has published a new rotogravure 
catalog entitled, “Better Values 
for Better Living” which _per- 
forms a dual purpose. With the 
outside of canary yellow and 
the inserted dealer’s price list, 
it is a mailing piece for Tru- 
Test distributors. With the out- 
side cover and the price list re- 
moved, this rotogravure catalog 
is available to the dealer, with 
his imprint, for distribution to 
all the home owners in his com- 
munity. It lists available goods, 


together with description and 


price. 


BERNHARDT VICE-PRES. 
OF ESTATE STOVE CO. 
S. C. Bernhardt was elected tuo 
the office of 
charge of sales of The Estate 
Stove Co., Hamilton, Ohio. 


vice-president in 


Mr. Bernhardt joined the com- 
pany in 1929 as manager of its 
bottled gas range division. He 
was appointed eastern sales 
1931, and in 1938 


was made general sales manager. 


manager in 





S. C. BERNHARDT 


Prior to his connection with 
Estate, Mr. Bernhardt was vice- 
president of the Monitor Stove 
Co., Cincinnati, Ohio. He is 
well-known and cordially liked 
throughout the stove industry. 


CROSS-CUT 
SAWS 





These saws start with Simonds steel made by the 
cold-melt electric furnace process, automatically 
controlled, to insure proper temper. Then they are 
ground on both sides at once, to remove all lumps 
from the plate and give uniform taper over all. So 
the taper from teeth to back is uniform on both 
sides, requiring less set and making the saw run 
far easier. In fact, Simonds complete quality- 
control writes a guarantee that Simonds Crescent- 
Ground Cross-Cuts will cut more timber with less 
effort, and stay sharp longer between filings. 


SIMONDS SAW AND STEEL COMPANY 


1350 Columbia Road, Boston 127 So. Green St., Chicago 
228 First St., San Francisco 520 First Ave., So., Seattle 
~’ 3115S. W. First Ave., Portland, Ore. 









* Bought Your 
Bonds This Week? 














CONSERVE YOUR TOOLS 





“TIPS”, THE GOOD GREMLIN FROM FAIRMOUNT 
TOOL WILL HELP YOU DO THE JOB RIGHT 


1014 x 15” reproductions of the above 
illustration for posting in your shop, 
will be sent to you upon request. 


This advertisement is a part of The 
Fairmount Tool Victory Drive,tool 
conservation campaign. 


Hand Tools * Special Tools * Forgings 





TOOL & FORGING CO. 


*& He W& 10619 QUINCY AVE. CLEVELAND, OHIO 
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Westinghouse Inaugurates Program 


to Train New Army of Service People 


As an aid to the new army 
of service men and women, to 
dealer employing them and the 
the Westing- 
Appliance Divi- 
sion at Mansfield, Ohio, has 
launched a _ combination 
servation and program, 
called “Conservice,” 
to an announcement 


customers served, 


house Electric 


service 


Service Department. “Conserv- 

ice” is a combination of con- 

servation and _ service. 
Completely equipped Con- 


service training schools manned | 
by Westinghouse service experts | 


will be held throughout the | 
country beginning this month, | 
calling on dealers in all terri- 


tories. Dramatic films, illustrated 
manuals, simple discussions and 
the funda- 


| ee . 
mentals of electricity, home wir- 


m ‘ y 
| among 


ing operations and maintenance | 


of household appliances will be 
the 


| the schooling. 





first day, basic training: 


| third 





The training of inexperienced 
service people, however, is but 
one of the three main objectives 
of Conservice. The entire nation- 
wide 
educate customers in the proper 
care and use of appliances to 
lengthen the life of equipment 
and 
calls; 
renewal parts by showing service 


program is designed to 


prevent needless service 


promote conservation of 
people how to repair old parts, 
and be rebuilding at the factory 
the parts returned; help 
dealers quality service 
by informing the training service 
workers providing 


used 
provide 
and by re- 
newal parts. 

Dealer Conservice schools will 
start March 22 and dealer ses- 
sions will be three day schools, 
made up of three eight-hour ses- 
sions. The program will be 
second 
refrigerator and _ range; 
laundry equipment, 
water heaters and small appli- 
ances. 


day, 
day, 


Basic training will cover the 


fundamentals of electricity, the | 


con- | 
according 


by L. K.| 


Baxter, manager of the Division’s | 


features included in | 


subject. Plans call for four 
films, basic, refrigerator, range 
and washers-ironers. 2— The 
props need to illustrate the va 
rious points, including charts. 
samples, display boards, et: 





L. K. BAXTER 


| There will be props for each 
subject. 3——-The Conservice 
maintenance guides containing 
complete illustrated instructions 
for the repair of Westinghouse 
appliances. Five guides have 
been prepared on the following 
subjects: basic, refrigerator. 
range, washers-ironers and water 


heaters. 

Dealer schools will be set up 
on the basis of doing two jobs. 
giving the man the basic infor- 
mation about the product and 
to fix” information on the 
During the 
heavy em- 
phasis will be placed on training 
conserve 


“how 
things he can fix. 
Conservice schools, 
service personnel to 
vital materials. One of the ways 
this will be accomplished is by 
giving customers various tips on 
how to take good care of their 
appliances and even make minor 
repairs. In addition to conserv- 
ing repair parts, this will aid 
need 


materially in preventing 


less service calls. 





refrigeration cycle, electrical 
circuits and other information| OMAHA HARDWARE CLUB 
given to a man or woman taking| ELECTS WILMOTH PRES. 
up service work for the first} At the January meeting of the 
time. There will be work for the} Omaha Hardware Club E. G 
students to do in the form of| Wilmoth, Johnson Hardware. 
simple projects such as splicing| was elected president, Emil 
cords and repairing appliance | Pipal, Pipal Hardware, was 
plugs. named vice-president, and Leland 
The plan of each school will | Reifschneider, Reifschneidrer 
be built around: 1—a 30-minute! Paint & Glass Co., secretary 
sound slide film covering the | treasurer. 
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OLIVER APPOINTS POST- 
WAR COORDINATOR 


[Theodore F. Smith, president | 
of Oliver Iron and Steel Corp., 
Pittsburgh, Pa., announced the | 
appointment of E. C. Eaglen to | 
the position of co-ordinator of | 
post-war planning for the com 
pany. Mr. Eaglen was formerly | 
sales engineer of pole line ma- | 
terials for Oliver, and has had | 
many years of experience in pro- | 
duction, engineering and sales. 

Mr. Eaglen’s new duties will | 
embrace’ studies of Oliver’s | 
present products and manufac- | 
turing facilities, the future de- | 





E. C. EAGLEN 


mand for bolts, nuts, rivets, pole 
line materials and other Oliver 
products for use throughout in- 
dustry, including the railroad, 
automotive, construction, ship- 
building, electrical and _ indus- 
trial fields. In addition, Mr. | 
Eaglen will investigate new prod- | 
ucts and new uses for present 
products with particular refer- 
ence to future requirements and 
conditions. As coordinator of | 
post-war activities he will for- | 
mulate a Market Development 
and Research plan to guide the | 
engineering and manufacturing | 
departments in the development 
of new products for manufacture 
after the war. 





HERRNSTEIN IS GUEST 
OF POT & KETTLE CLUBS 


\. E. Herrnstein, president, 
National Retail Hardware Asso- | 
ciation, was the chief luncheon | 
speaker at a recent meeting of | 
the Los Angeles Pot & Kettle 
Club. He has been a guest at 
several west coast Pot & Kettle 
Club luncheons during his visit 
to the Pacific Coast. 

Mr. Herrnstein spoke on “The 
Survival of the Hardware and 
Housewares Industry During 
Wartime.” After pointing out 


MARCH 18, 1943 


| 75th 


sence from 
surer and export manager of | 
Oliver Bros., Inc., 421 Canal St., 
New purchasing | CONNERS VILLE e 
agents. 


é 


| that our most important job was 
| the winning of the war he said 


in part, “Our job is to go into 
the ‘white’ market, buying and 






A. E. HERRNSTEIN 


selling those items which have no 
priority handicaps. We should 
add new lines and departments 


| of proven worth, then develop a 


forward looking stock.” 

This meeting also marked the 
birthday of Wilbur Mc- 
Cune, Wagner Mfg. Co., one of 
the founders of the National 
Association of Pot & Kettle 


| Clubs. 


LEONARD OLIVER NOW 
IN OFFICE OF EXPORT 


Leonard Oliver is now serving 
in Washington, D. C., as an ad- 
ministrative officer in the Ex- 
porters Service Division, Office of 
Exports, Bureau of Economic 
Warfare. He is on leave of ab- 





LEONARD OLIVER 


his duties as trea- 


York City, 
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It’s Ability Coordinated that 
counts most coordinating 
+ sources of supply with skilled 
MAN?’S craftsmen, to meet a demand. 
LIFE The experience we gained in 
Gee in serving the American home— 
ee ee seein for the process 
your loca é ‘ : : 
Red Cross industries — comes in mighty 
ee handy now that we’re serving 
your blood ALL American homes—manu- 
os Spa facturing for the armed forces! 
who are 
willing to And when we return to our 
a a “home work’’ it will be with 
you. broader abilities, coordinated to 
meet the demands of PEACE. 








AMERICAN 
CENTRAL 


MANUFACTURING CORPORATION 
INDIANA 
MANUFACTURERS TO INDUSTRY AND THE AMERICAN HOME 
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when you go after 
War business 


When you go after building hardware on a 
war job, you'll find it pays to add the plus of 
McKinney to your quotation. 

Two good reasons: 

The name McKinney has represented quality 
and precision manufacture for more than 75 years. 

With diversified war production added to its 
regular hardware line (the making of parts for 
numerous war items from aircraft to hand 
grenades and landing mats to tanks) McKinney 
is better known than ever before among war 
producers. 

First consider McKinney for wartime building . . . 
then talk McKinney and display McKinney for 
building after the war. 





| ored at a recent goodwill dinner 


ALBANY HARDWARE 
HOLDS ANNUAL MEETING 


At the annual meeting of the 
board of directors of the Albany 
Hardware & Iron Co., wholesale 
hardware distributors, Albany, 
N. Y., held March 1, William C. 
Dearstyne was elected president. 
Other officers elected are: Henry 
J. Funk, Arthur E. Stephens, 
Raymond — E. 
Foskett, vice-president and man- 
ager; Harold L. Warner, trea- | 
surer, and William D. Dear- | 


vice-presidents ; 





WILLIAM C. DEARSTYNE 





styne, secretary. Directors: 
William C. Dearstyne, Harold L. | 


| Warner, William D. Dearstyne, | 


Dudley H. Robinson and Edwin | 
L. Fowler. 





LT. R. M. BALLINGER 


son of Charles Ballinger, sales 


representative for Landers, 
Frary & Clark, New Britain, 
Conn., now in North Africa 
with the Army Air Force. After 
receiving his wings, Lt. Ball- 
inger was sent to England and 
later transferred to Africa. He 
enlisted in the Air Force on 
Dec. 26, 1941, 19 days after 
Pearl Harbor. 


WALTER DODGE WILL 
TALK TO BOOSTERS 


Walter B. Dodge, director of 


| sales, The Yale & Towne Mfg. 


Co., will address the March 26 
meeting of the Hardware Boost- 
ers, at Miller’s Restaurant, 144 


| Fulton St., New York City, on 


the subject, “Selling In the Post- 


| War Period.” Dinner will be 


PITTSBURGH DEALERS 
HONOR LEE KELSO 


L. S. Kelso, president, Penn- 
sylvania & Atlantic Seaboard 
Hardware Association, was hon- 


given him by members of the 
Pittsburgh Hardware Association 
at the Fort Pitt Hotel, Pitts- 
burgh. Sixty-five members and 
guests attended the gathering. 
Mrs. Fletcher Hodges, Red | 


Cross worker, made a plea for | 





| blood plasma and for funds to | 


help the organization in its far- 
flung activities. Frank Hegner, | 
Sewickley, spoke of planned ac- 
tivities of the Trade Relations | 
Council, and Earl Monroe, presi- | 
dent of the Pittsburgh associa- 
tion, presented the honored 
euest. Mr. Kelso talked of ac- 
tivities of NRHA and of PASHA. 
Dr. Vincent W. Lanfear, Dean, 
School of Business Administra- 
tion, University of Pittsburgh, 
gave some interesting and perti- 
nent facts and figures in his | 
comparison of costs, inflation and | 
taxes during the first World War 


| and at the present time. 


| served at 6:30 P.M., Mr. Dodge 


making his address about 8:00 
P.M. 

All hardwaremen will be wel 
come at the meeting, and for 
dinner, which will be served to 
non-members at $1.50. Those not 
wishing to come for dinner will 
be welcome to come to hear Mr. 
Dodge and to stay for the meet 
ing to follow. 





WALTER B. DODGE 


HARDWARE ACE 











Ar, 


The 


Mo 


Ac 
& C 
many 
comfy 
supp 
a di 
ture 
knoe 
spon; 
fishir 
plete 
Cuba 
spony 

It 
ever, 
has « 
that 
dican 
expel 
and 
Navy 
not d 
gram 
const 
ment. 
locate 
of Nz 
and s 
result 
spong 
tion { 
dition 
distri 
specif 
prior 
rather 
price 

Th 
nearh 
is the 
that 1 
seameé 


difficr 


MAI 





ales 
lers, 
ain, 
rica 
fter 
sall- 
and 

He 


ifter 


r of 
Mfg. 
1 26 
0st- 
144 
, on 
ost- 
be 
rdge 


8:00 


wel 

for 
d to 
‘not 
will 
Mr. 


neet 


‘GE 











Army-Navy “E” Production Awards 
Of Interest to the Hardware Trade 


Congoleum-Nairn, Inc., Kearny, N. J. 
The B. F. Goodrich Co., Akron, Ohio, Niagara Falls, N. Y., plant. 
Vermont Tap & Die Corp., Lyndonville, Vt. 


ne NATURAL 


_ SPONGES 


o 





“Handy” Sponge 
Chenille Covered 
35c, 50c, 75c, $1.00 


“Handy Maid” Sponae 
Cloth Covered 
25c, 35c, 50c, 75¢ A 





Most 1943 Sponges Will Come From 


Cuban Markets, Says Rhodes & Co. 


According to James H. Rhodes 
& Co., Chicago, IIl., there are 
many circumstances today which 
complicate and curtail the sponge 
supply. Two years ago the blight, 
a disease that affects the struc- 
ture or the skeleton, practically | 
knocked out the supply of 
sponges in the Nassau-Bahaman 
fishing waters. This put com- 
plete reliance upon the remaining 
Cuban and Florida types of 
sponges. 

It is the Florida market, how- 
ever, from which most volume 
has come in the last two years, 
that is in the most serious pre- | 
dicament today. Many of the| 
experienced sponge fishermen 
and divers have gone into the | 
Navy. Inasmuch as sponges do | 
not directly fit into the war pro- 
gram, sponge fishing does not | 
constitute an occupational defer- | 
ment. The fishing grounds are 
located pretty much at the hub 
of Navy coastwise shipping lanes | 
and surveillance by the Navy has 
resulted in sharp regulations of 
sponge fishing waters. In addi- 
tion to this, unsettled price con- 
ditions for fishermen, packers and 
distributors are also present. No 
specific product ceiling applied 
prior to the March 15 freeze but 
rather applied after the general 
price freeze. 

The Cuban situation is not 
nearly as complicated today as 
is the Florida picture. It is true 
that there are some shortages of 
seamen and some transportation 
difficulties, but the supply ap- 
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| Harry 


Be ready when your customers call 
for “HANDY MAID” or “HANDY” 
Chenille... for here’s a profitable answer 
to the sponge shortage and skyrocket- 


pears to be more certain from | 
this market. In addition, price | 
rises on Cuban goods have not 
been as sharp as on Florida 
goods in the past few years. | ing sponge prices. 
Decorators, potters, car washers, | 

window washers and industrial | 

users will be looking more and 
more to Cuba at least for the 
current year. 


People who prefer Natural Sponges 
for many types of cleaning will read about 
“Handy Maid” and “Handy” in national 
| magazines ... and they will come to you 
ready to buy because “HANDY MAID” 
and “HANDY” Chenille are Genuine 
Natural Sponges, selling at prices most 


ST. LOUIS HOUSEWARES 
CLUB ELECTS OFFICERS 


The St. Louis Housewares | 
Club recently elected Pete Les- | 
sard, Brown Supply Co., as its | 
J. McKay, Gen- | 
eral Electric Supply Co., was 
elected first 
Ernest J. Camos Co., second vice- 
president; J. M. Moore, Union | 
Electric Co., secretary, and 
Charles F. Kroemeke, Charles F. 


people are glad to pay. 


president. —L. 


vice-president ; They’re genuine Natural Sponge pieces 
enclosed in suitable covers as shown — for 
friction, desired shape and greater wear. Soft 
x hig “ee and pliable when wet . . . hold plenty of water 
roemeke, Inc., treasurer. Irving | ‘ 2 a ne 

Cepieaimeste. Bintan Blecaie | ... will not drip. Sell “HANDY MAID” for 
Mfg. Co., was named sergeant-at- ordinary household cleaning . . . “HANDY” 
arms. The directors elected are: . : 

Becher: 1B. Steele, | Chenille for heavy duty and Bath and Toilet use. 


Glassco Electric Co.; Dean 


| Whiteman, Westinghouse Elec- 


tric & Mfg. Co., and C. W. Demp- | SCHROEDER & TREMAYNE, Inc. 


sey, Shapleigh Hardware Co. 
ST. LOUIS, MO., 1711 Delmar Blvd. 
NEW YORK, N.Y., 291 Church St. 
MONTREAL, CANADA, 455 St. Sulpice 


Please address nearest division 
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Otto Niemann, Aluminum 
Goods Mfg. Co., the retiring 
president, reported that the club 
had a membership of 116. A 
contribution of $40 was made te 
the American Red Cross and $10 | 
to the Infantile Paralysis cam- 
paign by the club. 














DISCOVER THE SECRET 
OF PERFECT IRONING— 








make this 


es unlite 


Milorproof 


TEST TODAY! 







Pour water on the 
Koroseal* surface. 
Watch the "Water 
Drag” roll away , 

















the difference! 


The discovery of Water Drag (resistance of wet pad to 
heated iron) was the first step in releasing 1,000,000 
users from needless ironing fatigue. It is only one of 
the reasons for this patented waterproof . . . time- 
saver... ironing pad. It will save 20% of the electric- 
ity used for ironing and one hour out of every five of 
ironing time. These are real savings, too, that actually 
save the first cost of the pad over and over again. 








Yes, Sunlite is the only pad in the world that’s Water- 
proof! No other pad is like it! No extra strokes are 
needed with the pad that wins every speed test. It re- 
moves the drudgery from ironing . . . saves time for 
today’s busy housewife. 


Cash in on the growing consumer preference for the 
Sunlite Waterproof Ironing Pad. Sold from Coast to 
Coast by the best Electrical and Hardware Distributors 


*A trade mark of the B. F. Goodrich Co 





THE SUNLITE MFG. COMPANY 


MILWAUKEE, WISCONSIN 


Sunlite 
IRONING PA 


IRON PERFORM BETTER 
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ANY 


| from necessary wartime measures 


| tisement deals 
| y . 
| with a food or refrigeration sub- 


| at this time because of the ra- 


| make it, how to keep it and 
| ways to use it. This advertise- 


| how to defrost in 15 minutes. It 
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Frigidaire Campaign to Help Women 


Solve Wartime Refrigeration Problems 


The Frigidaire Division, Gen- 
eral Motors Corp., Dayton, Ohio, | 
is now introducing a new adver- | 
tising campaign which offers 
wartime help to women faced 
with new food and refrigeration | 
problems. The campaign is being 
announced currently to Frigid- | 
aire dealers in a special presen- 
tation book and also to the trade 
in this issue of Harpware AGE. 

“One of the distinguishing | 
features of this wartime adver- | 
tising,” according to L. A. Clark, | 
Frigidaire advertising and sales 
promotion manager, “is the way 
it provides for active participa- 
tion, thus helping the dealer to 
maintain his identity with Frig- 
idaire and to build good will in| 
his community. By providing a 
definite dealer tie-in of this kind, 
essentially in the same manner 
that proved so successful in 
former years, we believe we have 
an out-of-the-ordinary campaign 
which will be of real and mutual 
benefit both to our dealers and 
their customers.” 

The advertising theme comes 





that are changing the eating and 
buying habits of the nation and 
creating many new food and re- 
frigeration problems. Each adver- 
authoritatively 


ject. For example, the first ad- 
vertisement is designed to be 
especially interesting to women 


tioning of canned goods. The 
subject is soup stock, how to 


ment is typical of the others in 
the series. The second adver- 
tisement gives timely illustrated 
information on the storage and 





| freezing of all kinds of meat. 


Key feature of the dealer tie- 
up is an invitation in every ad- 
vertisement to visit the local 
Frigidaire dealer to secure a 
free copy of Frigidaire’s War. | 
time Suggestions Booklet, which | 
the dealer receives entirely with- | 
out charge. This booklet origi- | 
nally introduced a year ago, has | 
been revised and enlarged to 36 
pages. It contains many prac- 
tical suggestions, such as how to 
keep meat, what to keep in a re- 
frigerator, what to leave out and 


gives tested wartime recipes and 
other helpful points on how to 
make a refrigerator serve bet- 
ter and last longer. 

Other tie-in features include 
an easel display supplied free of 
charge to the dealer for use in 





his window or store. Besides 
merchandising the advertisement 
itself, this display features a fre: 
offer of the Wartime Suggestion- 
Booklet. 


McNEILL ADDRESSES 
HDWE. TRADE ASSN. 


Hon. Edward MeNeill, th 
Deputy Attorney General of the 
State of New York, addressed 
the Hardware Trade Association 
of New York at its Feb. 17 
meeting. His subject was “The 
Background For War.” 

The meeting was attended by 
43 members and guests. M. L. 
Langel, president, welcomed two 
new members into the associa 
tion. They are: J. W. Smith, 
Holo-Krome Screw Corp., and 
Charles McKenzie, Standard Tool 
Co. Among the guests present 
were: W. McDonald, Standard 
Tool Co.; Ed Moore, Steinman 
Hardware Co.; Ed Welty, WPB; 
William Simpson, Mellen, Flam- 
man & Simpson; E. C. Seifert, 
Hardware Mutual Casualty Co.. 
and Mr. Hass, Consolidated Edi 
son Co. 


J. TIERS BECOMES 
OFFICER CANDIDATE 


Joseph Tiers, assistant general 
sales manager, Proctor Electric 
Co., Philadelphia, Pa., has ob- 
tained a leave of absence from 
the company and enlisted in the 
U. S. Army as a volunteer off- 
cer candidate. At present he is 
stationed at Aberdeen, Md. 











N. H. KILEY 


Secretary, New York State Ke- 
tail Hardware Association, who 
was reelected at the convention 
of that organization held Feb. 
9 and 10, at the Hotel Syracuse, 
Svracuse, N. Y. 


HARDWARE AGE 
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KOSTER INSTALLED AS 
PRES. OF NEW WORLD 
LEAGUE 

E. C. Koster, vice-president and 
general manager of Vichek Tool 
Co.. Cleveland, Ohio, was _ in- 
stalled as the new president of 





E. C. KOSTER 
the New World League at a 


pre-Lenten inauguration ball re- 
cently held at the Hotel Statler 
in Cleveland. 

{ director of the Rotary Club 
and a member of the Chamber of 
Commerce, Mr. Koster succeeds 
James Strnad, president — of 
Lempco Products, Ine. 


CHICAGO ASSN. MEETING 
ATTENDED BY 125 

The meeting of the Chicago 

Retail Hardware 

held Feb. 26 at the 

and Manufacturers’ 


Merchants’ 
Club in the 
Merchandise Mart, Chicago, was 


) city. 


cher-Schene Hardware & Lumber 
Co., presided as toastmaster and 
Daniel Bartlett, prominent local 
attorney was the speaker. The 
minutes of secretary Peter Baer- 
veldt, United Lumber Co., were 
postponed for the next meeting 
at which time election of officers 
will be held. A’ group 
present from Kansas City as were 
other guests including Capt. Al- 
bert J. Prince, U.S.M.C., formerly 
a sales representative of Franci 
Keil & Sons, New York City, and 
City Plating & Mfg. Co., St. 
Louis, Mo., and Kenneth C. War- 
ner and Chas. J. Heale of Harp- 
ware Ace. After dinner a num- 
ber of interesting entertainment 
features were provided for the 


were 


| gathering. 


BOOSTERS HEAR TALKS 
ON SCOUT ACTIVITIES 

Two Boy Scoutleaders and six 
talked to 


scouts more than 25 
members and guests who at- 
tended the Feb. 26 meeting of 


| which 


Association, | 


the Hardware Boosters at the 
Advertising Club, 23 Park Ave., 
New York City. Joseph A. Neu- 


mann, Neighborhood Commis- 
sioner, Queens District 4, Boy 


Scouts of America, said scouting 
is a program, not an organiza- 
tion and that the only thing from 
“we can make a man is 
a boy.” He traced the growth 
of scouting in this country, point- 


President Ray Bohn, Mele- , 


ing out that there are now nearly | 


1,500,000 Boy Scouts in the 
United States, told of their ser- 


vices to the nation during the | 
| first World War and of some of | 


their work in the 
New York City 


have collected more than 7,500,- 


present war. 


scouts, alone, 


| 000 Ibs. of waste paper and an 


attended by 125 members and 
guests. 

Those present heard Frank | 
Novotney and Verne Hedwick, 


who gave an interesting talk on 


curtailing and saving delivery 
expenses. Mr. Vondrak, presi- 
dent of the association, then 
introduced Joseph : # Meek, 


managing director of the Hlinois 
Federation Retail 


who spoke on the 


equivalent amount of scrap rub- 


ber, in addition to more than half | 
|a million 


pieces of scrap 


| minum. 


Association | 
subject of | 


“More Goods for Civilian Use.” | 


After the talks, an 


interesting | 


picture was shown etitled, “The | 


Art of Brush Making and 
Brushes Go To War,” through 


the courtesy of the Rubico Brush 
Co. 


HAGER HINGE HOST TO 
ST. LOUIS HDWE. CLUB 


C. A, Hager & Sons Hinge Mfg. 
Co., St. Louis, Mo., was host at 
dinner to 80 members and guests 
of the St. Louis Hardware Club 
on Tuesday, Feb. 23, 1943, at the 
Missouri Athletic Club in that 
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alu- | 


Under guidance of William F. 


Chester, Scoutmaster, Troop 274, 
Queens Council, B.S.A., six scouts 
of different ranks—from tender- 
foot to life scout—demonstrated 
first aid, fire making without 
matches, knot tying, ete. The 
briefly outlined the 
tests they had 
attain those 


boys also 
which 
order to 


various 
taken in 
ratings. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 95 











Let’s Hasten the Day 








Each day brings us nearer to that 
happy day when the boys come home and 
to the victory that will usher in a new 
era of peaceful living — an era of new 
comfort for millions who have lived on the 


border line of “haves” and “‘have nots.” 


This expanded, untouched market 
will furnish a tremendous opportunity for 
the hardware dealer who sells Youngstown 
Pressed Steel kitchens, because — 


THOUSANDS of new homes will be 


built. 
* 


THOUSANDS of houses remodeled. 
7 

THOUSANDS of YPS cabinets will be 

called for to be added to YPS kitchens 


alweady installed. 
* 


THOUSANDS of new prospects for 
YPS kitchens will be created by con- 


tinued consumer advertising. 


When Youngstown Pressed Steel re- 
turns to the manufacture of kitchen 
equipment, it will have new features for 
added kitchen convenience. In the mean- 
time, if you want to be put on the mailing 
list to receive information on Youngstown 
Pressed Steel post-war kitchens, just send 
your name to Dept. HA-343. 


TODA Y—Invest in Victory by buying War Bonds and 
PLAN for your Post War business. 


YOUNGSTOWN PRESSED STEEL DIVISION 
MULLINS MANUFACTURING CORP. 


WARREN, OHIO 


Its OUR WAR lets fight it NOW/ 
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IXYGEN 


Save Time 

Meyercord Decals are famous for ease and 
speed of application. Nameplates, tradeniarks, 
patent data, serial numbers, inspection and 
instruction data, airplane instrument panels, 
dial faces, Air and. Tank Corp insignia are 
applied faster, and with tamper-proof 
permanence, 


Save Critical Metals 


Meyercord Decals repiace metal and save 
weight. They present a perfect alternate to 
metal and etched name plates and release 
large quantities of critical metals to vital 
fabrications for the Armed Forces. 


Increase Visibility 

Meyercord Decals possess the maximum of 
visibility, legibility and uniformity. Any num- 
ber of colors can be used. They are washable, 
cleanable, stay ‘“‘put’’—stay bright and colorful. 


oJ J 
Go on any Surface 
Meyercord Decals are successfully applied to 
many surfaces and finishes including: 


Metal Varnish Porcelain 
Wood Shellac Leather 
Glass Lacquer Cloth 
Plastics Enamel Rubber 


Varying types of surfaces, for interior and ex- 
terior use, ranging from machines in fume- 
infested shops to airplanes flying the strato- 
sphere are identified with Meyercord Decals. 


Free Design and 

Technical Service 

If you have an identification problem you are 
invited to consult with Meyercord Decal engi- 
neers on design and application. No obliga- 
tion. Address Department 114. 


FAST * COLORFUL * DURABLE 


Vale MEYERCORD CO., 5323 W. Lak 


MEYERCORD DECALS 
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IDENTIFICATION 


e St., Chicago, Ill 














OBITUARIES 








EDWIN L. EMPKIE 
Edwin Lewis Empkie, treasurer 
of the Dutton-Lainson Co., whole- 
salers and manufacturers, Has- 
tings, Neb., died in that city on| 








EMPKIE 


EDWIN L. 


Feb. 16. He had been ill only a 
few days and following an opera- 
tion failed to recover. 

Mr. Empkie came to the Dut- 
ton-Lainson Co. in 1930 from 
Omaha where he had been asso- 
ciated the Lee-Kountze 
Hardware Co. His father found- 
ed the Empkie Shugart-Hill Co., 
Council Bluffs, Iowa, in 1872 and 
Mr. Empkie gained his early ex- 
his father’s whole- 
sale hardware He held 
the office of treasurer until the 
business was consolidated with 
the Lee-Kountze Co. 

Surviving are his widow and 


with 


perience in 
house. 


one daughter. 


HARVEY SEWARD 
Harvey Seward, 70, chairman | 
of the board of the American | 
Hardware Corp., Pittsburgh, Pa., 
died on Feb. 17 at his home in 
Petersburg, Va. He had _ been 
active in business until about 
two weeks prior to his death, but 
had been in ill health due to a| 
heart condition for some time. 
Mr. Seward’s father, the late 
founded _ the 





Simon Seward, 
American Hardware Corp. many | 


years ago. 


BENJAMIN SOMMERS 


Benjamin Sommers, 82, chair- 
man of the board, G. Sommers 
& Co., hardware and dry goods 
wholesaler, St. Paul, Minn., died | 
recently in his home in that city, 
after a long illness. 


| 
| 
| 
— | 
| 
| 





For 47 years Mr. Sommers had 
made regular buying trips for the 
company and had been president 
for many years. 


Surviving are his widow, Mrs. 
Dora Sachs Sommers, one son 


and two daughters. 


ELIJAH T. HARRIS 


Elijah T. Harris, 90, president 
of the Payson Mfg. Co. and 
Harris & Reed Mfg. Co., both of 
Chicago, IIl., passed away re- 
cently in the West Suburban 
Hospital, Chicago, following an 
operation and a long illness. 

His death ends a business ca- 


reer which began before the 
great Chicago fire, and which 


was closely related to Chicago's 
history and growth ever since. 
Until the time of his last ill 
ness, he was active in the man- 
agement of the two 
manufacturing concerns of which 


hardware 


he was president. 

His early busisness training 
was with his father in the S. H. 
Harris Safe & Vault Co. which 
was in active operation prior to 
the Chicago fire. He established 
his own business in 1875 and re- 
mained from that 
time on in metal goods manu 
facturing. Harris & Reed Mfg. 
Co. was an outgrowth of his 
original venture. He became as 
sociated with the Payson Mfg. 
Co. about this same time and 
took over complete control about 
1907. Mr. Harris was an honor: 
ary director of the Mississippi 


continuously 


Valley Association, a director 
for 25 years of the Illinois 
Manufacturers Association. 

Surviving are two sons, E. 
Preble Harris, vice-president. 
Payson Mfg. Co.: Victor F. 


Harris, president, Harris & Reed 
Mfg. Co., and three daughters. 





ELIJAH T. HARRIS 
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Five Used Farm Machine Items 
May Not be Sold in Combination 


Sales of used wheel tractors, | 


combines, corn pickers, corn 
binders, or power-operated hay 
balers in combination with other 
farm equipment com- 
modities were prohibited recently 
by the Office of Price Adminis- 
tration. 

Amendment 3 to Maximum 
Price Regulation No. 133 (Retail 
Prices for Farm Equipment) 
establishes ceiling prices for the 
five used farm machines. Where 
the portion of the price attrib- 
utable to the uncontrolled item 
is in excess of its true value, the 
excess is really an amount paid 
for the controlled item over and 
above its maximum price. This 
is a violation of Maximum Price 
Regulation No. 133. 

Amendment No. 4 to Regula- 
tion No. 133, effective Feb. 26, 
expressly provides that this type 
of sale is a violation of the regu- 
lation and, with one minor excep- 
tion relating to special imple- 
ments, requires these items to be 
sold separately. 


used or 


This type of sale and the com- 
bination sale are both prohibited 
by the new amendment. Accord- 
ing to its provision no one can 
sell or negotiate the sale of a 
used wheel tractor, combine, corn 
picker, corn binder or 
operated hay baler jointly with 
any other items of farm equip- 


power 


ment or other commodity for a | 


lump sump. These items must be 
sold separately no matter whether 
the sale is made by a dealer, a 
farmer, or an auctioneer. In ad- 
dition, no one is permitted to 
sell or negotiate the sale of an 
uncontrolled item of farm equip- 
ment or other commodity with 
the understanding that the pur- 
chase carries with it an option 
to purchase one of the controlled 
items. 


An exception has been made, | 
however, in the case of imple- | 


ments which are specially de- 
signed for mounting on one of 
the controlled items. This refers 
chiefly to implements which may 
be mounted directly on tractors 
such as plows, planters and 
mowers, as distinguished from 
implements which are drawn be- 
hind the tractor. Such imple- 
ments may be sold either sepa- 
rately or in combination with the 
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machine for which they were 
designed. When sold as a unit, 
the maximum price of the unit 
is the sum of the maximum prices 
of each of the items comprising 
the unit. The maximum price of 
each of the items comprising the 


unit is 85 per cent of the last 
published manufacturer’s — sug- 


gested retail price for the same 
equipment when sold new, if the 
used equipment was itself sold 


new less than one year ago. 
Otherwise, 70 per cent of this 


suggested retail price should be 
used. 

The same percentage ceilings 
apply to sales by farm equipment 
dealers except where such ma- 
chines are reconditioned and 
guaranteed for 30 days. In this 


the 


latter case, maximum price, 


| depends upon the acquisition cost 


| to 


the dealer and the cost of 
parts and labor used in recon- 
ditioning, but it must not exceed 
95 per cent of the manufacturer’s 
retail for the 


same machine new. Sales of used 


suggested price 
farm equipment by dealers have 
been under price control since 
May 11, 1942, when 
Price Regulation No. 133 became 
effective. 


Maximum 








CMP Reg. 7 Provides Standard Form 
of Certification Validating Delivery 


Another step in the series of 
simplifications of Controlled Ma- 
terials Plan procedures was re- | 
vealed recently Harold | 
Boeschenstein, Director of the | 
CMP Division of the War Pro- | 
duction Board, announced that a 
forthcoming regulation, CMP 
Regulation No. 7, would provide 
a single standard form of cer- 
tification which may be _ placed 


when 


on ary delivery order, in lieu of | 
one or more of the other forms | 
now required for use in varying | 
circumstances by CMP Regula- 
4 and 5. The earlier 
forms, however, may still be used | 
in the appropriate circumstances | 
| 


tions 3, 


if a controlled materials pur- 
chaser so chooses. 
CMP Regulation No. 7 will 


provide that any delivery order 
under the Controlled Materials 
Plan may be validated by endors- 
ing it or accompanying the order 
with a certificate, in substantial- 
ly the following form, signed 
manually or with a facsimile sig- 
nature as provided in Priorities 
Regulation No. 7: 

“The undersigned purchaser 
certifies, subject to the penalties 
of Section 35 (A) of the United 
States Criminal Code, to the 
seller and to the War Produc- 
tion Board, that, to the best of 
his knowledge and belief, the 
undersigned is authorized under 
applicable War Production Board | 
regulations or orders to place 
this delivery order, to receive the 
item (s) ordered for the pur- | 
pose for which ordered, and to | 
use any preference rating or al- | 
lotment number or symbol which | 
the undersigned has placed on 
this order.” 

If an applicable CMP es 





tion requires that an allotment 


number symbol, preference 
rating or other identification be 
included in a_ certification, it 
must be placed on the delivery 


or 


order if the form above is used. 


Use of this standard form by 
those who wish to take advantage 
f it will obviate the necessity, 
otherwise arise in 


which will 


| many cases, of placing several 


| 


different certifications on a single 


| order. 








PD-1A Applications May be Filed 
With 131 WPB District Offices 


Another long in 
centralization of War Production 
Board activities was made pub- 
lic recently when Chairman Don- 
ald M. Nelson announced a new 
WPB administrative order which 
directs that, after March 1, ap- 
plications for priority assistance 
on Form PD-1A be filed with the 
nearest of the 131 WPB district 


offices, and authorizes the 12 re- 


step 


gional offices, beginning March 
15, to assign preference ratings 
on PD-1A certificates to deliv- 


eries of materials valued at $100 
or less. 

Mr. Nelson said that the pre- 
liminary value limitation of $100 
would be progressively stepped 


the de- | 


up the field offices assume 
greater responsibilities and he 
expected that within six weeks 
more that 80 per cent of all 
PD-1A applications would be 
handled entirely by the regional 


as 


offices. 
Under the 
which will simplify greatly the 
problems of businessmen and 
others needing occasional priority 
assistance, WPB’s field offices 
will be responsible for seeing 
that all PD-1A applications are 
properly filled out and will for- 
ward them to Washington, or to 
the regional offices if they fall 
within the value limitations set 


new procedure, 


by the order. 








PURCHASE CERTIFICATES 
FOR 1 ROW, HORSE 
DRAWN RIDING TYPE 

CULTIVATORS 


Purchase will be 
needed to buy horse- 
drawn cultivators of the riding 
type, previously unrationed, un- 
der an amendment to Food Pro- 


certificates 
one-row, 


duction Order 3, the Department 
of Agriculture said recently. 
Purchase certificates, needed to 
buy rationed farm machinery and 
equipment, are issued by county 
farm rationing committees. 


The amendment also provides 
that the Department will no 
longer control distribution 
manufacturers of garden planters 
and of two-row or larger horse- 
drawn cultivators of the riding 
type. Under WPB Order L-170, 
none of the two-row and larger 
horse-drawn, riding type cul- 
tivators are being manufactured 
in 1943. 

In the past, about 40 per cent 
of the riding type, horse-drawn 
cultivators were sold in the corn 
belt. They are used extensively 
in other sections, however. 


by 
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-Now is the time 
to build a reputation as 


‘Headquarters of quality Paint’ 


* Good finishes never before 
assumed quite as much importance. 
They're needed now to protect, preserve 
and make things last longer, and there’s 
no excuse for cheap materials. Sell your 
customers Martin-Senour finishes. Estab- 


lish your store as headquarters for good 


& waar ® 





paint with this quality 














FSENOUR | 










THE MARTIN-SENQUA C0. 
She Mouse of 2uatlily \ ZZ: | 


Branches and Distributors 





2520 QUARRY ST. 
CHICAGO, ILLINOIS 


in Principal Cities 








Youd Be Ha 
and So WW CE cos 't it be 


swell if we could fill just half the orders you and our 
other good friends are sending us? You’d be happy, so 
would your customers and so would we. But right now, 
we’re putting our shoulders to the wheel for Uncle Sam 
—turning out many things Uncle Sam needs to make 
life miserable for Hitler, Hirohito and Benito. We’re 
doing all we can to speed the day when we can again 
turn our energies to the production of the household 
metalware you want... when we won’t have to say... 
“Sorry ... but war orders must come first. 


SCHLUETER 
facturing Cx STLOULS 


Of a HOUSEHOLD META 









WERS LWARE 
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| forth in Schedule I 


| ing products not subject to the | 


‘1-236 Amendment Further Limits 
Builders’ Hardware Items 


Schedule 1 are builders’ finishing 
hardware, cabinet locks and pad- 
locks for use: 1—On or in any 
ship or vessel; 2—in the opera. 


The number of builders’ fe | 
ishing hardware items WPB per- | 
mits to be manufactured are cut 
from some 3500 to approximate- 
ly 2200 articles through the is-| tion of a railroad or street rail. 
by the Director General | way, other than the construction 
for Operations, of Schedule I, of | of a building; 3—other than for 
Limitation Order L-236, as amend- | construction, repair, or mainte. 
ed Feb. 26. The first reduction | nance of a building, when pur. 
in such articles, announced Dec. | chased by or for the account of 
9, 1942, cut the total from ap-| the Army, Navy, Maritime Com- 
proximately 27,000. A complete | mission, or War Shipping Admin. 
list of the permitted items of | istration; 4—to protect electric 
builders’ finishing hardware, cab- | power equipment. Also exclud- 
locks, and padlocks is set | ed from the provisions of Sched- 
ule 1 are prison locks, time locks, 

The order, as amended, also | safe deposit locks, and automo- 
provides for the manufacture of | tive locks and parts manufactured 
certain special types of hardware | for repair and maintenance of 
for export where the items pre-| any items on the list. Another 
viously scheduled would not meet | change in the order permits use 


suance, 


inet 


the needs of other countries. | of a lead finish which is strongly 
Clauses have been added list-| recommended by the Division. 


The effective date of the amend. 


| order’s provisions. Excluded from | ed order is April 1, 1943. 








BROADEN DISTRIBUTION 
ON STIRRUP PUMPS 


After March 1, stirrup pumps | 
may be sold throughout the criti- 
cal areas which have been desig- 
nated by the Office of Civilian 
Defense, it was announced re- 
cently by James M. Landis, Di- 
rector. Up to the present, selected 
communities within these target | Warning to America’s car and 
areas have had exclusive right to | truck owners from the Office of 
purchase the pumps. | Defense Transportation: Are you 


| the quota) by retailers in the 
community either to the general 
public or to persons certified by 


the local council. 


ODT ADVISES CHECK OF 
ANTI-FREEZE 


The purpose of the step is to| sure that the anti-freeze now in 
vive freer rein to local option,| your car or truck contains no 
within the target areas, in the dis- | harmful salt or distilled petro- 
tribution of these pumps and to|leum product? You or your ser- 


make possible more widespread | vice station attendant can make 
distribution. The original alloca- | sure through these simple tests 
| tion of stirrup pumps substan- | worked out by the U. S. Bureau 


| been approved. 
include 


of Standards: 


1. Drain some radiator fluid 
into a glass of water. If it floats 


tially duplicated the distribution 
of the OCD four gallon pump- 
tank extinguishers. Some com- 
munities have indicated a belief 


2 on the water, the base of the 
that the allocation of the pump- | mixture is a distilled oil product 
tank extinguishers meets their | harmful to hose connections and 
need, while neighboring towns sadietens. 
have complained because they 


2. Drain a small amount of the 
radiator solution into a clean tin 
and boil away all liquid. If a 
substantial white or crystalline 
coating remains in the tin, the 
anti-freeze you are using contains 
a salt base highly injurious to 
motors. 


could not obtain either pump- 
tank extinguishers or stirrup 
pumps. 

Mr. Landis also announced that 
the production of stirrup pumps 
is now such that full quotas are 
available to any community on 
the priority list. Any such com- 
munity wishing to secure pumps 
up to the maximum number al- 
lotted may do so under one of 
the several methods which have 
These methods 
direct purchase by the 
community for assignment or re- 
sale either to the public or to 
designated members of the De- 
fense Corps; or purchase and 
resale (up to the maximum of 


Manufacture of such anti-freeze 
solutions is new prohibited, but 
some brands are still in circula- 
tion. Many motors have been 
damaged seriously by anti-freeze 
mixtures containing salt or oil. 
Safeguard the life of your car oF 
truck motor by using only anti- 
freeze definitely labeled as con- 
taining a safe alcohol or ethylene 
glycol base. 
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Warning: Red Light Ahead! 


\VERYMAN and his conscience find these troubled days, 

indeed. “Am I unpatriotic?” “Am I so selfish that I 

can only criticize?” These are the questions with which he 
faces civilian regimentation. 


Yet, this mixture of patriotism and petulance runs deeper 
than the state of our nerves or our normal desire for life as 
usual, 


The distinguished historian Ferrero, in “The Principles of 
Power” makes clear certain phenomena in our own domestic 
economy of 1943. He does not mention the United States; but 
the principles he discovers throughout history can be defi- 
nitely applied to our own times. 


Gets Authority From Custom 


Any form of government or its administration, he says, gets 
its sole authority from custom. What the people have been ac- 
customed to expect from their rulers is to them the “legiti- 
mate” kind of government. That is why the French people 
once voted against the election of their chief executive by 
popular choice. They were accustomed to an_aristocratic- 
monarchy. That is why the people of Germany never accepted 
a popularly elected president®nor in fact accepted a republi- 
can form of government. They would not long respect an 
authority which has not traditional and, therefore. not “legiti- 
mate.” 


Today, in the United States, there are many manifestations 
of these historical principles. It is one reason why rationing 
plans are not wholeheartedly accepted. The principle of ra- 
tioning and of sacrifice is accepted, yes, but administrative 
methods are so contrary to the American traditional ways of 
doing things that there is widespread unrest. 


The sudden emergence of a bureaucracy with powers is the 
root of the matter. As long as bureaus and commissions con- 
fined themselves to research and reports, the American people 
made no issue of the practice. Now, with Washington agen- 
cies invading the fields of local affairs, with regulations carry- 
ing fines and imprisonment, with absentee administration, the 
people, not recognizing them as “legitimate,” that is, as the 
accustomed methods, cry out against them. 


Three Examples 


Three examples come to mind: The fixing of contracts in 
non-war work by executive decree, between employer and 
employee, as in the Montgomery Ward case; the limiting, by 
executive order, of the amount a man may earn; the rationing 
of fuel oil on the basis that a citizen does not need “such a 
big house.” It is doubtful if these radical measures are yet 
accepted by the people as “legitimate” government. 


The lesson today is that, in meeting war’s emergencies, our 
regulators, by deed rather than word, must give continuing 
proof that they intend no different and unusual form of gov- 
ernment. The burden is on them that they do not intend “to 
make the duration last longer than the war.” 


Rationing and regulation and concentration of industry will 
be accepted during the war, when shown to be necessary to 
win the war. Freed of the suspicion that civilian regimenta- 
tion is inspired by a continuing zeal for “reform,” the Ameri- 
can people will respond as never before to the end that the 
home front makes full and immediate contribution to the suc- 
cess of its sons and brothers on the battlefield. 


—MERLE THORPE 
in Nation’s Business 
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BARN EQUIPMENT 
RESTRICTIONS REVISED 












WwW. P. B. PERMITS 
Check Equipment a MORE PRODUCTION 
OF SOME ITEMS 


— — IN 


Vc hey 


* Write us to-day for the 
very latest information on 
Barn Equipment produc- 
tion. Recent rulings by 
WPB now permit increased 
manufacture of certain 
items in an effort to help 
farmers end the milk and 
dairy products shortage. 
and the farm labor 
situation. The Louden 
equipment your customers 
want may now be avail- 
able. It’s not only to your 
advantage to supply it if 
possible, but actually your 
duty. So check the items 
vou’re interested in, and 
write us now! 


THE LOUDEN MACHINERY CO. 


(Established 1867) 






ease 


(Lutter CARS (J HAY TOOLS 


[J VENTILATION [poor TRACK 


(L) HOG HOUSE EQUIPMENT (LJ HORSE 
STABLE FITTINGS (D BARN PLAN SERVICE 








Fairfield, lowa 


56 E. Court St. 


“EVERYTHING FOR FARM BU/LDINGS* 








Minute Mop Co. 


It's New! It’s Better Than Ever! 


MINUTE MOP 
ann DRAINER 


* New Features ! 


New 8-ply long fibre cotton 
cord mop-head. New ad- 
justable drainer fits any 
pail! New money - back 
guarantee behind MINUTE 
MOP! 


* New Sales Power ! 


Houseware Departments 
everywhere found the orig- 
inal MINUTE MOP a 
sure-fire seller. One store 
sold over 500 in ONE 
DAY! Another sold 13,000 
in 22 weeks others 
average 3 gross a week! 


* New Profits! 


The new MINUTE MOP 
is available for immediate 
delivery. Write for our 
special demonstration and 
advertising deal that will 
introduce it to your cus- 
tomers. 








BUSY HOUSEWIVES NEED IT! 


cleans everything, 
even autos. 


This all-purpose mop 
from floors and walls to 
Keeps hands out of water. Saves tire- 
some wringing, stooping, splashing. 
Drainer fits any pail and drains mop 
quick as a wink. No mechanical parts 
for women to fool with. 


2225 Calumet Avenue 
Chicago, Illinois 
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Tens 
Ui Ue 
Curondy FARMER 


As yet 


TREETANGLEFOO] 


is Unaffected by Wartime Regulations 


With more and more lines curtailed or temporarily 
unavailable, Tree Tanglefoot, for commercial fruit 
growers and shade tree owners, opens up an avenue 
of steady sales and profits that should be welcomed 
by all dealers. 


This year, with a food shortage threatened,’ 
commercial growers will take extra precautions 
to protect their crops from the damage of climb- 
ing insects, greatly accelerating the sale of 
Tree Tanglefoot. 


National Advertising Campaign for 1943 


Tree Tanglefoot is being advertised in a large and 
influential group of magazines this spring and 
summer, and far-sighted dealers who take all these 
factors into consideration are ordering sufficient 
quantities to meet the anticipated demand. Don’t 
delay! Order now! 


Point-of-sale dealer helps include Display Stands, 
Counter Displays, Booklets and Newspaper Mats. 


THE TANGLEFOOT COMPANY 
\ Grand Rapids, Michigan 
=. ¥) For Victory—Buy War Bonds 


The Band that says HALT 






to all Climbing Insects 
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W. H. WILKINSON, 
president of Wilkinson Hard- 
ware Company, Hawarden, 
Iowa, has been actively en- 
gaged in the hardware busi- 
ness for well over half a cen- 
tury and is today enjoying 
fine health and _ still active 
in operating that company. 
“Billie” Wilkinson, as he is 
known to his many friends in 
northwest Iowa, was born at 
North Prairie, Wis., in Feb- 
ruary 1866. He came to Hull, 
Iowa, in 1888, where he 
shortly afterwards became en- 
gaged in the hardware busi- 
ness, coming to Hawarden in 
1901, where he has been ever 
since. While at Hull he was a member of the 52nd Iowa 
National Guard Regiment, serving as captain during the 
Spanish-American War. He has always been prominent 
in civic work in the section and has always taken an 
active pirt in public affairs and with Rotary and other 
clubs. He holds high rank in Masonic circles in north 
west Iowa. On July 20, 1942, he and Mrs. Wilkinson 
celebrated their golden wedding anniversary and the 
affair was one long to be remembered in Hawarden. 





W. H. WILKINSON 


HARDWARE AGE 
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JOHN MARSHALL, 
owner of the Marshall Build- 
ers Supply Co., Apalachicola, 
Fla., was born July 12, 1865, 
and has been identified with 
the hardware business for 
almost 63 years. Mr. Marshall 
entered the hardware business 
in March, 1881, with C. J. 
Stewart & Sons of Baltimore, 
Md. He then moved to Flor- 
ida and started a store in 
Apalachicola. He has re- 
mained there ever since. At 
one time he owned a large 
planing mill and woodworking 
plant. This is now run by his 
son, Dwight Marshall. Mr. 
Marshall has always belonged 
to the business associations in his city and has worked 
hard and long to build up the community. He has been 
a member of the Methodist choir ever since he has resided 
in Apalachicola. He has always owned boats—first sail 
boats of various kinds and in recent years gasoline-pow- 
ered craft. At one time he was the owner of a large yacht. 
Although devoted to business, he has always taken time 
to enjoy himself in hunting ducks and geese and in 
fishing. 





JOHN MARSHALL 


ADOLPH SOEFFING, 
president of Adolph Soeffing 
& Co., Philadelphia, Pa., has 
been. in the hardware busi- 
nes for 56 years. He first 
identified with the 
business in 1887, at the age 
of 15, when he became as- 
sistant to his father in the 
hardware, locksmith and bell- 
hanging business, within two 
blocks of his present location 
at 833 Arch St. He started 
work for Frank L. Donlevy 
in 1898, after the death of his 
father, as shipping clerk. 
This firm catered to the house 
builders of Philadelphia and 


became 





ADOLPH SOEFFING 





several large industries, whose 
requirements necessitated the use of large quantities of | 


hardware. He became manager of this firm and, at the 


death of Mr. Donlevy, purchased the business with an- | 


other employee, William H. Havens, in 1912. After three 
years in partnership, Mr. Havens decided to withdraw. 
Mr. Soeffing has been sole proprietor of this business 
since that time, operating a builders’ hardware and tool 
business, citering to those who demand quality and ser- 
vice, in the furnishing and maintaining a home, office, 
store or public building. His firm has developed a repu- 
tation for excellent service, quality and knowledge of the 
He has been a member of the National Con- 
tract Hardware Association since its origin and em- 
ploys two charter members of the American Society of 
Architectual Hardware Consultants. His hobbies have 
been fishing and flowers when time permits from busi- 
ness and he still remains the active head of this firm 
today. 


business. 
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SOR. FOOD PRODUCTION ONLY 8 = 


Help your customers grow bigger, 
better vegetables 


2. Help win the vital battle of food 


3. Help yourself to fast, easy volume 
sales 


It’s no military secret that every community in 
America is going to be Victory Garden “conscious” 
this year! Make it your responsibility to see that 
your customers grow good Victory Gardens . . . get 
the best yield and the most nutritious, flavorful 
vegetables. Be Victory Garden Headquarters. 

You'll be expected to give important advice, for 
instance, on “correct feeding.” Naturally, that 
means you'll want to recommend Vigoro Victory 
Garden Fertilizer. Made by Swift & Company this 
complete plant food supplies all the food elements 
growing things need from soil... gets the kind of 
results that incomplete plant foods just can’t get. It 
is sanitary, odorless, easy to apply and economical. 

We've had experts prepare an interesting 
give-away booklet, “How to Make a Better 
Victory Garden.” Your customers will be 
asking for it, so get your supply now. 
Ask your Swift representative too, for 
free, dominating tie-in material (win- 
dow poster shown above) or write di- 
rect. 






SWIFT & COMPANY FERTILIZER WORKS 
U. S. YARDS CHICAGO 
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Declines 
Semi-fabricated, fabricated 
aluminum. 
Increased farm machinery 


output—-On Mar. 5, WPB definitely 
confirmed the promised doubled output 
of farm machinery for 1943, and for- 
mally issued revisions of order L-170 
putting the increase into effect. This 
confirmation cleared up the mis-appre- 
hension of some equipment manufac- 
turers who had been confused by 
another amendment to L-170. It places 
the industry on a production basis of 
10 per cent of 1940's output, instead of 
It also 


gives AA-1 preference ratings to equip- 


slightly more than 20 per cent. 


ment manufacturers, the same top rat 
ing held by aircraft and other direct 
war items. 

* * * 

Corn and potato planters 
Factories are reported slow with de- 
liveries, and jobbers are having dif- 
ficulty in meeting the demand. Some 
makers have discontinued production; 
others are simplifying their lines to 
popular models, such as the No. 820 
planter, and the No. 840 


planter with fertilizer attachment. 


two-hand 


* * * 


Agricultural tool handles 
Distributors’ stocks are being rapidly 
depleted due to increased demands for 
repairing old tools. Some makers fore- 
cast increased delays in delivery, be- 
cause of difficulty in securing satisfac- 
tory supplies of ash. 

7 . > 

Broom corn prices frozen 
Prices for broom corn have been frozen 
by OPA for the next 60 days at indi- 
vidual sellers’ highest prices ruling be- 
tween Feb. 20-24, 
manufacturers have been squeezed by 
price ceilings on brooms and advancing 
Offerings 
in early February were at prices sub- 


inclusive. Broom 


prices for broom corn sales. 
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stantially higher than both the parity 
price for broom corn and highest prices 
paid producers from Jan. 1 to Sept. 15, 
1942. 

* a * 

Lawn seed and fertilizers 
Orders are reaching the wholesalers in 
good volume, for lawn seed mixtures. 
Stocks are reported complete, with no 
serious shortages expected for the 
Spring season. The new fertilizers for 
Victory gardens, “3-8-7,” are now being 
supplied, with the demand running 
strong, due to increased interest. Later 
shortages are considered possible, due 
to labor scarcity and to heavy demands 
on production facilities. Prices are 
about 10 to 15 per cent lower than the 


old formula—now available only when 





certified for commercial growers and 
farmers. 





Prices Reatfirmed 


Fruit jar rings (plus excise tax). 





Farm fuel rationing—Ration- 
ing of kerosene and fuel oil for farm 
vehicles and machinery, non-commercial 
cooking and lighting and similar uses, 
was placed by OPA on a six-months 
basis, to reduce the number of trips 
consumers must make to local ration- 
ing boards. This amendment to ration 
Order No. 11, effective Mar. 10, covers 
domestic and institutional cooking and 
lighting, farm vehicles, farm machinery, 
operation of home power plants, wash- 
domestic 


ing machines, refrigerators, 





Wholesale Hardware Sales 
By Geographic Regions, for January, 1943 


(COMPILED BY THE U. S. 


DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 


SALES REPORTED 


Per Cent Change 


REGION 
Number 
of January 
Firms 1 
New England 23 —14 
Middle Atlantic 94 9 
East North Central 43 —18 
West North Central 32 ~H 
South Atlantic 48 —26 
East South Central 24 ~ 28 
West South Central 28 —19 
Mountain 5 -— 9 
Pacific 29 +6 
U.S. TOTAL a 329 —16 


Bureau of the Census 


January 1943 from 


Thousands of Dollars 


December January January | December 
1943 1942 | = 1942 
—15 | $811 $944 $952 
—11 5,719 | 6,288 6,402 
-7 | 3,239 | 3,962 3,499 
-13 | 2,972 | 4,529 3,416 
—1 | 3,27 | 4,428 3, 
+12 2,524 | 3,526 2,252 
—1 | 4,263 | 5,260 4,326 
—24 405 | 43 530 
— | 6,656 | 6,258 | 7,471 
—~7 | 29,865 35,638 | 32,146 


‘anen Statistical unde 


a Includes data for 3 firms not allocated to geographic regions . 


*States comprising regions: 


New England—(Conn., Maine, Mass., N. 
Middle Atlantic—(N. J., N. Y., Pa.) 


H., R. L, Vt.) 


East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 


West North Central—(lowa, Kan., Minn., 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 
East South Central—(Ala., Ky, Miss., Tenn.) 

La., Okla., Texas) 

Nev., N. M., 


West South Central—(Ark., 
Mountain—(Ariz., Colo., Idaho, Mont., 
Pacific—(Calif., Ore., Wash.) 


Mo., Neb., N. D., S. D.) 


S. C., Va., W. Va.) 


Utah, Wyo.) 


HARDWARE AGE 
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This is one of a series in magazines read by men who 
specify or control today’s buying. Each ad offers a free 
poster series designed to help improve the manufacture 
of the small but vital parts on which the lives of our fighters 
depend in battle. It is designed to strengthen the value of 
your EMPIRE-brand franchise, wartime or peacetime. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


po ws and Med Sastening Produchs.... Since 1845 


(Vy) 





WHAT HAPPENED TO THE 4999th? 








Factories at: Port Chester, N. Y., Rock Falls, Ill., Coraopolis, Pa 


Sales offices at: Philadelphia, Chicago, Chattanooga, Los Angeles, Portland, Seattle. 
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REG. U. S. PAT. OFF. 


SAMSON 
SPOT 


SASH CORD 


The Most Durable Material 
for Hanging Windows 


We manufacture braided cords 
of all kinds, sizes, colors and 
qualities, including sash cord, 
clothes line, awning line and 
small braided lines. Our cords 
cre adapted to many other uses, 
such as flag halyards, tent rope, 
rope for truck covers and tar- 
paulins, hitch rope, dog leashes, 
cord for knapsacks and duffle 
bags, etc., etc.—wherever smooth, 
durable cord, which will not kink 
or ravel, is required. We also 
make polished cotton twines, and 
specialties in the cordage field. 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


* 
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When you buy War 
Bonds and Stamps, 
you help to keep the 
star of Freedom 
aglow, lighting 
America’s way to 
Victory. 
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cooking and lighting. By another 
Order No. 11, 


OPA has relaxed the ban against issu- 


amendment to ration 
ing permanent fuel oil rations for heat- 
ing stoves bought since last July, to 
provide an additional source of heat 
for many householders in oil-rationed 
states, 

a on a 


Batteries for farm use—New 
or rebuilt electric storage batteries for 
automotive replacement may now be 
bought by farmers for operating «shock- 
ing devices for wire fencing, and for 
This 
amendment to Order No. L-180 permits 


use with other farm equipment. 


purchase of electric storage batteries for 
farm uses formerly filled by dry cell 
batteries. 

* * * 


Heavy forged tools—To re- 
duce stocks of heavy forged hand tools 
dealers’ hands, 


in distributors’ and 


WPB last month again amended Order 


L-157, further curtailing the number 
permitted to be manufactured. Sixteen 


types of picks were cut off, as well as 
all copper-headed tampers. To provide 
for certain industrial operations, there 
were added to the list one special-sized 
hammer, one 22-lb. crow bar, and two 
lengths of tongs. The net result was 
to reduce by more than 20 the number 
of products approved for manufacture, 
already previously decreased from ap- 
proximately 1,150 to jess than 360. 


ae a a 


Building supplies eased 
Materials for future construction proj- 


ects which may be assigned pref- 


erence ratings have been substantially 


broadened by recent WPB Order P-19-n. 
Ratings now may be assigned not only 
to construction material, but also to 
tools, machinery or equipment which 
will be located in the project and which 
will be used there in the manufacturing 
or processing of goods or the perform- 
ance of services. Ratings may also be 
assigned to any material used in hand 
tools, repair parts for construction ma- 
chinery, forms, scaffolding and the like. 


= * 


Plumbing fixtures eased—A 
WPB Order L-42, 


relaxations in 


late amendment to 
offers three restrictions 
on use of metals in plumbing fixtures. 
The first change eliminates “trap stand- 
ard” from the definition of “plumbing 
fixture,” thus leaving the product to be 
manufactured as customary in the past. 
{ second change permits the use of a 
maximum of one pound of iron or steel 
for “spuds,” designed to prevent a 
critical shortage of water closet combi- 
nations. The third change increases the 
limits on weight of metals in parts of 
tanks for urinals, heretofore restricted 
to four pounds. 


a 4 a 


Sterilizer equipment restric- 
ted—Sterilizer 
under strict control through Limitation 
Order L-266 issued Feb. 25. The order 
covers sterilizer devices of various types 


equipment is _ placed 


used primarily in hospitals and by 


doctors and dentists. Used or rebuilt 
equipment and parts or materials for 
the repair or maintenance of existing 
equipment are exempted from the pro- 
visions of the order; pressure cookers 
designed for processing food are not 





Wholesale Hardware Inventories 
By Geographic Regions, for January, 1943 


(COMPILED BY THE U. S. 


DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 


END-OF-MONTH INVENTORIES (Cost) 


STOCK-SALES RATIOS 





! 

Percent Change 

REGION January 1943 Thousands of Dollars 

from | 

Number 
Jan. Dec. Jan. Dec. Jan. Jan. Dec. 
Firms 1942 1942 1942 1342 1943 1942 | 1942 
New England 4 6| —18 -§ $1,266 | $1,536 $1,332; 210 218 186 
Middle Atlantic eo | -2% | +4 | 877 | 7,563 5,447 152 185 133 
East North Central 2 | -25 | C12 | 944, 6,621 4,420 248 252 199 
West North Central 20 | -31 +23 | 2) 8,807 4,966 240 197 
South Atlantic 32 —35 —2 030 | . 4,690 3,079; 151 | 177 153 
East South Central 12 | 3 | —6 | 2386| 3754| 2528, 164 | 191 96 
West South Central 9 | —21 —4 | 5,476| 6,923 5,719; 212 | 224 228 
Mountain 3 | -4 —1 | 182 303 | 184, 225 286 216 
Pacific 4 =| -—27 +1 6,320| 8,614) 6,288 179 | «= 223 149 
' 

U. S. TOTAL a 206 —27 +4 35,393 48,811 33,961 194 214 172 


Bureau of the Census 


Stock-sales ratios are percentages obtained by dividing the cost value of stocks by 


sales for an identical group of firms. 


Current Statistical Service 


HARDWARE AGE 
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Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for January, 1943 
(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 
TOTAL HARDWARE 


Percent Change 


REGION January 1943 
from 
Number 

of Jan. Dec. 

Firms 1942 1942 | 

New England 22 —32 | a 
Middle Atlantic 85 —20 —12 
East North Central 42 —31 | -6 
West North Central... 31 —40 | 15 
South Atlantic | 46 -29 | —2 
East South Central 21 —37 + 6 
West South Central....| 27 —27 -11 
Mountain 3 -47 —33 
Pacific .| 28 -2/+6 
U. S. TOTAL |} 305 | —24 | 5 


Bureau of the Census 
a Less than 0.5 percent. 


ACCOUNTS RECEIVABLE 


Collection Percentages 


Thousands of Dollars 


Jan. | Jan. Dec. Jan. Jan. | Dec. 
1943 | 1942 | 1942 1943 | 1942 1942 
$905 | $1,325; $904, 83 | 68 83 
7,104 8,914| 8,082 7% | 68 83 
728| 5,385) 3,966, 87 | 70 | 688 
,631 6,090 | 4,259 | 6 | 64 CO 92 
4,371 | 6,200; 4,459 | 91 CO 63 | 81 
2,081 3,283| 1956, 85 | 70 | 94 
3,532 | 4,863 3,981 87 77 92 
79; 150) 118; «89 | S97 84 
8,685 | 8,884 8,224 76 71 83 
$34,116 | $45,094 | $35,949 83 69 86 


Current Statistical Service 


Collection percentages are obtained by dividing the collections on accounts during ihe 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 





affected. Also, small non-pressure and 
certain laboratory sterilizers (covered 
by Order L-144) are exempted. De- 
liveries now are restricted to the mili- 
tary services, Lend-Lease distributcrs 
and persons having specific WPB au- 
thorization. Application for authoriza- 
tion is made on Form PD-556 arid must 
show in detail the need for the equip- 
ment and the use to which it is to be 
put. The manufacture of commercial 
dishwashers and repair parts up to 25 
per cent weight of metal used in com- 
plete dishwashing units in 1941 is now 
permitted by WPB Order L-248. 


cd + * 


Fruit jar rings — 
makers have started shipments toward 


Leading 


the 1943 season, offering the now-autho- 
rized quality at the same price as dur- 
ing the 1942 season—excise tax added. 
Jobbers’ early orders are being filled 
first, and apparently on about a 50 per 
cent basis, compared to last season’s 
early shipments. Later the remainder 
probably will be shipped out, when and 
as conditions permit. 


* 3 * 


“Secondary” steel prices 
Reductions ranging from 10 to 35 per 
cent in warehouse maximum prices of 
“secondary” iron and steel products 
have been ordered by OPA. Specific 
prices are set at warehouses to reflect 
reductions in mill prices ordered by 
OPA last September. They touch an 
annual volume of 1,000,000 tons of iron 
products—called 


and _ steel rejects, 


wasters, offal, end-shearings, etc.—re- 
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jected at the mill because of minor de- 
fects, but distributed by warehouses. 
This amendment to Price Schedule No. 
49, effective Mar. 1, includes also other 
minor changes. and new requirements 


for filing inventory reports. 
. 
* * a 


Aluminum again reduced 

While civilian industry will not benefit 
at present, the Aluminum Co. of 
America, as a result of a re-negotiation 
agreement entered into with the Gov- 
ernment, made effective on Mar. 1, 
1943, a new and lower schedule of 
prices for semi-fabricated and _fabri- 
cated aluminum. The specialized heat- 
treated alloys have been cut quite sub- 
stantially, while only slight changes 
have been made in the soft alloys. The 
company stated that increased volume 
of production, and improved technique 
and equipment, has greatly reduced 
many costs. Therefore, it considers rea- 
sonable the re-negotiation agreement to 
eliminate those profits which might be 
growing excessive. As illustrated by this 
new schedule, and by the four reduc- 
tions in the price of aluminum, from 
20c. in 1939 to its present level of 15c., 
it is the company’s policy to pass on to 
consumers the benefit of its improved 
manufacturing conditions and research 
in the form of lower prices. 


* * * 


Copper order revised—Recent 
changes in the familiar Order M-9-c, 
among other features, make clear that 
M-9-c does not govern products con- 
trolled by certain other L. and M. 


orders. Servicemen cited for bravery 
or efficiency are assured of receiving 
their bronze medals, but the services 
will reduce the use of copper for in- 
signia and apparel closures, thus sav- 
ing much more copper than the amount 
to be used for medals. Restrictions on 
the use of copper for bells are tightened. 
The use of copper in locks is eased to 
permit the manufacture of small parts 
for disc tumbler and secure lever locks. 
The restrictions on copper in health 
supplies and in air-conditioning and 
refrigerating equipment are altered. 
“Ferrules” are included among per- 
mitted items for water supply and dis- 
tribution systems. The item “Insect 
Screens” on the Military Exemption 
List is changed to cover only those 
made with sereening manufactured 
prior to Feb. 28, 1943. Some addi- 
tional items also were added to the list 
of products in which copper may not 


be used. 


Warehouse copper sales —To 
avoid confusion, WPB copper Order 
M-9-a on Mar. 5 was amended to place 
control of warehouse sales of brass and 
wire mill products entirely under CMP 
regulation No. 4. Under this regula- 
tion, warehouses distributing brass and 
copper wire mill items have been per- 
mitted since Feb. 15 to fill authorized 
controlled materials orders, or orders 
bearing preference ratings of AA-5 or 
higher. Orders must be for 500 lbs. or 
less of any item to any one destination 
at any one time. No more than 2,000 
Ibs. of any one item may be delivered 
to a customer during a calendar month. 
All orders must be accompanied by a 
signed certificate. 


* * & 


Silyer use restricted—Restric- 
tions on the use of domestic silver in 
the manufacture of non-essential  ci- 
vilian products were established Feb. 
25, by amendment of Conservation 
Order M-199, which heretofore regu- 
lated the use of foreign silver. The 
amended order restricts the use of 
domestic silver by non-essential indus- 
try to one-half the amount used in 
1941, or 1942. These were peak years 
for the silver products industry. The 
preference rating required for resiricted 
articles in List A of Order M-199, is 
raised from A-3 to A-1-A, intended to 
conserve some foreign silver. It is 
hoped the amended order will also re- 
sult in conserving some 25,000,000 
ounces of an estimated 1943 domestic 
production. Any firm or person who 
manufactures jewelry by the use of 
hand tools exclusively, is exempted. 


* * * 


Barbed wire and fencing - 
Production of heavier gage barbed wire 


103 





and an additional style of wire fence 
needed to meet the farm production 
goals of the Department of Agriculture 
are now permitted by amendment, Mar. 
2, to WPB Order L-211. Two-point 
barbed wire can be made in two styles, 
12% and 14 gage, while four-point wire 
can be made in one style, 12% gage. 
Previously, manufacture of only the 
light (14 gage) two-point wire was per- 
mitted. To the limited list of field 
fence sizes now permitted, a 39 inch 
height (939-12-124%4) has been added. 
Poultry netting is still radically re- 
stricted to only two types, 20 gage, 
galvanized before weaving—2 inch mesh 
18 inches high, and 1 inch mesh 12 
inches high. 
* * . 


Other steel products limited 
Additional steps to limit manufacture 
of steel mill products to minimum 
varieties for current needs have been 
taken by WPB, which has _ issued 
emergency specifications for structural 
steel shapes, steel axles and forgings, 
mechanical steel tubing, and rails and 
track accessories. These new schedules 
to Order No. L-211, define varieties as 
well as compositions, types, grades and 
qualities which may be produced and 
delivered. WPB expects a consequent 


increased production, and reduction in 
mill and consumer inventories. 


* * * 


Pumps and accessories 
Manufacturers are cutting down their 
number of patterns of hand and wind- 
mill pumps due to difficulty in securing 
materials. Some are finding it neces- 
sary to put their jobbers on a quota 
basis, except for repair and replacement 
parts—whose production is encouraged. 
Leading wholesalers’ stocks of hand 
pumps at present are fairly complete, 
but shortages will likely develop later. 
Probably the supply of power pumps 
and water systems will be very limited 


all season. 
. oo * 


Prepared _ roofing and 
shingles—The curtailment of asphalt 
shipments, particularly in the east, is 
seriously hampering the operations of 
some roofing mills. Prices, under OPA 
guidance, are only slightly above the 
1942 season, and the fact that roofing 
supplies need no priorities, is causing 
a large demand for repair and rehabili- 
tation of buildings. It is estimated that 
this demand, alone, for 1943, will 


amount to perhaps 25,000,000 squares. 





MIAMI MIRRORS 
in six sizes. 





MIAMI 


BATHROOM CABINETS, 
MIRRORS and ACCESSORIES 


For REPAIRS and MAINTENANCE 


Limited stocks of the famous Miami 
Steel Bathroom Cabinets and Acces- 
sories are available, as long as they 
last, for repair jobs, replacements and 
new, essential housing. Further pro- 
duction of steel cabinets will be con- 


No. 102W Wood Cabinet 


Kila dried hardwood; joints double 


fined, for the duration, to the require- so lig — AS gan TB 
board steel mirror frame finish, 


ments of essential marine needs. 








three coats baked-on white enamel, 


WOOD CABINETS and 
WOOD-FRAMED MIRRORS 


For the duration, only wood cabinets and wood-framed 
mirrors will be in production. True to the Miami-Carey 
tradition, these cabinets are complete in every detail— 
no doors to hang and fit; no hardware to buy and fit; no 
mirrors to hang; no painting to do; no shelves to make 
—even the four installing screws are furnished. 

Write for complete details and catalog. Address Dept. HA. 


MIAMI CABINET DIVISION 


The Philip Carey Mig. Company. Dependable Products Since 1873 
MIDDLETOWN, OHIO 
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Charcoal use curtailed 
Charcoal for restaurant cooking, picnics 
and civilian heating will be curtailed 
sharply as a result of WPB Order 
M-289. Necessary industrial uses still 


encouraged include production of cop- 
per, bronze, brass, ferro silicon, ferro 
chromium, case hardening compounds, 
black powder, glass, poultry and stock 
feed and the curing of meat and to- 
bacco. 

* x 7” 


Lumber output trailing—At 
the end of February, new orders for 
lumber were exceeding production by 
30 per cent or more. Unfilled orders 
amounted to about 40 days’ output. 
Since Jan. 1, shipments have exceeded 
production by 18.5 per cent; orders by 
23.1 per cent. More than 11,000,000,000 
board feet of lumber will be needed for 
shipping containers in. 1943, according 
to the Department of Agriculture’s 
forest service. The normal yearly re- 
quirement averages less than 4,500,000,- 
000 feet of box, crating and dunnage 
lumber. This year, container needs are 
increased by greater production of 
farm products, and the mounting ship- 
ments abroad of Army and Lend-Lease 
supplies. 

ok * 

Cartons and containers—Be- 
ginning Apr. 1, kraft, jute and straw 
container-board mills must set aside 25 
per cent of monthly production for allo- 
cation by WPB to container manufac- 
turers making V-boxes for the armed 
forces and Lend-Lease. All limitations 
on production of container-board, fold- 
ing box-board, set-up box-board and 
special industrial boards have been re- 
moved by WPB in amending Order 
M-241. There is growing use of special 
industrial boards for leather and other 
critical materials, for insulating ma- 
terials, shell identification tabs, gaskets, 
gas mask protectors, and other essen- 
tial war items. Wooden containers for 
shipping fresh fruits and vegetables 
have been standardized and simplified 
by WPB Order L-232. This prohibits 
marking or painting boxes in such a 
way as to limit their re-use, and elimi- 
nates special, or fancy containers, de- 
signed for limited use. Types of con- 
tainers are reduced from several hun- 
dred to 72, including eight types of 
baskets, and berry boxes, and 64 types 
of boxes and crates. Standardization 
and simplification of paper bags to con- 
serve wood pulp, manpower and ship- 
ping space for essential calls, were 
ruled by WPB Order L-261. The amount 


of bags available will not be reduced. 


* . * 


Bicycle quota—OPA has an- 


nounced industry conferences to estab- 
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lish reduced ceiling prices on used 
bicycles, and on the accessories sold 
with used machines. The March quota 
set by OPA for the distribution of new 
400 


bicycles is 87,100, increased over 


the February quota. 


* t * 


In the paint department 
Proposed price ceilings for linseed oil 
have recently been discussed by the 
industry advisory committee by the 
Food 
OPA, 


OPA is expected to take final action in 


Distribution Administration, by 


and other interested agencies. 


the near future. Seedlac, crude form of 
lac, has been placed under control by 
WPB, which also continues control of 
shellac, in all grades including dry, cut, 
bleached and otherwise processed shel- 
The 


after it is incorporated into protective 


lac. control excludes such lac 
or technical coatings or molding com- 
pounds. Paint manufacturers who must 
retain title to their five, three and two 
gallon steel pails if they wish to con- 
tinue shipping paint in such pails, need 
not for this reason reduce their March, 
1942, the 
sold in them, according to an interpre- 
tation issued by OPA. 

the fact that 


three and two gallon pails had no value 


maximum prices for paint 
This ruling was 
based on the used five, 
to paint buyers in March, 1942 (the 
base ceiling price period for paints), 


OPA 


that the cost to paint manufacturers of 


and were discarded. also states 
paying freight on their return, and re 
conditioning them for re-use, is at least 


equal to the cost of using new pails. 


> 2» 


Industrial activity— Industrial 
production for the week ended Feb. 27 
stood at 195.0 per cent of the 1935-39 
the 


high, a 


average, compared with revised 
figure of 198.1, week 


earlier, and 173.6 per cent a year ago, 


record 


according to the Standard-Poor index. 
During the same week, freight carload- 
ings totaled 782,855 cars, an increase 
of 4.3 per cent over the preceding week 
of 0.1 above the 
sponding 1942 period. The latest total 
brought carloadings in 1943 to date to 
6,586,484 cars, compared with 6,981,421 
for the corresponding portion of 1942. 
the week 


moderately 


and per cent corre: 


Electricity production — in 
Feb. 27 

from the preceding week, totaling 3.- 

892,796,000 kilowatt hours, but this was 

an increase of 14.2 per cent above the 


ended decreased 


corresponding 1942 week. 


” . * 


Prices creep upward—Com- 
modity prices late in February touched 
the highest marks since May, 1928 (the 
The 
Associated Press wholesale price index 
Mar. 6, to 


usual answer—farm products). 


of 35 commodities rose on 
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106.42 per cent of the 1926 “par,” as 


against a year-ago mark of 97.23 per 


cent. 


Late individual gains were scored 


on linseed oil, flour, butter, hogs, cattle, 


lambs, turpentine, corn, oats, rye, wool 


and 
barometer, 


The A. 
the 


cotton. P. staple price 


with base year 1926 


equal to 100, showed these percentages 


for Mar. 5, and one year ago: 


1943 1942 
Industrials ....... * 99.96 98.91 
PE int ceneacadednds * 89.55 76.51 
SS rere rrr err ree *130.17 108.52 
Grains and Cotton *124.02 107.76 
A, - oe Bidweed * 99.04 94.48 
Non-ferrous Metals 88.42 88.42 
35 Commodities *106.41 97.17 
*New 1942-43 high. 
Steel capacity at new to 
I ) p 
The American steel industry put into 


operation in the last half of 1942 nearly 


1,100,000 


tons of new steel-making 


capacity and more than 3,100,000 tons 
of new blast furnace potential. These 
additions increased the Jan. 1 steel- 


making capacity of the nation, already 


at 


292,600 


year. 


the highest level in history, to 90, 


tons of ingots and castings a 


Present capacity of U.S. pro- 


ducers is probably more than half. of 


OC ACILE 


The bulk of the bolts you now sell are 
going into war production of some sort. 
Most of those same bolt buyers will later 
be buying bolts for peacetime products. 
Keep their good will and confidence with 
TRIPLEX—the Better Bolt For Production 
Battles. Bolts that stand the punishment 







the entire steel capacity of the world, 
and almost half again as large as steel 
capacity in this country at the close of 
the first World War. Today, the United 
States can produce 50 per cent more 
Axis and 
The 


Age says that pressure for top produc- 


steel than can be made in all 


Axis-dominated countries. Tron 
tion is now “unrelenting,” keeping out 
put at 100 per cent of theoretical ca 
pacity, and it noted that “several indi- 
vidual steel mills very nearly succeeded 
in filling a 31-day month schedule in 
the 28 days of February.” 


* * * 


Ironing out the kinks—Each 
week now witnesses the further organ- 
izing and refining of the “Controlled 
Materials Plan” Apr. 1 


will more and more regulate the distri- 


which after 


bution of steel, copper and aluminum 
fields of 


The earlier CMP regulations, after fur- 


into all their essential use. 


ther experience and study, are being 


simplified. A single standard certifi- 
cation has been adopted. A new 
amendment permits distributors, and 


jobbers, who receive rated orders from 
their customers bearing allotment num 


bers or symbols, to use the allotment 


for / 





required for fighting equipment will surely 
be tough enough for the products of 
peace. Turn to Triplex today. Our reply 
will not be delayed. 


TRIPLEX SCREW COMPANY 
5317 Grant Ave., Cleveland, O. 
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CAP AND SET SCREWS 


BOLTS, NUTS AND RIVETS 
Millions Sold + Used in Every Industry 











SELL MEXICAN 
MERCHANDISE 
FOR PROFITS!! 





BEVERAGE SETS 


@ If merchandise difficulties have you wor 
ried, here's a way to make those extra sales 
that play 1 merry tune on your ea6n register 
MEXICAN HANDRLOWN GLASSWARI 

colorful, well-styled and with plenty f eye 
appeal Complete set as illustrated above 


‘“osts vou but 
$1.75 net 
(Jug and Eight Glasses) 





HAND MADE 
MEXICAN FURNITURE 


@ Hand made Mexican chairs for the dining 
room, den or rustic cottage, as well as with 
the secretary desk or recreation room. Hand 
made with woven tule seat and open Weave 
back, measuring 36” high by 20” wide. May 
also be used as an attractive and serviceable 
addition to the terrace or patio, Come in 
olive green or rust 


$4.25 each net 
SPECIAL REQUEST SERVICE 


Upon request, we will carefully select a representa 
tive assortment of Mexican Merchandise, in units of 
$"0 or more. designed for Hardware Store Sales 
Display material, fine glazed pottery, lacquered 
trays, toys, basketry and pottery ovenware, will 
with merchandise illustrated, create 1 colorful 
Mexican Mart in your store 
SEND US YOUR ORDER INDICATING 
CHOICE OF MERCHANDISE 
@ No orders accepted for less than $50.00 
@ Terms: 2% Ten days. Net 30 days, F.0.B. our 
New York warehouse. Regular packing charges 
—approximately 4% of total order. 


FRED LEIGHTON'S 
MEXICAN IMPORTS 


GLASSWARE @ BASKETWARE @ POTTERY 





129 FIFTH AVE @ NEW YORK, N. Y. 
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' number or symbol in extending the rat- 


ing. Both are important to the pro- 
ducer, though previously, jobbers could 
only extend the preference rating. 
WPB also has issued a_ general 
“scheduling” order, which provides 


specific regulations covering manufac- 
ture and distribution of critical “bottle- 
neck” items—such as valves, pumps, 
fittings, and bearings—production of 
which today is lagging considerably 
behind the need. 


SALES OF 1,217 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


January, 1943 Comparisons 





Jan.’43 Jan.’ 














43 
Vo Stores vs. Us. Jan.°43 Jan,’42. Dec. 42 
Jan.’42  Dec.’42 
lotal 1217 -11 ae $5,798,441 $6,480,685 $8,618,503 
Per Cent Change 
Number Jan. 43 Jan. 43 
of firms vs. vs. Dollar Sales 
States by Regions reporting Jan.°42 Dec. 42 Jan. °43 

Vew England 73 20 35 $397,129 
ME: strewassaccanas 7 -19 —3] 31,577 
Vermont & New Hamp. 8 27 —45 93,283 
Massachusetts 37 20 —32 173,387 
Rhode Island 7 8 —43 35,770 
Connecticut 14 -10 —28 63,112 

Viddle Atlantic 17 —40 584,285 
Pennsylvania 17 —40 584,285 

East North Central 370 21 —44 1,305,486 
Ohio 104 21 —43 423,701 
Indiana 53 ~27 —35 185,393 
Illinois 87 —20) —39 286,449 
Michigan 39 17 —59 162,868 
Wisconsin 87 25 —44 247,075 

West North Central 162 8 —28 475,626 
Iowa 54 14 ~36 164,127 
Missouri 35 ~19 -29 107,989 
Nebraska 37 8 28 68,930 
Kansas 36 } -13 134,580 

South Atantic 15 + § -12 270,105 
South Carolina 1] —]] —14 72,552 
Georgia 7 + 6 - 4 100,976 
Florida 17 +20 ~18 96,577 

East South Central 14 1 -19 98,476 
Alabama 14 4 ~19 98,476 

West South Central 113 - 9 —27 606,074 
Arkansas 15 +13 —25 87,891 
Oklahoma 34 + 6 35 135,511 
Texas 64 —16 -25 382,672 

Vountain 85 —14 —37 451,913 
Montana 21 —21 —49 83,226 
Idaho 16 -15 —4] 59,614 
Wyoming 7 
Colorado 23 — ) —33 70.218 
New Mexico 10 ~—19 —29 164,955 
Arizona 7 ] —47 33,226 
Utah ” 

Nevada ’ 

Pacific 2?) | 2 21 1,609.347 
Washington 35 +19 24 221,161 
Oregon 23 23 2% 167.146 
California 163 + 4 —2] 1,221,040 

NN oa asic sia whe wien 21 -18 —40 65,648 

Los Angeles 22 - 2 + 5 243,862 

DN idosenciamnovans 2 

Oy NE asc aueas atawen ° 

San Francisco .......... 23 +26 —33 154,028 

OED 6.0640 000066660600 . 





* Note while stores in these states are included in grand total, figures for 
those states are not shown, in this chart, becance of insufficient data. Compiled by 
Bureau of the Census, U. S. Department of Commerce. 
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HAVING ANY DIFFICULTY 
«GETTING 


WHITNEY HAMPERS ? 











STANDING BY 


The demand for Whitney hampers has When our facilities are no longer 
| needed to produce implements of 
increased surprisingly. So much so that, with our | war, we shall be ready to serve you 


better than ever. 


problem of obtaining sufficient help, we find it 


New skills, enlarged and improved 


increasingly difficult to produce enough hampers manufacturing equipment .. . and 
broadened experience . . . will pro- 
to go around. vide finer Bennett products and 


greater Bennett values. 


Maybe your jobber has been unable to 
After the war, look to Bennett for 


supply your needs. If so, it is only because the fveplace specisltios thee will sop 


demand upon our production facilities has become the market. 
_— BENNETT FIREPLACE CO. 
There are No Better Hampers Made than | NORWICH, N. Y. 


BENNETT 


| eee 2 
| | FIREPLACE 
B SPARK CURTAINS 


Whitn ey 


The Only Nationally Advertised 


HAMPERS 








F. A. WHITNEY CARRIAGE CO. Before Pearl Harbor, the fastest growing firescreens 
ONE PARK AVE | LEOMINSTER, MASSACHUSETTS on the market. Watch for new and even more allur- 
NEW YORK SAN FRANCISCO - pom Leto Shove Getve, CMEACO ing models, at more attractive values, after the war. 
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Pictures and Mirrors Aids to Traffic 





The alcove setting attracts the customers attention to this display. 


FEY HE Weber & Furman Hardware 
Co., Rockford, Ill., has recently 
installed an attractive picture and 
mirror department in an alcove dis- 
play in the store. It has attracted a 
considerable number of customers. 
The pictures range in price from 
98 cents to $3.69 and the mirrors 
have a price range of from $1.25 
to $7.98. All of this stock is at- 
tractive and makes a welcome addi- 
tion to almost any home. The pic- 
ture stock is well chosen and the 
mirror arrangement is artistic. The 
entire display, placed in an alcove, 


against a solid color, tan background 
attracts the attention of anyone who 
enters the store because of the ar- 
rangement and the good spacing of 
the items. 

This alcove is a spot which prac- 
tically all women customers like to 
inspect and many of them make 
purchases. The wide arrangement 
of pictures and mirrors, which are 
obtainable on the market today, can 
make this and other picture depart- 
ments good profit- makers during 
wartime, believes Mr. FE. Furman. 


“What If We Do Have to Walk?” 


664 4 / HAT if we do have to walk. 

instead of riding in’ our 
cars; have less heat in our homes 
or have a meatless day or two now 
and then? The Pilgrims were often 
cold, and hungry, too, during that 
first terrible winter at Plymouth; 
Washington’s soldiers at Valley 
Forge left the imprint of their bare 
feet in blood along the snowy trail 
of battle; and, out of such sublime 
sacrifices, made willingly and un- 
complainingly, there grew the mighti- 
est nation the world has ever known 
—America! To us present day 
Americans, those immortal forebears 
hold the torch. Shall we not lift it 
high? 
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“We in the hardware wholesale 
business have certainly had our 
share of troubles. along with every- 
body else, during the past year, due 
to difficulties in getting merchandise. 
government priorities on so many 
items, and other complications due 
to the war; but we have tried with 
every means in our power to keep 
faith with our dealers and give as 
good service as has been possible 
under abnormal conditions. This we 
will continue to do. And we in turn 
appreciate deeply the fine spirit of 
patient cooperation our dealers have 
shown during the past difficult year. 
Let’s all stick together and work 
together, with each and every one of 


us doing his share to insure an early 
victory, and a return to normal trade 
conditions.”"—From Christmas mes- 
sage to participants of the National 
Hardware Stores Inc. Plan from 
their president, Jos. M. Kennedy, 
sales manager of Bigelow & Dowse 
Co., Boston, Mass., sponsors of the 
plan. 


Fishing Reels 
Well Displayed 
on Rod 


ISHING reels are displayed on 

a special iron at the store of 
Eicksteadt Hardware Co., Marengo, 
Ill., with the reel ends fitting under 
individual clamps. 

This arrangement makes it possi- 
ble for prospects to spin the reels 
and all fisherman like to do that 
but they cannot remove the reels. A 
display of this sort not only catches 
the eyes of fishermen, but it also 
prevents a few weak-willed fisher- 
men from trying to purloin a reel 
or so when the proprietor isn’t look- 
ing. Unless you know how, it is rath- 
er hard to get a reel off this rod. 

Samples of the artificial bait, too, 
are kept behind glass, but in such a 
manner that fishermen can see them 
readily and order from the sample. 
This store’s fishing supplies depart- 
ment is up at the front of the build- 
ing and is kept there all year long. 
Eric Eicksteadt, owner, finds that 
people buy fishing tackle every 
month of the year. especially since 
fishing through the ice in the win- 


ter has become quite a sport. 





Fishermen can inspect these reels 
but can’t take them off the rod. 
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Earn Wartime Dividends 
With 
Tested—Certified—Guaranteed 
Lloyd Fluorescent Products 





Pat. Nos. 
2200443 
2228210 





Starter FS-2 for 15 and 20-watt Lamps 
Starter FS-4 for 30 and 40-watt Lamps 


LLOYD “NO-BLINK” FS-4 NA 


For 30 and 40-watt Lamps. Stops flickering 
and blinking of defective or wormout lamps. 
Listed and Approved by Un- 
derwriters’ Labs., Inc., and 


Canadian Engineering Stand- 
ards Association. 


Display FS-24 
With 20 Lloyd Starters 


FLUOKESCENT GUARANTEED STARTERS mounted on card. 


10 FS-2 10 FS-4 


Display D-FS-4 NA 
With 20 Lloyd FS-4 
NA “No-Blink” Starters 
mounted on card. 


LLOYD WIRING DEVICES 
For Quick Turnover and Good Profits 


te 44 erg 
‘att te (tg 
te He ly 








7813 Brown 
7813-V Ivory 


8109 





5008 
LLOYD POLICY INSURES QUALITY 


LLOYD PRODUCTS CO. 
Dept. HA-2 Providence, R. I. 


Representatives, Branch ee Warehouse Stocks in 23 Leading 
ities 
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UTICA 
PLIERS 


for More Tool 
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And Still Available for Hardware Distribution 


“Kent” Coffee Maker 
Ensemble 


Includes an 8-cup coffee maker, 
matching sugar and creamer and mir 
rored* plastic tray. Coffee maker is 





made of heat resistant glass and guar 


anteed against flame breakage for one 
year. Has wide mouth decanter, new 
lower bowl with pouring lip and 3% 
in. opening that makes it a utility boiler 
for babies’ milk, cereal, etc. Brews 
coffee on any range, gas or electric. 
Has graduate funnel, fitted with hi- 
speed special filter cloth 2% in. wide. 
Set comes in four colors, iridescent ruby 
red, crystal clear glass with frosted 
blue, green or white band and gold 
stripe. Kent Products Co.. 222 W. 
Monroe St., hicago, Ill. 


Fuel Conservation 
Manual 


\ 16-page manual entitled, “Selecting 
Controls for Fuel Conservation,” has 
been prepared to accomplish two im- 
portant aims. First, to explain in every- 
day terms as they apply to different 
types of firing, the fundamental rules 
and formulae which govern the proper 
burning of fuel and the utilization of 
heat so created. Secondly, to offer sug- 


gestions tor the selection of equipment 
with which the most efficient use of 
fuel can be obtained. The manual is 
divided into five major sections which 
cover natural draft coal burning, auto- 
matic stoker firing, chain grate and 
spreader stoker operation, forced draft 
hand firing and natural draft oil burn- 
ing. Each type of installation is illus- 
trated with drawings. A brief analysis 
of the use and value of combustion in- 
struments is incorporated in the manual, 
as well as many other pertinent sugges- 
tions applying to all types of plants. 
The Hotstrecm Heater Co... Combustion 
Equipment Div., 8007 Grand Ave., Cleve 
land, Ohio. 


“Temprex” Portable 
Room Warmer 


Measures about 30 in. high and the 
top grill-mesh is 19 by 12's in. Mesh- 
grill top and grate are made of heat 
and flame resisting “Temprex” black 
glass. Bottom pot to catch 


ground g 
burnt ashes is made of pottery clay, and 
is surfaced with “Temprex” material. 
Portable, folding wooden stand also is 
covered with “Temprex.” Soft and hard 
coal, cannel coal, charcoal, briquettes 
or wood may be used. The color of this 
unit is a grayish-black, similar to cast 





iron. This portable room warmer can 
be used as a utility emergency, as a 
back yard broiler, and for basement 
cooking. Theodore Averbach, Inc., 8 
W. 36th St., New York City. 


Plastic Tubings 
and Fittings 


“Saran” tubing is a tough thermo 
plastic, specially made to replac e stra 
tegic materials such as aluminum, stain 





less steel, nickel, copper, brass, tin and 
rubber. It is said to be adaptable for 
use under high working and bursting 
pressures and is resistant to most chem- 
icals. Its ease of handling and dura- 
bility make it extremely valuable in 
installations requiring the transport of 
oil, gas or corrosive chemicals. Maker 
states that the flare type fittings, also 
made of “Saran” plastic, make it pos- 
sible to install a complete system with 
no more tools than a sharp knife and a 
screw type flaring tool. Hodgman Rub- 
ber Co., Framingham, Mass. 


Catalog on Door Hangers 
and Overhead Conveyors 


Starline, Inc., Harvard, Ul., has pub- 
lished Catalog No. 111, describing and 
illustrating the company’s line of door 
hangers and track, hangar door hard- 
ware, overhead industrial conveyors, 
overhead garage door hardware, indus- 
trial roof ventilators and steel basement 
windows. This 53-page catalog gives 
complete instructions, diagrams and 
details on the installation of these 
products. 
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As in 1917, our technical skill and large production 
capacity are devoted to the cause of winning a war. 


Vast quantities of precision-built Browning machine 
guns are pouring forth to arm the rapidly growing 
fleets of bomber and fighter planés that are now attack- 
ing and bewildering the enemy in all corners of the 
globe. 


Thompson submachine guns and military rifles are 
coming in continuous streams from round-the-clock 
production lines ... vital equipment for Allied forces 
everywhere. 

You naturally expect Savage to devote its firearms 
knowledge and production facilities to the defense of 
our Country in time of war. 

When Victory is won, you may confidently expect 
Savage to produce sporting arms as fine, as popular, 
and as salable as those you have known in the past. 


Savage Arms Corporation 
Utica, N.Y. 


SAVAGE 
STEVENS 
FOX 


The Army-Navy Production Award for high 
achievement in production of war equipment 
was bestowed upon the Utica plant of the 
Savage Arms Corporation. 
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F Bucephalus, here, could talk, he would 
tell you that the Campbell Trace Chains 
he's wearing were made by International. 
* * He might tell you, too, that though trace 
chains are getting scarce, he isn't worrying. 
His Campbell Trace Chains were made to 
rigid specifications and carefully inspected. 
With proper treatment, they can be ex- 
pected to last for the duration. * * But 
Bucephalus doesn’t know that the Inter- 
national Chain line is complete — covering 
every chain need: simple dog chains, cow 
ties, well chain, log chains, tire chains, chains 
of every type, in every size, for every use. 
* * Send for your copy of the latest Inter- 
national Chain Catalog. International Chain 
& Mfg. Co., York, Pa 
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HARDWARE ron oll EQUIPMENT 
aeemeneemniiadl 


MUST COME FIRST! 








Hardware for work 
harness is important. 


But right now, hardware 
for battle equipment 
helmets, cartridge belts, can- 
teens, first-aid kits . . . is 
even more important! 


That’s why production of 
battle equipment hardware 
must come first with North 
& Judd. That's why it can’t 
always supply the particular 
item you want just when 
you want it. 


What About Repair Parts? 
If farmers are going to 
keep work harness in good 
condition, they’ve got to 
have ... you’ve got to have 
repair parts. North & 
Judd realizes this. It is con- 
centrating all the metal and 
time allocated to it under 
Limitation Orders on the 
production of ANCHOR 
BRAND Harness Repair 


Hardware for this vital job! 


ORTH & JUDD 


MFG NEW BRITAIN, CONN. 


hers free w Brand Harness 
and Saddlery Hardware 
st Complete Line In The World 
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Coal-Burning Grate 


A non-metallic grate said to be ca- 
pable of withstanding much higher tem- 
peratures than occur in the most eff- 
cient fireplaces. Maker states that its 





large capacity (40 lbs. of coal) makes 
it a real heating unit and permits a 
fire to be maintained continuously with 
very little attention during the day and 
by banking at night. Will radiate ab- 
sorbed heat long after the fire is put 
out. Burns anthracite or soft coal, coke, 
charcoal or wood. Composed of sepa- 
rate U-shaped bars, assembled between 
supporting end sections to form a grate 
of variable length. End sections are 
held together with two pipes, bolted on 
either outer side. Bars, grooved when 
cast, fit snugly on the pipe and cannot 
fall off, but can be easily lifted for 
rocking of ashes. The seven-bar unit 
is 21 in. long, 15 in. high and 16 in. 
deep. By increasing or decreasing the 
length of pipe ,and the number of 
bars, which are 2% in. wide, the grate 
can be made to fit any fireplace, ac- 
cording to the manufacturer. Light 
gray in color with stone-like texture. 
United Concrete Form Products Co., 
Inc., 101 Park Ave., New York City. 


Paint Production 
Brochure 


Devoe & Raynolds Company, Inc., 
New York City, have prepared a pic- 
torial brochure entitled “These Plants 
Make the Paint that Preserves Amer- 
ica.” The brochure, replete with pic- 
tures of the company’s plants and 
manufacturing facilities, as of the pres- 
ent date, has been issued for a twofold 
purpose. First, to educate employees 
in the workings and ramifications of 
the company; and, secondly, to bring 
the story of the Devoe organization to 
dealers and others who cannot visit 
the plants at this time due to trans- 
portation restrictions. A fitting supple- 
ment to “The Colorful Years,” a histor- 


ical booklet issued by the company 
abuut a year ago, the brochure depicts 
various chemical processes and tests to 
which all Devoe paints and varnishes 
are subjected before they are approved 
for public use. In addition to the lab- 
oratory, paint and varnish manufactur- 
ing plants, the new brush plant at 
Princeton, Ind., are also shown. 


Electric Fence 
Controllers 


Guaranteed Products Corp., Welling- 
ton, Ohio, has redesigned its “Shox- 
Stox” electric fence controllers to re- 
duce the weight of critical materials in 
each unit. However, the basic electrical 
and mechanical principles have re- 
mained unchanged. In this way the 
maker will be able to supply dealers 
and jobbers with the greatest possible 
number of units from the materials 
which have been allocated to it for 
1943. The elimination of the battery 
adapter is the only major change in 
the battery set for this year, thus sav- 
ing a pound of steel per unit. In its 
place a handy base and connection ter- 
minals have been substituted which are 
said to make the units more readily 
adaptable to use with a wet storage 
battery. The test light in the 1943 all 
electric “Shox-Stox” controller, formerly 
mounted in the unit, has been replaced 
by a separate fence tester furnished 
with each machine. An automatic fus- 
ing arrangement displaces the remov- 
able fuses formerly used in the ma- 
chines. Advertising kits for dealers will 
be sent upon request. 
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Crab Grass Killer 


“Alfco”—a crab grass killer that is 
said to save hours of hard labor and 
much expense of turning soil under to 
eliminate crab grass, thereby destroying 








any danger of infection from poisonous 
weeds and ivy. Carries a great percent- 
age of the killing agent. The nutrient 
solution in “Alfco” stimulates perma- 
nent lawn grasses, according to the 
maker. May be sold from early spring 
to late fall. In the spring, it can be 
used for spotting out dandelions, plan- 
tain, etc., in mid-summer to eliminate 
crab grass which continues until frost 
and in late summer and in the fall, for 
clearing garden spots, which have been 
harvested, of week-pests to prepare for 
the next season’s planting. Throughout 
the season, this product can be used to 
keep growth off tennis courts, drive- 
ways, walks, etc. American Liquid Fer- 
tilizer Co., Marietta, Ohio. 


Fiberglas “Dust-Stop” 
Filter 


Owens-Corning Fiberglas Corp., To- 
ledo, Ohio, has designed a new war- 
time “Dust-Stop” air filter which is said 
to retain the high filtering efficiency and 
economy features of the peace-time 
“Dust-Stop” while conserving metal and 
other critical materials. A square grill 
of heavy Kraft cardboard replaces the 
familiar round opening metal grill. A 
standard filter adhesive is used in place 
of the non-inflammable “Dust-Stop” ad- 
hesive which is no longer available. 
Production is being expanded to meet 
growing requirements. 
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“But my Dad said you can fix anything! 





If the manpower shortage prevents you from doing repair work of all kinds in your own 
shop, it needn’t prevent you from handling—and profiting from—service on Toastmaster 
appliances! Our wartime service program was designed for dealers just like you. 


You simply send the Toastmaster appliances, complete with all parts, to the nearest 
authorized service station listed below. Expert repair jobs will be done for you, at the 
lowest possible prices consistent with good service work. When billing your customers, 
you just add your normal handling charge to the repair cost. 


If you do the repair work yourself, however, you may obtain the necessary new parts 
—provided you return the old parts with your order. 


REMEMBER THESE POINTS, HOWEVER 
YOU HANDLE TOASTMASTER SERVICE! 


% Check the operation of a Toastmaster appliance before starting 
to repair it or sending it out for repairs. Failure to operate prop- 
erly is often due to a poor connection caused by a faulty outlet. 


% When shipping a Toastmaster appliance to an authorized service 
station, include a complete report of the customer’s complaint. 


% Explain that toasting too dark or too light is often caused by a 
variation of voltage in the power line. If changing the adjust- 
ment button setting does not correct the trouble, it is best to 
send the toaster to an authorized service station. 


% Be sure to pack Toastmaster* appliances carefully when shipping 
them, so that they will not be damaged in transit. 


FACTORY Boston, ies a Farrington Elec. Pisburgh. *y Quick Service 
o., 18 Boylston St. lec. Co., Jenkins Arcade Bldg 
Elgin, Ill... ..McGraw Electric Co. Cincinnati, O... Whittle Elec. Co. Portland, Ore oy ro Elec. Co 
431 Hopkins St 909 Southwest Fifth Ave 
FACTORY BRANCH SERVICE Cleveland, O Elec'l Repair & Reading, Pa. . Singer Crockery Co 
STATIONS Const. Co., 811 Prospect Ave 42 N. Ninth St 
C : i St Dallas, Tex. . . Douglass Elec. App. San Diego, Cal .. J. F. Zweiner 
py ct om a 7 rye Co., 1323 W. Davis St Elec'l Co., 229 °B’ St 
Third St Denver. Col . Midwest Elec. Seattle, Wash Appliance Parts By 
h OA ; Wiring Co., 323 W. Colfax Ave. Serv. Co., 214 Stewart St 
New nF aa fl. Lexington Miami, Fla. . Florida Appliance Spokane, Wash.. Maxwell & Franks 
. , Sls. & Ser., 751 5 plogter St Co., First at Wall 
Minneapolis, Minn 3 eo San Francisco, Cal... . .Radelfinger 
AUTHORIZED SERVICE STATIONS 2145S. Seventh S : Bros., 544 Natoma St 
Atlanta, Ga.. .Georgia Power Co. New Orleans, La. .Re a Elec’l St. Louis, Mo Kaemmerlen Elec 
Electric Building Works Co., 814 Carondelet St Co., 2318 Locust St 
Baltimore, Md..... Baltimore Elec. Philadelphia, Pa. . Joseph T. Fewkes Washington, D.C in as Dauber 
Lt. Co., 300 W. Cold Spring Rd. & Co., 137 N. Twelfth St 2320 18th St., N. 


TOASTMASTER 


***TOASTMASTER” is a registered trademark of McGraw Evectric Company, Toastmaster Products Division, 
Elgin, Ill. Copyright 1943, McGraw Electric Co. 
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Are you gelting 


YOUR SHARE OF 


INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 








One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 


Mlustrated here is No. 600-10 (100 
watts 4, im. tip from the line ot 
DRAKE Industrial Soldering lrons 










ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 
4656 LINCOLN AVE. CHICAGO, ILL. 







First Choice of 
Rose Growers 


oo By 


‘ 1 TRI-OGEN fo ears 





They k ¥ it jua y and w e demandir thi 
ree-purp spray more than ever this year Thi 
Widlely Use pray i Y va prote ' ri 
flowerir and able nts It eeded 


\ wy Gard 


Other OGEN Products 
FUME-OGEN 


A scientific Dog Spray and Ant 
Repellent 


MOLOGEN 
Destroys moles quickly 


KILLOGEN 


An effective Insect Spray and Ant 
Killer 


F\UNGTROGEN 


Controls Mildew and Black Spot on 
Roses and Other Fungus Diseases on 
Flowering and Vegetable Plants 


Nationally Advertised 
in Press and on Radio 


irian 


No advance er las ar il prices, yet trade 

liscounts are liberal as ever Ogen Products 

are real meney maker Stock t it once and 
prepared 





@ Write for Prices, Trade Dis- 
counts and fall particulars. 





ROSE MANUFACTURING CO. 


112 Ogen Bldg. Beacon, New York 











WHATS NEW 








Self-Raising Wooden 
Toilet Seats 


The core of this seat is made from 
selected, straight grain northern hard 
wood. All seats are made from 1'4 in. 
stock and are available in standard 
finishes. as well as sheet covered. A 
strong. durable spring mechanism, 
which pulls the seat erect to a 90 de 
gree angle, is enclosed in a_ plastic 
housing to protect it| from dirt, bae 
teria and moisture. The seat stands 
perpendicular to the bowl when not in 








use, Seats are said to fit any standard 


toilet seat with 5! in. post hole cen 
ters. Sperzel Sanitary Seat Co., 218-230 
Metropolitan Life Bldg., Minneapolis. 


Minn. 


“‘Nox-Odor” Deodorant 


\ non-chemical material with neutral 
and harmless properties which is said 
to absorb all odors when placed in the 
refrigerator, ice box or food storage 
room. According to the manufacturer, 
it protects butter, or other foods that 
have a tendency of taking on the odor 
of melon, onions, bananas, ete., stored 
in the same cooling unit. Any foods 
can be stored together and still retain 
their natural flavor and aroma. All that 
is necessary is to open the vents at the 
top and bottom of the container and 
place in the ice box. Takes up no more 
room than a small tin of canned food. 
Can be used for absorbing unpleasant 


fumes in freshly painted sleeping 


rooms, etc. Container should be removed 
from the refrigerator every 10 days and 
dried out. Maker states that after dry 


ing it becomes as good as new again. 





Comes in two sizes-—vent style package 
for shelf use and in large mesh bag for 
hanging in food storage rooms, etc. 
Tamms Silica Co., 228 N. La Salle St., 


Chicago, Hl. 


Plastic Lunch Kit 


Victory “Vee-Kit™ is made of trans- 
parent Lumarith plastic, is less than 
10 in. long and only 7% in. high. and 
has ample space for a pint thermos 
bottle, sandwiches, a piece of pie or 
cake and several pieces of fruit. The 
kit can be opened by simply pressing 
the litthke red balls which release the 
end and the contents are readily avail- 
able. There is no hinge or latch. Only 
the rings which hold the thermos bottle 
are metal. Said to be light in weight, 
easy to keep clean and will not dent or 


chip. Lumarith is a Celanese plastic, a 





product of Celanese Celluloid Corp., 
division of the Celanese Corp. of Amer- 
ica. The kit is produced by V. W. 
Busch Mig. Co., South Lyon, Mich. 
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ANYONE 
WHO HAS A 
CHAMPION 
DRIVER 


Users of CHAMPION 


screw drivers will be 











glad to know that 
UNION makes chisels 
and hack saw frames, 
too. CHAMPION 
drivers make friends, 
so hand them CHAM- 
PION every time. 
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HARDWARE COMPANY 
aw EWE GD IY 


REC US PAT OFF ESTABLISHED (854 


TORRINGTON, CONN. 


NEW YORK OFFICE 


ISI CHAMBERS STREET 
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K-TRO*CUT 
For! “a 7 Tide SANDING 
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STANDBY THAT KEEPS 
BRINGING IN REVENUE 


| By selling Elek-Tro-Cut Ruff-Stuff, you are making satisfied 


customers in addition to making a substantial profit on each 
sheet you sell. Customers find its fast cutting, long wearing 
qualities doing the “job’’ for them and will pass the word 
along. A steady income from both new and repeat busi- 
ness will result. Your rental floor sanding machines will 
produce the revenue so hard to secure 
because of shortages. 


Elek-Tro-Cut Ruff-Stuff Floor Sanding 
Paper is available in a complete line of 
types, sizes and shapes to fit all makes of 
rental floor sanding machines. 


Specify Elek-Tro-Cut Ruff-Stuff Floor 
Sanding Paper on your next ‘‘cut sheet”’ 
order. 






















oe e “BUSINESS 
G ” 
— GETTING 
Leer —— Window Streamers and 
Post Cards 


are just part of the service we 

give to dealers of Ruff-Stuff cut sheets 

to acquaint customers with their services. 

Why not write for samples today. Address 
Department HA 343. 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 


MFRS. OF 3-M PRODUCTS 3.%,,Abosixe Peper, and Clon 
roducts — ‘’Sc apes — 
Elastic Cements —3-M Wax and Sealer —3-M tameing and 


Grinding Compound — 3-M Cutting and Finishing Compound — 
3-M Roofing Granules. 












A popular buy-word 


National 


HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 





National Manufacturing 
Company 
STERLING - « - ILLINOIS 





















RONG-BRAY 


AKL R Prompt deliveries 


FZ 


ARMSTRONG -sRAY 


Witecnip 
LT HOOK 


Msi 


Sie 
















both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 


dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 
Priority Business 

—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 
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“Collins Visible” 
Glass Mail Box 


Glass mail box is completely devoid 
of any metal parts or fastenings. Has 
plastic fastenings and glass top and 
bottom parts, as well as crystal glass 
body. Top and bottom sections are 
movable to provide quick and easy 
handling of mail. A recess in the back 
of the box furnishes ample space for 
magazines, newspapers and catalogs. 
Contents of the glass mail box are al- 
ways visible, thus saving much time, 
unnecessary trips and exposure during 





bad weather. The housewife can see 
from the window or door whether there 
is any mail in the box. George F. 
Collins & Co., Sapulpa, Okla. 





“Da-Brite” Telescope 


A compact 5-power-plus telescope- 
plane spotter. Lenses are finely ground 
and polished to give real 5-power sight. 
These lenses are placed in a tube of 
simulated leather and are packed in a 
carrying case. Telescope has comfort- 
able eye-piece and black lens mount. 
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When closed, the telescope is 8° in. 
but extends to 16 in. Item is sold only 
in lots of 12, packed in a display car- 
ton. The Mostow Co., 540 N. La Salle 
St., Chicago, III. 





“Sentinel” Utility 
First Aid Kit 


No. MX—packed in colored litho- 
graphed metal box, 614 by 3% in. Con- 


tents: one bottle mercurochrome H. W. 


mo im 
ST AID 


a 
_ 
= 


$5 
gé 


& D. with applicator, 1 1/3 dram; one 
roll adhesive, % in. by one yd.; six 
handy bandages and two cartons each 
containing absorbent cotton and gauze 
compress sterilized. Forest City Prod- 
ucts, Inc., 1276 Ontario St., Cleveland, 
Ohio. 


Decal Transfer Letter, 
Number Merchandiser 


Decals made of gold bronze with 
black outline are displayed in a Philip- 
pine mahogany plywood counter rack. 
Letters and numbers are easily and 
quickly transferred to any object, stick 
to metal, glass, fibre, leather, painted 
surfaces, etc. Each character individ- 
ually packed in transparent envelopes 
except 1% in. size. Weather proofing 
instructions on each envelope. There 


rey a) py SS ee 
q 
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are four sizes of letters and numbers: 
15, 1, 2, and 3 in. The dealer discount 
on letters and numbers is 40 per cent. 
A $2.00 deposit required on display 
rack. Duro Decal Co., Inc., 622 W. 
Lake St., Chicago, II. 
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BROTHERS 
OUTSTANDING 
PAINTER ACCEPTANCE 


x 


The Lowe Brotherse, 


Dayton, Ohio. 


Gentlemens 
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Vy VARNISHES 


I, 


For 72 Years... 
in War or Peace 
First in Quality 
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LEADING 


radiantly 


line that is bringing 


new profits to Se 
dealers who ons - 
special pac “7 
assortments for 
hardware trade. 
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The latest triumph 
in glassware. It’s 
that subtle, satin 
Pastel tinted line ‘ 
Ye) refreshingly delicate 
_ Gristocratic, A wide 
ine of tableware 
vases, figurines and— 
Pieces for every 
Occasion. Order 


from ° 
you 
today, r jobber am 


Century Melaleraft 


Main Office Ralph Higgins 
5960 Broadway ovr. Merch. Mart 


Chicago, III. Chicago, Ill. 








i? WAR ORDERS ° 


REPAIR—FIX UP 
CONSERVE 











ACME FASTENERS 
HELP MEET WAR NEEDS 
—HELP YOUR “EXTRA SALES” 


With many products discontinued for 
the duration, it is imperative that as much 
repair work be done as possible. That's 
where Acme Corrugated Fasteners come 
in—they're ideal for fixing up furniture, 
screens, cabinets and other wooden articles 





On your counter the Acme Fastener dis- 
play box, with the red, white and blue 
REPAIR label, acts as a reminder to your 
customers—shows them how they can help 
Uncle Sam in his conservation drive. Let 
this handy item stimulate your extra sales. 
Home owners, cabinet makers, carpenters— 
anyone who works with wood — are prospects 
for this inexpensive Victory item. If your 
jobber can't supply you, write us direct. 


FOR BULK SALES—the 100 Ib. KEG 


ATT 


For profitable bulk sales, 100 pound kegs are 
available. In addition, there are standard cartons 
of 250, 500 and 1,000; boxes of 100 fasteners, 10 
boxes to a carton, also in boxes containing 50 


fasteners of one size—4, : os ee 2 
5,” x 5” Display cartons contain 12 of these boxes. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue 
Chicago, Illinois 


Branches and Sales 
Offices in Principal Cities 


Acme Steel Company 
2838 Archer Avenue 
Chicago, Hlinois 
Send me complete information on Acme 
Tack Point Corrugated Fasteners 


Name 
Address 


City State 
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NEW ENGLAND 
OFFICERS— 
Left to right: 

John E. Swanson, 

Portsmouth, N. H., 

president: 

Lucius C. Chandler, 

Newton Centre, 

Mass., 
vice-president. 





New England Convention 


NAME & PLACE—New Eng- 
land Hardware Dealers Association 
met Feb. 16; 17. 1943, at the Hotel 
Statler. Boston, Mass. 


NEW OFFICERS — President. 
John E. Swanson, Portsmouth, N. H.. 
succeeding Frank J. Toole, Paw- 
tucket, R. I.; vice-president, Lucius 
(:. Chandler, Newton Centre, Mass. ; 
executive secretary and treasurer. 
Russell R. Mueller, Boston, Mass. : 
clerk. Henry W. Rollins, Waterville. 
Me. Directors: Frank J. Toole, Paw- 
tucket. R. L.; Henry W. Rollins, D. 
W. MeMahon, Burlington. Vt.: Ray- 
mond Crompton, East Greenwich. 
R. 1. 

ADDRESSES — Tuesday morn- 
ing was largely devoted to addresses 
by representatives of the Office of 
Price Administration and the Wat 
Production Board. 

George R. Taylor, regional price 
executive, discussing “Past, Present 
and Future of OPA,” noted the 
groups involved in the Price Control 
Act. mentioning the experimental 
technique necessary in carrying out 
its operation in an unknown field. 
as well as recognizing problems ol 
the industry. 

James H. Noonan, head of Con- 
sumer Durable Goods Section, in 
considering the “Hi-Spots of Specific 
Regulations.” declared that “work 
with the association is enlightening 
to us. and complimented Secretary 
Mueller on his work. Mr. Noonan 
explained in regard to determining 
prices of articles and special prob- 
lems. suggesting tactful relations 
with suppliers. 


Philip Cowin. price attorney, dis 


cussed “Legal Aspects” of Price 
Control, speaking of special regula- 
tions. 

The speech of W. P. Homans, act 
ing deputy director for materials. 
War Production Board. on “Priori- 
ties in Review” included a_ lettet 
from Chairman Nelson to the WPB 
staff, concerning war economy. Mr. 
Homans emphasized the necessity of 
cooperation in keeping shelves suf- 
ficiently stocked. 

Raymond E. Welts. regional head 
of Consumers Group, Distributors 
Division, WPB. discussed among 
other matters the rules that govern 
the selling of the retail hardware 
dealer, stressing the necessity for 
keeping records and noting methods 
of replenishing stock. 

The session closed with an open 
forum “Dealer Discussions,” con- 
ducted by Rivers Peterson, managing 
director, NRHA, and R. R. Mueller, 
secretary New England Hardware 
Dealers Association. 

At the Wednesday morning § ses- 
sion, reports were made from three 
New England jobbers. 

C. L. Hildreth. president, Emery 
Waterhouse Co., Portland, Me., dis- 
cussing “Management in War Time,” 
outlined regarding salesmen’s work, 
admonished all to buy cautiously 
and urged cooperation with Govern- 
ment agencies. 

Joseph Kennedy. sales manager 
for Bigelow & Dowse Co., Boston, 
Mass., speaking on “Sales in War 
Time.” noted shortage of merchan- 
dise, priorities, mentioning articles 
on which volume could not be ob- 
tained and gave a partial list of 
those that can be supplied. 


James Jones. treasurer, Decatur & 
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JUSTRITE 
Ywwerble Firemen 
FIGHT AMERICA’S FIRES—BEFORE THEY START 


That's why Industry keeps coming 






back for more of these famous 
Distributors find 
it a steady-moving, profitable line. 
Write today! 


Safety Products. 


JUSTRITE Approved SAFETY CANS 
The safe, sensible way to handle 
and store explosive or ’flam- 
mable liquids. Large nozzle with 
special lip—easy to fill and 
our without spilling — no fun- 
nel needed. Body: heavy sheet 
steel. Nozzles and handles mal- 

leable iron. Baked enamel finish. 7 sizes, 1 pint to 5 gallons. 
Approved, inspected and individually numbered and label- 
ed by Underwriters’ Laboratories, Inc. 


SAFETY FILLING CANS 

Same general construction as Justrite 
Safety Cans but equipped with flex- 
ible metal spout hose for safe and easy 
pouring of ‘flammable liquids. Air 
vent assures even flow without back 
pressure. Easily filled from hose of 
gas pumps thru separate filler opening. 
4 sizes—5 to 20 quarts. Approved 
and listed by Underwriters’ Labora- 
tories, Inc. Approved by Associated 
Factory Mutual Fire Insurance Co. 





OILY WASTE CANS 

The common sense container for oily- 
waste or other ‘flammable material. Stur- 
dily made of 24-gauge steel, 1g” band iron 
legs and handles. Made with or without 
foot lever. Lid automatically closes when 
can is not in use. Approved by Under- 
writers’ Laboratories, Inc. and Associated 
Factory Mutual Fire Insurance Cos. 





JUSTRITE Twin-Bulb ELECTRIC LANTERN 
The most dependable lantern ever built for 
industrial use. Powerful 662 candle power 
forward beam plus light to sides at the same 
time from the same bulb. Twin-bulbs reduce 
danger of light failure—just flip the 
switch and second bulb is lighted instantly. 
} } Listed by Underwriters’ Laboratories, Inc. 
/ for safe use in the presence of ‘flammable 
gases and other Class 1, Group D hazardous 


locations. Approved by U. S. Bureau of 
Mines. 





Ask your jobber or write for catalog of Justrite Safety Products 


JUSTRITE Manufacturing Co., 2073 N. Southport Ave., Chicago, Ill. 


JUSTRITE 260.22 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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SASH CORDS 











Ak filling a 
leash on the 


YS 


Were getting these 
dogs under control now 
and we're going to make 
sure they stay tied up! 
Puritan is supplying large 
quantities of cord for 
many purposes in this war 
effort. That's why if you 
have priority trouble or 
delivery problems, please 
remember we're working 24 
hours a day to serve Uncle 
Sam and you too with all 
the cord needed to win the 
war, but Uncle Sam must 
be served first! 








LOUISVILLE, 





PURITAN 


m CORDAGE MILLS, INC. 


KENTUCKY 


Mf'rs. of sash cord, clothes line, and braided and twisted cotton cords 
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ALERT is the word for this ‘‘crack’’ 
soldier-of-service! Schalk’s Crack Filler is 
on the job in Home Defense... filling 
cracks, holes and nicks in wood, wallboard, 
plaster, tile... ‘’keeping things together’’ 
for the duration. Order from your jobber! 
Schalk Chemical Co., Los Angeles, Chicago. 








GRAVITY 
neweess HINGES 


Nothing to adjust 


Easy opening, sure closing—for all heavy 
doors. Extra rugged construction. No spe- 
cial hanging strips needed. Weight of door 
rests on heavy iron floor casting and hard- 
ened steel roller. For doors 1%" and thicker. 
Hold-open and non-hold-open styles. Fur- 
nished complete with screws, bolts, and lag 


screws Ask your Jobber 
THE SHELBY SPRING HINGE COMPANY 
SHELBY, OHIO 


SINCE 1898 


C7 BUILDERS HARDWARE 
; Geod Lovks - Bellar Wear 





120 





Hopkins Co., Boston, considered 
“Credit in War Time,” elaborating 
on confidence, fear, collections, and 
Regulation W, noting the present 
sellers’ market. 

Dr. Charles C. Smith, of the Na- 
tional Association of manufacturers, 
Chicago, gave an address on “Amer- 
ica Tomorrow,” which was general- 
ly optimistic. 

Wliliam J. Cheyney, president, Re- 
tail Credit Institute of America, 
Washington, D. C., discussed “The 


Most Important Problems Facing 
Distribution in 1943,” noting the 
difficulties of the situation. 

The convention closed with a 
luncheon attended by 550, with Gov- 
ernon Leverett Saltonstall, Bill Cun- 
ningham columnist, Boston Herald, 
and Rivers Peterson as speakers. 

B. Fletcher Barbour, 87 years old, 
a founder of the association, was 
presented with a plaque containing a 
tribute for 50 years of service, by 
James Mackey of Mackey & Meade 


Co., Inc., Brookline, Mass. 


Be Hardware Minded on the Telephone! 


RE you and your clerks hard- 
ware-minded when answering 
the telephone? In other words, 
when you have occasion to distin- 


| guish the first letter of a word by 


saying “As as in——,” do you use 
a hardware word as an example? 
The following list placed handy 

to the store telephone will aid in 
promoting the hardware store and 
its stock when the telephone is be- 
ing used, and proper spelling of 
names is being checked: 

A as in Axe 

B as in Bit 

C as in Cordage 

D as in Drill 

E as in Enamel 

F as in Files 


G as in Gun 

H as in Hardware 
I as in Iron 

J as in Jack 

K as in Key 

L as in Lacquer 
M as in Mop 

N as in Nails 

O as in Oils 

P as in Paint 

Q as in Quart 

R as in Repe 

S as in Saw 

T as in Tacks 

U as in Universal 
V as in Varnish 
W as in Wire 

X as in Xcellence 
Y as in Yoke 

Z as in Zinc 








MASS DISPLAY OF GLASSWARE ATTRACTS CUSTOMERS: The above 
illustration shows how one dealer cashed in on the mass display idea. A 
special mass display was set up featuring nine items of “Pyrex” brand ware. 
The counters held utility dishes, pie plates, cake dishes, mixing bowls, etc. 
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FOR YOUR 
PROFITABLE 
PROMOTION 


pa a apapeenpeny 


No 427 No-Drip 
(below) No. 456 Plas- 
Top Salt 'N Pepper 


en ML Ted 
(Pees ane onesies 
Commemn ere Sy tec, 


% No. 427 NO-DRIP SERVER... 


A best-seller for honey, syrup alad dressing, catsup, et Has 
Tenite plastic top and slide in red, P 1, yellow, blue, and ivory; 
14-oz. container is clear-glass in attractive design. Retails at 2: 


% No. 456 PLASTIC-TOP SALT 'N PEPPER 
SHAKERS... 


Smart and handy for stove and table. Shaker tops have new, 
sanitary “side-flow”’ styling; are nbossed “S"” and “P". Tops 
are red Tenite plastic; containers are ribbed clear ; 7-0Z, 
capacity. Individual shakers retail at 10¢ each. No. Range 
Set (these 2 shakers complete with Tenite plastic tray for easy 
carrying) retails at 39¢. 

% No. 453 TWIN-SERVER SET... 

Popular for jellies, jams, mustard, chili sauce, etc. Sanitary 2- 
piece hinged-te é é y 2nite plastic; con- 
tainers are cle 3, 6-0Z. Caps , 4” high. Set retails com- 
plete at 50¢. Inc Jar (No. 455) retails at 20¢. 
x No. 610-G GRAVY BLENDER... 
A “shaker” for blending gravies, salad dressing, etc. Clear- 
glass container has 14-0z. capacity: is ribbed inside to provide 
thorough blending. Two-piece red Tenite top; built-in strainer. 
Height 64”. Retails at 25¢. 

(Below) No. 453 Twin-Server 

Set; (right) No. 610-G Gravy 

Blender. 


SEE YOUR JOBBER ... 


(All retail prices as listed above are suggested retail prices; they may be 
slightly higher west of Mississippi) | 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON | 


FEDERAL TOOL CORP. 
400 N. LEAVITT ST., CHICAGO, ILLINOIS 
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AMERICA KNOWS 
THE IMPORTANCE 


oF INDESTRO Toots 


IN KEEPING WAR 


PRODUCTION MOVING 


The new equipment coming off 
American production lines, sur- 
passes in efficiency that of yes- 
terday. Many of these units are 
fabricated and maintained with 
Indestro Tools. Their precision fit, 
adaptability, extra strength, en- 
able mechanics to do better work. 
Whether your trade builds planes, 
trucks, guns, tanks, ships or ma- 
chinery, Indestro Tools will enable 
1) Y=) 00M CoM (¢-1-) of 0) colo bb loi lose MED co) | tbele 


INDESTRO MFG. CORP. 


North Kildare Ave. at Schubert 
CHICAGO, ILLINOIS 





Stock 7 
dri-kleen 


QUICK 
SALES 
and 
GREATER 
PROFITS 
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Improved, scientific, soluble - crystal 
home cleaner for dresses, suits, hats, 
ties, drapes, upholstery, rugs, ALL 
FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
® Simple te use. ¢ Odorless, non-inflammable, 
non-explesive, © Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 
ing which cold water will not harm. ¢ Restores 
original sparkle and brilliance to colors. ¢ Keeps 
hands smooth and soft. ¢ Amazingly economical 
— saves time and money 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 


——, 





































DEALERS! 


as! 
Order From Your s00s® 


<6. Today For 

jobber ba Details. 

or Write Direct Discounts, Etc. 

THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 





If it is a metal piece to insert 
by driving, turning or inset, 
we can make it (design it, if 
need be)—to exacting specifi- 
cations and to a high degree 
of precision uniformity. 


MACHINE SCREWS 
SHEET METAL SCREWS 
MACHINE SCREW NUTS 

PLASTIC INSETS 
HOLDING PINS 
SPECIAL RIVETS 


Economy of essential mate- 
rial governs all of our produc- 
tion. Ingenuity saves waste. 


Inquiries Solicited 


p INEWIENGLAND BSCREW.COd 
KEENE, NEW HAMPSHIRE 


INCORPORATED 1aee 
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California Convention 


NAME & PLACE — California 
Retail Hardware Association met 
Feb. 15-16, 1943, at the Whitcomb 
Hotel, San Francisco, Cal. 
NEW OFFICERS 
Frank C. Holman, Sonora, succeeding 
George W. Linder, Tulare; first vice- 
president, Oren H. Ruth, Woodlake ; 
vice-president, Charles E. 


President 


second 
Ruggles, San Francisco; secretary, 
LeRoy Smith, San Francisco. New 
directors: Clarence McKee and 
Lloyd D. Lyons. Advisory board: 
George W. Linder, Tulare; F. H. 
Johnson, San Luis Obispo; M. E. 


Ish. Salinas. 


ADDRESSES \. E. Herrn- 
stein, Chillicothe, Ohio, NRHA presi- 
dent, expressed the opinion that there 
seems no possibility of any real 
loosening up at Washington to pro- 


| vide more merchandise for civilian 


consumption. If hardware mer- 
chants will recognize this situation 
the amount of business they may ex- 
pect to do is bounded only by their 
ability and their willing to adapt 
their methods to wartime conditions. 

In times such as these, he said, 
there should not be too much hesi- 
tancy about taking on lines of mer- 
chandise customarily sold in other 
stores. Anything is hardware in 
these days that can be sold in a 
hardware store. He urged hardware 
merchants to do everything possible 
to hang on for the reason that those 
who survive will find themselves in 
a preferred position after the wat 
when a host of new and different 


| products come on the market. 


Dr. Allen A. Stockdale, — staff 


| speaker for the National Association 





Left to right: George W. Linder, 
Tulare, retiring president, and 
F. C. Holman, Sonora, president. 


of Manufacturers, mixed humor and 

fact in a discussion of the subject, 

“Industry in the War and After.” 
F. F. 


Thomson-Diggs 


Thomson, president of 


Company, Sacra- 
mento. Cal., and president of the 
National Wholesale Hardware Asso- 
ciation. offered some general com- 
ments. During an informal discus- 
sion of prospective merchandise 
shortages, he called attention to a 
recently issued controlled materials 
plan order which has been inter- 
preted to mean that wholesalers may 
not sell to any retail customer more 
than 4000 Ibs. of iron or steel or 
wire products in any quarter, and 
that no retailer may buy from any 
one or all of his sources of supply 
more than 4000 Ibs. of any one of 
these listed items in any quarter. 
The only way out, in his opinion, is 
for customers of dealers such as 
farmers. and ranchers, to secure an 





CALIFORNIA OFFICERS—Letft to right, front row: LeRoy 
Smith, San Francisco, secretary; F. C. Holman, Sonora, 
president; C. E. Ruggles, San Francisco, director; J. M. 
Lusher, San Francisco. Rear row: W. E. Cole, Novato; 
Theo. Helmle, Lodi: C. M. McKee; G. W. Linder, Tulare, 
retiring president: M. E. Ish, Salinas, director. 
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PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 


PATCHING PLASTER 
PLASTER OF PARIS 
KALSOMINE 

INSIDE COLD WATER PAINT 
STANDARD CASEIN COLD 
WATER PAINT (WASHABLE) 
CONCRETE PATCHER 

WHITING 

PLASTIC PAINT 


All of Above Packed in Various Size Cartons 
Many Other Tried and Proven Items 
IMMEDIATE SHIPMENT 
Write for Full Information—Price List—Color Cards 


AMBASSADOR SPECIALTIES, INC. 


Manufacturers 


6440 De Buel Ave., Detroit, Mich. 
Established 1930 









TEBSON 
FULLY PREPARED 


PATCHING 
PLASTER 


Used fer Repairing 
interiae Wall Paster, Fi 
Couto im Copan pay on 
Siding Seats 


_——. 
Ek WT CLEAN WATER AND APPLY 








——. 
MBASSADC 
AMPASSADO 











“PROFITABLE FAST SELLING | 
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PORTER 


BOLT CLIPPERS 


In production and construction a Porter 
Clipper will save labor costs. In repairs 
and emergencies a Porter Clipper will re- 
duce shut-down time losses. Ke prepared 
by having the right tool ready when 
you need it. Porter Clippers in yarious 
sizes and models to- meet all require 
ments — cutting bolts, rods, stranded 
cable or chain. Capacities up to 34° an- 
nealed bolts. Special jaws tor cutting hard 
steel. Special tools for special’ operations. 
Every Porter tool precision built 


H. K. PORTER, 
EVERETT, MASS. 


Inc. 


SEND FOR CATA- 
LOG giving valuable 
information about time 
and labor saving in us- 
ing two-hand portable 
metal cutters. 


NOTE: We are using 
every available machine 
and every available 
man, 24 hours a day, to 


quirements, and especial- 
ly to meet our jobbers 
needs with the earliest 
possible shipments. 
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MACHINE BOLTS 


@ Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 

A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 


RIVING down the road, you can see what's 
strangling our farm water supply. Crippled 
windmills—twisted vanes and disabled wheels. 
Count them in your community. One South 
Dakota storm alone put 590 out of commission 
this year. 











any tower, can start the farm heart beating again. 
Milk is 87% water, eggs and meat are over 
- half water—truly Victory flows from farm wells. 


Why not play Paul Revere — wake up these 
sleepyheads — check up on every farm well in 
) your vicinity? Give your nearest Baker branch 


(‘Ka a ring and ask how it can be done. 





DISTRIBUTED BY 
BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, ta.; Cedar Rapids, lo.; Fredericksburg, 
le.; Omaha, Neb.; Kansas City, Mo.; Enid, Okla.; 
Hutchinson, Kon.; Brandon, Manitoba, Canada. 
AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 


NDMILis « PUMPS 
o PUMPIACKS © 
HAND PUMPS ® 


weit suPPLIES 
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A new Monitor windmill head can be attached to 








LIGHT 





WITH SAFETY 
SINCE i840 





LANTERNS 


SS NEW YoRK 7% 
Output Distributed Through the 
Jobbing Trade Exclusively 

















CONSERVE 
MAN-HOURS 


Do that job with wire; it may 
double your present output. Wire 
offers many a short cut not possible 
in a milled job. And working the 
wire adds much to its strength. If 
permitted a choice of material or 
method in your war product, con- 
tact us. 

(DEALERS: For the duration, our 
hardware deliveries must defer to war 
needs.) 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


BROGKS i HOOKS 
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AA-5 rating, although that would 
give them no assurance of merchan- 
dise. 

Comparing the present conditions 
of retail hardware and wholesale 
hardware stocks, he said that his in- 
formation indicated that generally 
speaking, wholesale stocks were 
down from 20 to 50 per cent at the 
end of 1942 as compared to Decem- 
ber of 1941, but that in only one 
case has he learned of a retailer 
whose inventory at the end of 1942 
was lower than at the end of 1941. 

Max E. Ish, former president of 


the association, discussing the sub- 
ject of selling hardware in wartime, 
said that merchandise is where you 
actually find it—not where you ex- 
pect to. From that he went on to 
point out some of the things that he 
has done to successfully keep up 
his stock of merchandise. 

A feature of the afternoon meet- 
ing of the association was the ad- 
dress by George H. Eberhard, presi- 
dent of George H. Eberhard Com- 
pany, who for the 33rd consecutive 
time spoke on the subject, “Prob- 
lems of the Coming Year.” 


West Virginia Convention 


NAME & PLACE—West Vir- 
vinia Retail Hardware Association 
met Feb. 22-23, 1943, at the Gover- 
nor Cabell Hotel, Huntington, W. 
Va. 


NEW OFFICERS — President, 
K. A. Beckley, succeeding Ralph H. 
Triplett, Sistersville; first vice-presi- 
dent, B. E. Snyder, Philippi; second 
vice-president, Evan Cyrus, Hunting- 
ton; executive secretary, Sam H. 
Diemer, Fairmount. Executive 
board: Allen Hammer, J. M. Mc- 
Cormick and Ralph H. Triplett. 


ADDRESSES —-Principal atten- 
tion was centered during the ses- 
sions on war-time problems con- 
fronting the West Virginia hardware 
merchant. 

Opening the convention program 
at noon on Monday, Feb. 22, was a 
luncheon which was followed with 
talks by Glenw D. Hackney, Indian- 
apolis, NRHA, on “Keeping the 
Hardware Store on Main Street,” 
and Luther R. Stein, vice-president 
and general sales director of the 
Belknap Hardware & Manufacturing 
Co., Louisville, Ky. There was an 





open discussion with questions and 
answers after these addresses. 

Tuesday’s program began with a 
sound film on “Salvaging Waste to 
Fight for Victory,” furnished by the 
E. I. du Pont de Nemours & Co. 
Next was a talk by Mrs. Thelma 
Kiehne of Findlay, Ohio, on “Keep- 
ing Up Volume.” 

After a luncheon Tuesday, the 
members listened to a discussion of 
“Future Trends,” by Joe M. Low of 
Clarksburg, and a talk on “Credit” 
by George H. Parsons of Fairmont, 
past president of the Columbia Re- 
gional Conference of Credit Bureau 
Executives. 

Mrs. Kiehne, who operates two 
hardware stores, revealed some of 
the means by which she had been 
able to cope with the war-time loss 
of men employees and the scarcity 
of many articles in her hardware 
lines. She said that she is now em- 
ploying as many women as men and 
advised that glassware, chinaware 
and greeting cards had been among 
her best substitutes for other stock 
no longer obtainable. 


WEST VIRGINIA OFFICERS—Left to right: Ralph H. Trip- 
lett, Sistersville, retiring president; K. A. Sevy, Beckley. presi- 


dent, and Sam H. Diemer, 


Fairmont, executive secretary. 
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41% PROFIT MARGIN... 
with New TAPERLITE Streamlined Assortment 


Sass Se 
















Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 












Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping .. . and they’re 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 












Free! This Handsome Counter Display Stand 


. . with your order for the new introductory "' Assort t 1,000"' containi 












8 doz. 10” Taperlites to retail at 15c a pair Standard Color Arrangement—2 doz. White; 2 doz. 
8 doz. 15” Taperlites to retail at 20c a pair Old Ivory; 1 doz. Blue; 1 doz. Peach; 1 doz. 
TOTAL RETAIL VALUE........ _-se--$16.80 Foliage Green; 1 doz. Yellow. 

COST TO TAU nnn ccncsscsccsccascas $10.00 Other colors available if desired: Cream, Pink, 
DEALER’S PROFIT........ ansieam $6. 80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 






Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 


ORDER Your Introductory Assortment from Your Wholesaler TODAY |! 


If He Can't Supply You, Mail Your Check for $10.00 Direct 


WILL & BAUMER CANDLE CO., INC, &stoblished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 










Looking for a 
HARDWARE STORE? 


HE place to find it is under the heading of Busi- 
ness Opportunities in the Classified Opportun- 
ities Section of the regular issues of Hardware Age. 


By watching the for-sale ads you'll be reasonably 
sure to secure a good paying business at a fair price 
or better still, let the trade know the kind of a store 
you are looking for. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd Street. New York City 
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KEEP YOUR TOOL 
Dept. ALIVE and ACTIVE 


Millions of men and women today are de- 
veloping new familiarity and skill with 
tools in home and factory. The founda- 
tion is being laid for a tremendous post- 
war retail business in home workshop sup- 
plies. Right now you can step up your 
small “hand tool” sales . AND insure 
your future as the community's homecraft 


- GET THIS 


? 
1% RACK FREE! 
SELL 
POPULAR 
HOMECRAFT 
°, MAGAZINE 


i Dresses up your tool 
department . . . builds 
traffic and home trade 

This fascinating magazine makes every reader 

tool-minded. Tells him what to make and how 

It sells customers on more tools and materials 


YOU PROFIT TWO WAYS 


Order a dozen or more copies of Popular Home- 
craft today at 25« 10¢ profit on each copy 
—full refund on covers returned unsold. No risk. 
Hundreds of dealers sell up to 100 copies monthly 
Write today. Get FREE rack and 1 dozen 


magazines 


POPULAR HOMECRAFT MAGAZINE 


919 North Michigan Avenue, Chicago, Itllinois 










New 


Victory 
Package 





With Organic Nitrogen 


@ Fulton's Plantabbs in the new victory package 
gives flower and vegetable growers a PROPERLY 
BALANCED PLANT FOOD, AND YOU... “A 
GENEROUS PROFIT.” 

@ Fully complies with the War Production Board 
order to conserve chemical nitrogen. Licensed in 
all States Beautiful, re-designed packages with 
modern, streamlined apnearance and a high de- 
gree of ‘eve appeal.’ Advertised in leading Hor- 
ticultural publications 


LIST PRICES 


10c. size per dozen $0.72 
25c. size per dozen $2.00 
50c. size per dozen $4.90 
$1.00 size per dozen $8.00 
$2.75 size ...» each $2.15 


Less quantity discounts 


Most All Wholesalers, or 


PLANTABBS COMPANY 


BALTIMORE, MARYLAND 
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Asserting that a third of the na- 
tion’s hardware stores were losing 
business. a third were breaking 
even. and a third were making 
money, the speaker said “There is 
no reason under the sun why that 
profit-making third cannot be main- 
tained.” In conclusion Mrs. Kiehne 
stated that “Tomorrow will come to 
that hardware merchant who can ad- 
just his business to war conditions. 
and that tomorrow will make good 
money for him after the war.” 

In his address on “Keeping the 
Hardware Store on Main Street.” 
Glenn D. Hackney, NRHA, pre- 
dicted that “Some stores will not en- 
dure the duration and business will 
be divided among a smaller number 
of outlets.” but. he added, that 
“Those stores which have a deep- 
seated conviction of their own im- 
portance will find a way to survive. 
provided they are not unnecessarily 


Tennessee 


V 4 VE & PLACE- -~Tennessee 
Retail Hardware Association met 
Feb. 23-24. 1943. at the Andrew 
Jackson Hotel, Nashville. Tenn. 

NEW OFFICERS 


Wayne Hall. Camden. succeeding 


President 


John Lowe, Knoxville. who is now 
in the armed forces: vice-president. 
W. H. Quarles. Nashville: secretary. 
Morris Jones, Nashville. 


{DDRESSES— Speaking in the 
interest of both the state and the 
national association, President Hall 
stated that more than 600 items from 
the War Labér Board and 300 from 
the Office of Price Administration 
have been passed down to hardware 
dealers through national and _ state 
organizations. “Hardware men should 
be the best informed retailers in 
Tennessee.” he declared. 

“The road ahead of the hardware 
industry is hard but not hopeless,” 
declared Rivers Peterson, managing 
director of NRHA. He warned that 
“the greatest danger to our program 
would be the removal of Donald 
Nelson from his present position, be- 
cause he understands the proper bal- 
ance between the needs of the armed 
forces and the civilian, and I know 
he is sympathetic to the problems 
of the small retailer.” 

Stating that Tennessee hardware 
stores, with 42 per cent of the inde- 
pendent stores operated by their 
owners, have only recently been af- 
fected by the shortage of help, See- 


restricted and regulated. None ot 


you has come here to be told how to 
get out of business. The problem of 
keeping the hardware store on Main 
Street is essentially one of getting 
merchandise.” 

He suggested that with scarcity 
of many of their usual items, stores 
turn to china and glassware, gift 
goods, furniture, wall and floor cov- 
erings. while preserving their pri- 
mary identity as a hardware store. 
“It is important to stick close to the 
jobber to see what new lines can be 
added.” Mr. Hackney said. “They 
are just as anxious to keep up vol- 
ume as you are.” He asserted that 
dealers should have no fear of in- 
vading new fields, and asked 
whether there was “any line that has 
been raided more in the past 25 
years than handled by hardware 


stores? 


Convention 


retary Morris Jones suggested that 
bookkeeping systems and manage- 
ment routines be simplified and cur- 
tailed to permit more time for sell- 
ing. that stock and fixtures be 
arranged to facilitate selling, that 
women be employed wherever pos- 
sible. and that tall ladders and high 
shelves be eliminated. 

“It is hardly possible for any 
hardware store to maintain in 1943 
as high a volume of sales as it had 
in 1942.” stated W. K. Richardson. 
sales manager for the Shapleigh 
Hardware Co., St. Louis. Mo., speak- 
ing on “Maintaining Sales Volume— 
Adding New Lines.” “Too many 
sales items are completely out of the 
picture and the ‘Victory Models’ are 
coming in too slowly to be of much 
benefit to you.” said Mr. Richard- 
son. “With two-thirds of all Ameri- 
can production now going to war. 
we have the promise that some raw 
material may be available later in 
the year for the manufacturing of 
some of the things we want. Let it 
not be said that we hardware men 
begrudge the use of one bit of iron 
and steel to protect our country. 
Watch your overhead and take every 
cent of profit that you can.” 

Hugh Ross, of McGee-Ross Hard- 
ware Co., Jackson, speaking on the 
subject. “Facing the Problems of 
1943.” stated that he had spent more 
time in the past year away from his 
business in search of more merchan- 
dise than he had spent in normal 


HARDWARE AGE 





 { 














MA 








> ot 
w to 
n ot 
fain 
ting 


‘city 
ores 
gift 
covV- 
pri- 
ore. 
the 
1 be 
‘hey 
vol- 
that 

in- 
sked 
has 

25 


vare 


that 
age- 
cur- 
sell. 

be 
that 
pos- 


any 
943 
had 
son. 
sigh 
eak- 
ie 
any 
the 
are 
uch 
ard- 
1eri- 
war. 
raw 
r in 
r ot 
‘t it 
men 
iron 
try. 
very 


ard- 
the 
; of 
10re 
his 
han- 
‘mal 


iGE 


new! just out! 
an Extre Large \FE 
B KN 


TAKE ADVANTAGE OF 
HOUSEWIVES’ DEMAND 
FOR EASIER WAYS | 
TO SLICE BREAD 


Now, with bread no longer being sliced by the 
baker, many of your customers are looking for 
ways to help them slice bread easier and more 
evenly. They'll welcome a special extra-large 
sharpening stone designed to help them do the 
job. Like other BEREA sharpening stones, it 
gives a keen edge quickly. 


BEREA ABRASIVES Aa 


Cleveland, Ohio 


Division of The Cleveland Quarries Co. 





How to 
make customers beat 
a path to your store 





@ Plan to remodel with a new Pittco 
3 Store Front either now, if you can 

comply with federal regulations, or 
later, when building restrictions are 
lifted. Write us for free book and 
complete information. Pittsburgh 
Plate Glass Co., 2229-3 Grant Bldg., 
Pittsburgh, Pennsylvania. 


Ve PITTCO 
r slove fun 





PITTSBURGH PLATE GLASS COMPANY 
"PITTSBURGH stands for Zualiily Glass and tise 
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Size 10 x3 x 2. Double grit— coarse on 
one side, medium on the other. 6 to 
a package. Order from your jobber 
or direct from us. 








SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 

Semi-Finished, Castle, Slotted, Cold Punched, 

Hot Pressed, Cold Forged, Stove Bolt and Machine 

Screw Nuts in any quantity from stocks. We make 

nuts from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
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Take Up the Slack | 
in FROZEN PRODUCTS 


with PAINE 
WOODSCREW 


ANCHORS 


% Available on LOW PRIORITY 
. 


For use in Tile - Marble - Slate 
Mosaic and Wood Furring 
+ 


PAINE Woodscrew Anchors are easy 
to obtain and easy to use. You simply 
place anchor in hole, insert woodscrew 
and tighten. NO setting tool is needed 
Anchor expands uniformly as screw is 
tightened to assure a firm fastening and a work- 
manlike job. Available on low priority in a wide 
variety of sizes. 





Fig. 950 
Lead Type 





SS ee 


Fig. 955 | 
Fiber Type | 


Ask your Jobber TODAY and Write for Catalog 
THE PAINE CO. 2963 Carroll Ave., Chicago 
Offices in Principal Cities 


and HANGING DEVICES 














Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Wire 


a profitable seller for over 30 vears. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, erates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 


Townsend Stretcher 
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times and that he had already made 
two extended marketing trips this 
year. 

Asserting that “not as many re- 
tailers are going out of business as 
has been predicted,” Mr. Ross in- 
sisted that “retailers are going to 
have to make themselves heard more 
in Washington, just as labor and 
‘big business’ are doing. They should 
demand the privilege of increasing 
prices to increase profits to offset 
loss in volume of goods sold.” 

John Grey, Jr., of the Tennessee 
OPA office, asserted that with “at 
least 30,000,000 men not producing 
anything in 1943 for civilian use, 
with a bigger demand than ever in 
history, and with more money in the 
hands of consumer buyers, federal 
regulations were inevitable.” The 
speaker stated that OPA is “getting 
splendid cooperation from all busi- 
ness men even at a heavy sacrifice.” 

With Rivers Peterson as chairman, 
the panel discussion on federal regu- 
lation developed nearly every phase 
of price regulation, transportation, 
and distribution. The Tennessee 
WPB office was represented by F. V. 


3randt, OPA by Cullen Hendricks, 
ODT by V. E. Nichol, and USDA by 
A. A. Deakens. Questions from the 
floor were directed to Chairman 
Peterson and referred by him to the 
right panel member. 

Being told that the sole purpose 
of regulation is to further the war 
effort and to protect the consumer 
as much as possible by holding down 
costs and insuring equitable distri- 
bution, the hardware dealers were 
urged to prepare themselves to give 
up every able-bodied man employed 
by them between the ages of 18 and 
58 years within the present year, 
regardless of dependencies, and to 
plan for replacements in advance so 
that they will not be caught unpre- 
pared. 

At the annual banquet Tuesday 
night, a talk by H. A. Webb, pro- 
fessor of chemistry at Peabody Col- 
lege, Nashville, on “Symbolisms of 
the Safety Pin,” was followed by a 
showing of the picture, “Hitting Fly- 
ing Targets,” by courtesy of Rem- 
ington Arms Co., Inc., Bridgeport, 
Conn. 


Southern California Convention 


NAME & PLACE -- Southern 
California Retail Hardware Associa- 
tion war business clinic and conven- 
tion, Feb. 24-25, 1943, at Elks Club, 
Los Angeles, Cal. 


NEW OFFICERS-— President, 
Leland Pickering, Reseda, succeed- 
ing D. L. Behm, Monrovia; first vice- 
president, Earl’ Templeton, Brea; 
second vice-president, Floyd Hickey, 
Ventura; managing director, J. V. 
Guilfoyle, Los Angeles. District di- 
rectors: 1, Lynn Raines, Ojai; 2, H. 
G. Muegge, San Fernando; 3, E. B. 
Wallace, Los Angeles; 4, Don H. 
Webb, Glendale; 5, J. C. Wages, 
Banning; 6, Leond C. Elliott, Santa 
Ana; 7, Mark E. Young, San Diego; 
8, N. T. Anthony, Manhattan Beach. 
Advisory board: the three past presi- 
dents. 


ADDRESSES —C. J. Reilly, as- 
sistant director in Southern Califor- 
nia for OPA, graphically told what 
his organization is doing to control 
prices and stated that he is con- 
fident of the success in OPA’s curb- 
ing inflation. “Every merchant has 
a battle to survive,” he said. “Those 
who weather the storm will be in an 
excellent position to profit in post- 
war conditions.” 


W. Danielson, Priorities Divi 
sion, WPB, discussed rules and regu- 
lations affecting hardware. Plastics 
as the hope of the industry was 
stressed, as he pointed out many 
articles are being made of this ma- 
terial which are replacing goods no 
longer made. As a sidelight of his 
office’s activities, he confided enough 
fines had been collected from this 
section from retailers, who tried to 
outsmart regulations, to build a bat- 
tleship. Both governmental speakers 
paid a remarkable tribute to the 
members and officials, particularly 
to the association’s managing di- 
rector, for the 100 per cent coopera- 
tion given them. Not one complaint 
has ever been lodged against an as- 
sociation member they stated. 

Ben Larner, vice-president, Amer- 
ican Wholesale Hardware Co., told 
how frozen merchandise has resulted 
in the highest inventory and the 
emptiest shelves in their history. He 
too advocated taking on new mer- 
chandise which does not carry pri- 
orities. However, he did advocate 
retailers handling all possible pri- 
orities, as these items will play more 
important parts as time goes on. 

Alf E. Herrnstein, president of 
NRHA, further impressed on his au- 
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se Brushes of Merit’ 





“UNITED” 


FOR 


VICTORY 
Buy U. S. WAR BONDS 





116 WOOSTER STREET 








UNION MADE—A.F.L. 


UNITED BRUSH MANUFACTORIES 


‘‘UNITED BRUSHES”’ 


FOR PAINTING 
AND DECORATING 








NEW YORK, N. Y. 

















FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 
Buy Spring Hinges of Quality 


———— I  ~62OCUdT Ss 
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DOOR CASING 











~-(CHICAGO)-= 


SPRING HINGES, 


proud that 
Chicago Spring Hinges have been specified and 
used for many of our Country’s greatest defense 
plants and for ships of our Navy. 








Type 2001 
The “Triplex” 


We are 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 



































LIMITED PRODUCTION 
AUTHORIZED BY WPB 


= Guaranteed by ” 
Good Housekeeping 


110 08 
Hoy, OUTECTME my 
4S anyearised 





because of its essential uses for home canning 
and straining baby foods from fresh vege- 
tables — saves more vitamins and minerals. 
MASHES POTATOES, all cooked vegetables 
and fruits for everyday foods 


Limited stocks will be available only through 
jobbers. Write us direct for free display 
card, recipe folders, newspaper mats 


FOLEY MFG. CO. istenonetin’ Gite 
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WHO 


OUR GUARANTEE 





This Danie! Boone Handle is made of 
the best Second Growth Hickory in 
the world. Its Grade and Pattern 


have been approved by Tool Makers 
and Tool Users as being unequalled. 


a 
\ 
. 
COME FIRST? x 
\ NO BETTER HANDLE CAN BE MADE 
There is no question \ 
about that! Our soldiers, \ 
sailors, and marines must ee\ : 
have the tools to do the job. \ \ 
- . & 
They require enormous wk 
quantities of hickory handles. Keay 
We have met every request made c 
by the army within the limits of our Ee\ 
productive capacity —the largest in 
this industry. We would not do less 
—would gladly do more, if possible. ‘ 
Asa result, in some cases we have been we \ 
unable to supply as promptly as formerly 
the quantities and qualities of handles re- 
quested by our regular customers—the hard- 
ware jobbers and retailers. 
We are today producing several times more \ 
handles than formerly. To the best of our ability we 
will continue to meet all requirements of our boys 
on the fighting fronts and of our customers at home. \ 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 





Until the War Effort is Served | 


NEW HAIR CLIPPER MANUFACTURE IS SUSPENDED 


Materials and equipment ordinarily 
used to produce Brown & Sharpe” 
Hair Clippers are being directed 
for the present to work considered 
more essential by our Government. 


BROWN & SHARPE MFG. CO. 
PROVIDENCE, R. 1., U.S. A. 


Sf 








BROWN & SHARPE 
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LONGER HANDLES—SHAPED AND BAL- 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup- 
plied with super-sharp or serrated edges. 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement sales assured dealers 
stocking RED DEVIL WOOD SCRAPERS. 


LANDON P. SMITH, INC., IRVINGTON, N. J. 


GLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES « WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES + ELECTRIC FENCERS 





REPAIR & RESURFACING COMPOUND 


for all types of surfaces 


Ve ere” 





@ Ready Mixed @ Ready To Use 
@ Easy To Apply 


Greater compressive strength than 








concrete ... and it's resilient. 
LEV I PLOR » under the heaviest 
loads t it racking wu ) iking out 
Require ” t t ‘ iking preparing 
chipping Ni iDlenad 
labor I'r t ree ‘ ir 
t nor 1.1 LOR i ast ne 

th j i bi of 

Wa 1 Slit Sp 1 f 
Decuyy Dustpr Weatl f 

id- and Alb 1 I 


Send for literature ''HA"' 


7. 
J oO be B E R Ss Many attractive territories 


are open to Jobbers 
Write for full details today 





SOUTHERN CALIFORNIA OFFICERS. directors and past presidents who 
met during the convention with the National Gas Bureau officials to discuss 
trade relations between hardware retailers and the gas companies: ; 

Left to right, front row: Leland Pickering, Reseca, newly elected presi- 
dent; Frank Banks, vice-president S. California Gas Co; D. L. Behm. Mon- 
rovia, retiring president; J. V. Guilfoyle, Los Angeles, managing director‘ 
Herbert L. Johnson, Orange; Frank Weiss, S. California Gas Co.; Wm. Jacobs, 
Los Angeles; Albert Hernnstein, president NRHA; Clyde Potter, Los Angeles. 
Second row: Edw. Kern, Southern California Gas Co.; E. B. Wallace, Los 
Angeles; Earl Templeton, first vice-president, Brea: Fred H. White, Los 
Angeles; H. G. Muegge, San Fernando; Lamar Stanley, Whittier; Clarence 
Lehmer, Alhambra; Albert G. Cornwell, Glendale; Paul H. Rompage, Holly- 
wood; George Whitney, Los Angeles. Rear row: J. Jay Schulte, Pasadena; 
Carl Swigart, San Francisco; Geo. W. Greene, Long Beach, past president, 
NHRA and SCRHA; William Hearne, Los Angeles; Roscoe Davis, Pasadena; 
Geo. L. Wells, Arlington; Maurice J. Hellman, Los Angeles; Henry James, Long 
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Beach; Don H. Webb, Glendale. 


dience the need of developing sub- 
~titute items for those formerly made 
of critical materials. Strongly 
stressed was the advice to retailers 
to keep up their stocks and to re- 
duce their expenses. 

Retiring president D. L. Behm 
gave many practical methods in 
which hardware retailers can sue- 
cessfully cope with current condi- 
tions. Exchanging dormant stocks 
with other -tores, cutting out all 


discounts. free gifts to organizations 
and paying more attention to de- 
veloping one’s business with the 
available stock were some of the 
things pointed out in getting one’s 
house in order. 

(An interested hardware retailet 
was Rolf J. Engebrech of Anchorage. 
\laska. who had flown down to at- 
tend the convention. He formerly 
had been with the Hud-on Hardware 
Co. of Los Angeles. 


Virginia Convention 


VAME & PLACE 
Retail Hardware Association met 
Keb. 22-24, 1943, at the Hotel 
Roanoke, Roanoke, Va. 

VEW OFFICERS 


R. L. Beamer, Pulaski, succeeding 


Virginia 


President, 


W. T. Tillar, Jr.. Emporia; vice- 
president, M. R. Ford, Emporia; 
secretary-treasurer, Georg T. Omo- 
hundro. Jr.. Seottsville. Directors: 
C. W. Cleaton, South Hill; J. H. 
Whitehead, Jr.. Chatham; R. W. 
Harris. Newport News: A. B. Hill. 
Portsmouth: Earl J. Clowser. Win- 
chester; C. M. Hayter, Pulaski. 


ADDRESSES —Dr.C.N. Anson, 
price officer of the Roanoke district 
for OPA, said that OPA had four 
objectives in its price control policy. 

“The first objective.” Dr. Anson 
said, “is to prevent an undue rise 


in the consumer's cost of living. 
That the OPA is meeting with some 
success is shown by the fact that in 
1918. a year after the World War 
began, the cost of living had risen 
M) per cent, but it is up only 20 per 
cent today. This rise took effect for 
the most part before price control 
began in April, 1942. 

“The second objective.” he con- 
tinued, “is to hold down the cost of 
the war. The third is to prevent a 
drastic post-war maladjustment and 
the fourth and last is to preserve 
(American economy.” 

Warning his hearers that retail 
sales of hardware may be expected 
to drop 22 per cent or more this 
year, the speaker said only only 
price control, with certain permit- 
ted economies, can afford relief. He 
quoted supplementary OPA order 
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Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 


565 W. Wash. Bivd., Chicago 


NATIONALLY ADVERTISED... 
Sauette 


WAXED BAGS 


~ A Source of IMMEDIATE 
NEW BUSINESS for YOU! 


Sanette Waxed Bags help your customers 








get longer service from their kitchen cans... 
important now! They are moisture-resist- 
ant, prevent rust and refuse odors and pro- 


long the life of the inner pail. 


Feature Sanette Waxed Bags with 
your kitchen cans and in your 
paper goods section. They will 
make many new friends. NAT- 
IONALLY ADVERTISED ... 
easy to sell ... steady repeat bus- 
iness. 


Attractively packaged in colorful 


envelopes. Order from your job 
ber; specify Cat. SB-3. Minimum 
shipping unit, one display box 


of 15 envelopes. Put Sanette 
Waxed Bags on your want list 


today. 


MASTER METAL PRODUCTS 
Inc. 


BUFFALO, NEW YORK 


¢g 


<9 its Thin, keen blade — easily cuts 34° greenwood, twigs, even 
» > * 

* twine. Won't pinch or blister hands. Preferred by women — 
demanded by all pruning experts. In handsome display car- 
ton with hardwood sticks to prove its cutting action. 


JSEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 
Specialists in Garden Shears for Three Quarters of a Century 


Sevmoug Smirx 
nap Gc Praner 


Easiest Cutting Pruner Made a0: 





Hedge Shears 

Tree Pruners 

Grass Shears 
Lopping Shears 





LAMSON CAP SCREWS 


@ Lamson full finished cap screws of SAE 1020 
steel have approximately 90,000 Ibs. per sq. in. 
minimum tensile strength. Our high carbon cap 
screws of SAE 1035 steel, heat treated, have approx- 
imately 150,000 lbs. minimum tensile strength. 
1 copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 


for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 








World’s Standard for Half a Century 


SAND’S 


SAND'S-STEVENS 
SURFACE AND LINE 


“FACTORY 


SAND’ S LEVEL & TOOL CO. 





TELL THE TRUTH 


CARPENTERS’ WOOD 
AND ALUMINUM 


i a's a 


TILE SETTERS’ WOOD 
AND ALUMINUM 


8631 Gratiot Ave. - Detroit, Mich. ousicaiailb 


WRITE 











FOR CATALOG 





BUILT-IN ACCURACY” 














AMERICAN CHAIN 
Welded and Welless. 


AMERICAN CHAIN & CABLE COMPANY, inc., BRIDGEPORT, CONNECTICUT 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA J 
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OOO!” 


lt takes ZEROS to beat ZEROS 





STARRETT TOOLS 


are in the very thick of this fight. 
The demand for them in America’s 
aircraft plants is tremendous. We are 
doing our utmost to keep everyone 
supplied with Starrett Tools, but if 
you cannot get the tools you need, 
when you want them, we know you'll 
agree that first they should be put in 
the hands that count most heavily on 
the side of victory. 


THE L. S. STARRETT CO. 


W orld’s Greatest Toolmakers 


Athol @ Massachusetts o@ U.S.A. 





ARMSTRONG &f 


Chrome-Vanadium 


WRENCHES 






When “talking shop” on 


wrench quality it’s always 

ARMSTRONG “Chrome” 
Vanadium Wrenches that carry the 
100% stamp of approval. Wrench 
buyers and wrench users alike know 
that these are quality tools — the 
finest available today. Carrying a 
reliable manufacturers’ guarantee 
against preading or breakage 


ARMSTRONG Wrenches are pri- 
marily designed for discriminat- 
ing buyers men who know that 
strength has not been sacrificed for 
a longer, thinner and lighter wrench 

a strength not based on bulk but 


on excellence of design and mate- 

rial 

Write today for the C-39 Catalog 
standardize with a line you can 


guarantee 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 199 Lafayette St., New York 
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VIRGINIA OFFICERS—Left to right: George T. Omohundro, Jr., Scottsville, 
secretary-treasurer: R. L. Beamer, Pulaski, president; and W. T. Tillar, Jr.. 
Emporia, retiring president. 


No. 29, suggesting that deliveries, 
sales on approval and _ lay-away 
privileges be curtailed. He also ex- 
pressed belief that stores can suc- 
cessfully economize by instituting 
war-time self-service and pool buy- 
ing and by diligent efforts to bring 
down overhead costs. 

Hobart Thomas, director of ser- 
vice for NRHA, Indianapolis, Ind., 
conducted a forum on ceiling prices, 
at which J. Stuart Franklin, price 
analyst of durable goods for the 
OPA, answered many questions. 

Mr. Thomas also spoke on “A Plan 
for Survival.”” He expressed the sen- 
timents of the convention when he 
emphasized the necessity of taking 
advantage of every opportunity and 
“sticking it out during 1943.” 

“The outlook today is not bright, 
compared to normal times, but it is 
much better than it was a few 
months ago,” Mr. Thomas said. 
“There are indications,” he added, 
“that officials in Washington are be- 
ginning to realize they have cut a bit 
too deeply into civilian economy and 
that, during the coming year, it will 
be necessary to make available more 
essential civilian products of the 
type sold by hardware stores. 

“Dealers,” the speaker added, 
“should work more closely with 
jobbers. Experience has shown that 
those who cooperate and work with 
their jobbers are the dealers who 
obtain their share of better mer- 
chandise. A dealer who is constantly 
making unreasonable demands upon 
jobbers may find his stock fast di- 
minishing and be unable to do any- 
thing about it.” 

Veach C. Redd, Cynthiana, Ky., 
former NRHA president, discussed 
the necessity of maintaining sales 


volume at the highest possible figure 
in 1943. 

Mr. Redd warned that there is no 
possibility of sales being kept this 
year at boom figures or even at a 
normal level, and said that the indi- 
vidual dealer’s enterprise and inge- 
nuity are likely to be the determin- 
ing factors in whether he “sinks or 
swims.” 

Don G. Hursh, production inven- 
tory analyst of WPB, Roanoke, gave 
an explanation of priorities and their 
effects upon the war program. 

Porter Hardy, chairman of the 
Virginia USDA Board, of Blacks- 
burg, discussed farm machinery ra- 
tioning. An acute shortage of farm 
machinery would jeopardize the suc- 
cess of the war food program, Mr. 
Hardy admitted. He maintained, 
however, that the problem is being 
considered from every aspect and 
that federal authorities are doing 
their utmost to make decisions on 
the basis of the greatest good to 
the greatest number. 

The final governmental represen- 
tative to appear before the conven- 
tion was Joseph Walsh, of the 
Roanoke district Office of Defense 
Transportation, who told of the ef- 
fects of transportation curbs on the 
war program, and outlined the need 
for the present drastic restrictions 
on tire and oil consumption. 

One of the social features of the 
convention particularly enjoyed by 
the delegates was group singing led 
by Tom H. Barritt, from the Atlanta 
office of E. C. Atkins & Company. 
Mr. Barritt gave several perfor- 
mances on the musical saw. 

The board of directors will decide 
later when the 1944 convention will 


be held. 
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FOR THINGS THAT 


r- : fad EAsy TO BUY--- STOCK +++ SELL | 


STICK OR SQUEAK 
Siok efor! | DOOR-EASE Stainled4 STICK LUBRICANT 
Add to your profits with this popular 10c item. Quick 
sales ... sure repeats! No styles ...mo seasons...no 


obsolescence. Packed 12 sticks on counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 


DOOR-IEASE . & 


STAINLESS Salad LUBRICANT 











GOOD Reliable FLOOR SANDERS 
and EDGERS for RENTAL PURPOSES 


J 
; Here's a notable war-time BUT. e DON T WAIT! 
achievement! To avoid using 
rubber, CORY engineers em 
perfected a ground glass 


seal! Result: a CORY of Sander and Edger rentals and sales of allied 


even greater efficiency and materials are proving life-savers for many 
ease of operation. dealers in the present curtailed market. Get 
your share and make sure you have adequate 


THE equipment. 
€ (o) RY In spite of the fact that our facilities are now 


devoted 100% to producing for victory, 











NO 
RUBBER 




























GROUND 
GLASS 
SEAL 


we still have available for immediate 

shipment a limited number of new and DREADNAUGHT 

factory rebuilt DREADNAUGHT Floor MY 7 
More cups to the pound! Sanders and Edgers, as - Double V-Belt 


Silent Drive 
Floor Sander. 


More flavor to the cup! well as various other re- 
built machines which will 


* ces give long and satisfac- 
Complete seamen with CORY Ey tory service. DON'T 
with all deluxe CORY its other makes |i WAIT. Write TO- 
F No cloths, hooks, springs, chains. #%:- DAY § | 
eatures Simplified coffee brewing. Over \y- or complete 
Hinged Decanter Cover 6,000,000 in use. facts and prices. 


7" SPEED EDGER 


B B d. Will net you an extra 
uy Bonds profit each time a 
sander is rented. 


Decanter Coffee Measure || 
Stand for Upper Glass CORY Glass 50¢ | 
CORY Glass Filter ROD, etc. Filter ROD } 


CORY GLASS COFFEE BREWER C0. 


NOT INC.) 


325 North Wells Street. Chicago, Illinois 


















FIRST for Home Repairs — The Original and Only Patented Powder-Form Plastics — 


Repairs wood, tile, Made with real wood 
laster, concrete, etc. —easily tooled. For 
Pp ’ 

floors, woodwork, fur- 


Stays put — will not 


shrink! Quick, easy! CRACK FILLER. « WOOD PUTTY niture. Won't shrink! 
THE SAVOGRAN COMPANY, India Wharf, BOSTON, MASS. 





for Safety . Economy - Good Service 
THE CLEVELAND CHAIN & MFG. CO. 
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yEsTS 
PE LIPPERS 


A COMPLETE LINE 


75 Yours Reputation. _ 


ix the Trade 


ASK 
your 


AMERICAN SHEARER MFG. CO, nasnua, nn. 


JOBBER 








Gripper a 


Registered U. S. Pat. Office 





i Gripper 
flexible stee 
t finist Small 
is kitchen § 
r ools, golf 
ibs, canes e. 
Large size 
room Li 
ails l0¢ d 
Robertsor riginal 
Horses! 
et’ Hammers. 
e GIBSON GOOD ‘TOOLS, INC. 
Box 268 Orange, Mass., U.S.A 











pplies 


221 N.W.8 “Ave. Miami Fla. 





ROCK HARD 
WATER PUTTY 


Will Not Shrink - Sticks and Stays Put 


IMMEDIATE DELIVERY from you jobber 


Donald Durham ompany, Des Moin low 











There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 




















| Idaho: 


Intermountain Convention 


VAME & PLACE 
tain Hardware and Implement Deal- 
ers Association met Feb. 15-16, 1943, 
at Twin Falls, Idaho. 

VEW OFFICERS 
Fred Miller. Caldwell, 
ceeding Ben Davis, Nampa, 


V. Morg 


President 
Idaho. suc- 
Idaho: 


vice-president L. ran, Burley. 


secretary. Frank Winzler. 
Boise. Idaho. Directors: E. L. Ames. 
| Salt Lake City, Utah; A. I. Estrand. 
Boise. Idaho; J. C. Baldridge, Boise. 
Idaho: Claude Bistline, Pocatello. 
Idaho: L. J. Kinney. Ontario, Ore. : 
R. R. Love. Buhl. Idaho; R. C. 
Parks, Magna. Utah: J. W. Weeks. 
Caldwell. Idaho; Ben Davis, Nampa, 
Idaho: Clair Merrill. Caldwell. 
| Idaho 
’ 





Intermoun- 


Commended 


RESOLUTION 


the Idaho State Legislature on its 


stand in endeavoring to obtain a re- 


duction of taxes. 


4DDRESSES—H. G. Murphy. 
Salt Lake City, Utah, stated that 
the end of the war would witness the 
greatest growth and improvement 
ever experienced in the history of the 
country. “Dealers should continue 
to carry on and do everything to keep 
the vast agricultural system rolling.” 
he said. 

Social events of the convention 
were reduced to a minimum in order 
to allow the delegates to transact 


business in the shortest possible 


time. 


















































“AND WITH THE PURCHASE OF TEN DOLLARS WORTH OF GARDEN 
TOOLS. WE GIVE YOU THIS BOTTLE OF BACK LINIMENT ” 


HARDWARE AGE 











33 <2 


| eee 





MA 











> A SUPERIOR SCREWDRIVER A94 GZS THE AUTOMATIC GRIP 


—— HOLD £ TEL Full featured: High quality value of an already high 
: blade, tempered entire quality screwdriver. Adver- 
length; hand-ground bit; many tised in ''Popular Mechanics"' 
models have transparent, un- and ‘‘Popular Science'’ to 
breakable insulating handles reach war workers 
Plus the patented, exclusive F 
Gripper that doubles the Order Thru Your Jobber. 


UPSON BROS., INC. 84 Exchange St, ROCHESTER, N. Y. 
















4 COLOR 
COUNTER 


DISPLAY c2 


. 











GRIPPER 
SLIDES UP BLADE 
WHEN NOT IN USE 









PATENTED 











War Work Limits 
Supplying Civilian Demand 


for 


CHICAGO LOCKS 


But We'll Fill Orders, through 
Jobbers, in accordance to 











| Priority Rating, to the best 
of Our Ability. 
GIVE mB foon't forget All CHICAGO) Locks 
ee 33 iia ei any pn nal Rage ane 
More POWER To You!” § ae ee ee 
| eusier stiles and win (iooad = Will 
SEND FOR NEW CATALOG sot naigltenatig Me tice to a 
(duality Bn is feccad cate ee 


The Wm. Schollhorn Co. 


NEW HAVEN, CONN. 


_COLUMBIAN VISES 


THE BEST MADE 
scout meapinis 


7, ina 
OCR same FACES . sere A sree *Columbian Vises 
2s 1008 
are the standard for 
strength, workman- 
ship and = depend- 


CHICAGO LOCK CO. 
2024 N. Racine Ave., Chicago, Ill. 

















ability. Columbian 

Vises offer vour cus- 

tomers the greatest ; re No. 151-E 
value in efficient ‘ all : , ALUMINUM wayae 
and economical vise Zz ’ F ith 
equipment, All INTERCHANGEABLE 





types for all work. 
es | GOULET 
THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland, O. 705 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN 











GADGET? NO! 


A Food Saving Kitchen Necessity 























Track Gt oe Food rationed housewives are quick 
( CMixtR to detect the food, time and temper 
A high priority J Y saving features of Rochow Swirl 
item for contrac- : Mixers. Department and hardware 
tors engaged on stores are amazed at fast turn-over 
large war proj- AG and profits. and = stepped-up store 
ects. Send us the —_ trafhe each sale vields from word 
orders. We can Makes  Lumpless of-mouth advertising. 
“= ane ag hy gag Orders Can Be Placed Through 
Dependable Products Since 1888 Jobbers or Direct 

COBURN TROLLEY TRACK CO. RocHow SWIRL MIXER COMPANY 
433 HARDING ST. HOLYOKE, MASS. P. ©. Box 781B Rochester, N. Y. 











MANUFACTURERS OF BATHROOM AND KITCHEN 
ACCESSORIES. NOW 100% IN WAR PRODUCTION 


THE AUTOYRE COMPANY * OAKVILLE, CONNECTICUT 
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Help Wanted, Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 





Set solid, maximum, 50 words $4.00 
All capitals, maximum, 50 words 5.00 
Each additional word... 08 


Positions Wanted 

(Special Rate) set solid, maximum, 
| eer ee ame . $1.00 
Each additional word. acieibant 05 
Allow Seven Words for Keyed Address or Your Address 

BOXED DISPLAY RATES 
TE wishin gcccacecstdenedene $6.00 
Each additional inch......... 4.00 














SHOTGUN SHELLS 
For Sale or Trade 


16 Gauge 


45 Cases 2!/,—!1 @ $12.00 
16 " 3 —IV_ 14.00 


20 Gauge 


26 Cases 2'/4,—V/g @ $10.00 
7 23%4— | 12.00 


410 Gauge—4 cases @ $10.00 


Conditions: We will sell the above 
ammunition provided the _ pur- 
chaser is in a position to sell to 
us .22 shorts at $4.20 per thou- 
sand up to the amount of his 
purchase. 


PENNY ARCADE COMPANY 
326 Baltimore Street, Baltimore, Md. 








WANTED TO BUY 


from one box to any quantity 
.22 shorts only. 


Write best price for cash. 
Address Box H-204, care of HARDWARE AGE 
100 E. 42nd Street, New York City 











rRAVELLING SALESMAN EXPERIENCED 
AND WELL QUALIFIED now soliciting hard 
ware, department stores and allied trade in 
Canada, wants allied lines on commission basis 
Excellent following among well-rate A an d w hole 
sale accounts Best of references. Address Box 
H-203, care of Haroware Ace, 100 ¢ 42nd St., 
m G Ga 


CAPABLE OF 


jobber salesmen, for 


SALESMEN WANTED 
PRAINING and developing 
national waterproof prod , to call on hardware, 
paint, lumber, mill supply and electrical suppl; 
jobbers. State past employment and qualifications 
Address Box H-206, care of Harpware Ace, 100 
E. 42nd Street, N. Y. City. 





MAN WANTED FOR OLD ESTABLISHED 


hardw ty store in Connecticut, 120 miles from 
New ork City. Good opportunity for the rht 
man ¢ Lesnar in merchandising general hand 


ware, paints, sporting goods, etc. State experi- 
ence and references replying in own handwritinz 
to Box H-205, care of Harpware Acr, 100 E 
42nd St., New York City. 


BROKER WHO COVERS ALL OF the air- 
eraft plants and industrial plants on the Pacific 
Coast and Southern states, is open to represent 
manufacturer of saleable article. Address—-Robert 
Smith, 212 S. Covina Blvd., Puente, California 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plum)- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, N. Y. 
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ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! WNationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For additional informa- 
tion, write— 


Box H-192, eare of HARDWARE AGE 
100 E. 42nd Street, New York City 

















WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 
MILTON HARDWARE CoO. 
OXFORD, PA. 


We also buy factory closeouts, 
surplus or discontinued items. 














— OPPORTUNITY — 


Sales manager for twenty odd years, with 
background of success in handling sales and 
salesmen for a leading housewares imanufac- 
turer, desires correspondence with a manu- 
facturer or wholesaler in need of the ex- 
perience offered. 

Address Box H-186, care | epageans AGE 

100 E. 42nd St., N. Y. City 

















ATTENTION JOBBERS—FOR YOUR RE- 
OUTREMENTS of all brass, rubber, china, and 
iron, plumbing and heating specialties, send us 
your inquiries. Write for our catalog and pric« 
list Address Plumbing Products Company, 
Charlestown, Mass. 


PADLOCKS WANTED ALSO NIGHT 
LATCHES, combination padlocks, key blanks, 
door checks and door check springs and tools or 
any other items that can be sold to the hardware 
trade. Address—F. C. Rush, 16521 Princeton 
Ave., Detroit. Michigan 








MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE—20 year acquaintance with 
chain store syniicates, also electrical and hard- 
ware distributors im greater New York and 
vicinity. Seeks sales connection in this territory. 
Address Box H-158, care of Harpware Asr, 100 
E. 42nd St., N. Y. City. 





WANTED FOR CALIFORNIA HDOTS. 
LOS ANGELES hardware lines, taps, dies, drills, 
small tools applicable to defense work. Lines 
with or without priorities. Calling on jobbers, 
defense plants, mil! supply and industrial ac- 
“counts. Well established in territory. Address— 


R. D. Sovetts, 342 No. Sycamore Ave., Los 
Angeles 





SALESMEN CALLING ON HARDWARE 
STORES. We have an interesting side line spe- 
cialty. Address Box H-199, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 


Perhaps It Was Code 
ra western wholesale 


hardware distributor recently 
received the following post card: 
“Can yuo make delivey of ‘al 
#1705 Knso if soquite in z lots. This 
was formerly the Remington-same 
¢.rowhat have in a good substuit.” 
The general manager of the whole- 
sale house was quick on the trigger 
and sent the following reply: 
“We are in receipt of your post 
card of the 5th and reply as follows: 
“Frw sxr thstwr hoq lx fms fres 
gjh nff relmmxq7 £%$m.z,xmen 
tikdjfm hg ddhf7 w#?dn okftm. 
“P.S.—You will probably be able 
to read the above the same as we 
were able to read your post card. 
It beats all H—— how typewriters 
can spoil the English language. How- 
ever if what you want is what we 
think it is we are fresh out.” 


Coming Conventions 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 11-12, 
1943, at Birmingham, Ala. Headquarters 
and sessions at the Thomas Jefferson 
Hotel. J. H. Crowe, 410 N. 21st St., 
Birmingham, Ala., is secretary. 

Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary. 

Triple Mill Supply Convention, 
May 10-12, 1943, at the Netherland 
Plaza Hotel, Cincinnati, Ohio, compris- 
ing the Southern Supply & Machinery 
Distributors’ Ass’n, E. L. Pugh, 314 
Volunteer Bldg., Atlanta, Ga., secre- 
tary; National Supply & Machinery 
Distributors’ Ass’n, H. R. Rinehart, 505 
Arch St., Philadelphia, Pa., secretary, 
and American Supply & Machinery 
Manufacturers’ Ass’n, R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 


general manager. 


eat: 
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HARDWARE AGE 
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Jécllomal 


EDLUND Jr. 


CAN OPENER 


Allotments on basis 
of previous sales 






The EDLUND Line 


is now 
confined to 


CAN OPENERS 


and 
EGG BEATERS 


Limited production is 
being distributed as 
equitably as possible. 














Yes Sir! 
HOPPE’S No. 9 


IS on the firing line 





And that’s just where a front line 
gun cleaner should be—out helping 
our soldiers, sailors, air men and 
fighting marines. So, if you can’t 
get all the Hoppe’s No. g that you 
need, just be a little patient, please. 
Let’s win the war first and then— 
Hoppe’s No. g will come back to 
you again all the better for its actual 
and accumulated field experiences. 


FRANK A. HOPPE, Inc. 


2314A North 8th St. Philadelphia, Pa. 
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WHALE BRAND 


SCREW DRIVERS and COPING SAW BLADES 


Here’s a radically different de- 
sign in screw drivers—a big im- 
provement over standard models. 
These Super Grip Tools will give 
real service—take the toughest 
punishment your customers can 
hand out, right in stride. And 
they’re fast sellers — even your 
most critical customers will “go” 
for their perfect balance and 
rugged dependability. 

Step up your sales with these 
popular Whale Brand Coping 
Saws. They'll give your cus- 
tomers performance plus. Thor- 
oughly tested before leaving the 
factory, they have the same 
sturdy dependability character- 
istic of the entire Forsberg Line. 
Ask for the Whale Brand Cata- 
log that describes these and other ~loep end or pin typ 
good Forsberg Tools. various ki = of work 





Get to Know the Con- 
stant Sales Action in— 
WHALE and VIKING 
BRAND HACK SAW 
FRAMES and WHALE 
BLADES e COPING 
SAW FRAMES AND 
BLADES e SCREW . 
DRIVERS e HAND [le MFG. CO., BRIDGEPORT, CONN., U.S.A. 
DRILLS@®BAND SAWS 








COTTERS 


@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve asa 
drift pin. Lamson stock cotters conform to all Govern- 
ment specifications. Cotters of brass, bronze, alumi- 
num and stainless steel are made to specifications. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











1896" 


“4t Your Service Since 


Field, Vegetable and Flower 
SEEDS AT WHOLESALE 


ull line of selected and tested voarieties— 


STANDARD QUALITY 


Millet, PA-SE-CO Brand 
and Lawn Grass Mixtures 


Also Onion Sets 
Seed Corn 


Seed Packets Available on 
our SALE and RETURN 
CONTRACT FOR 1943 


THE PAGE SEED COMPANY 


P. O. BOX B-3 GREENE, N. Y. 


Write for Wholesale Price List 











157 VARIETIES! 


Hodell. in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 


ESTABLISHED 1886 


THE HODELL CHAIN oO. 


ti CLEVELAND, OHIO J 


Oxit KILLS 


Red Mites 
‘Bed Bugs 

This powerful dis- 

infectant also kills 


blue bugs, fleas, ticks, cattle lice, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


/TOXITE LABORATORIES 


CHESTERTOWN, MARYLAND 














termites, 





BOX 19 


Genui"° NOMES & SILENCE 








SLIDE SILENTLY - SOFTLY- SMOOTHLY 


~~ SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 














Domes of Silence — insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chams and all furniture. 


Ask your Jobber. If he is not 


supplied 


DOMES of SILENCE. Inc., 35 Pea 


138 





1 Ondex Slo Adwentiserns 





Acme Steel Co 


Ambassador Specialties, Inc 


American Central Mfg. Corp 


American Chain 


Inc 


& Cable 


American Chain Div. 


American Grease Stick Co 
American Shearer Mfg. Co. 
American Steel & Wire Co. 
American Thermos Bottle Co 
Ames Baldwin Wyoming Co. 
Arcade Mfg. Co 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co. 


Autoyre Co 


Baker Mfg. Co 
Behr-Manning 

Bennett Fireplace Co 
Berea Abrasives 

Bommer Spring Hinge Co 


Boston Varnish Co 


Co., 


Boston Woven Hose & Rubber Co 


Brooks & Sons, M. S 


Brown & Sharpe Mfg. Co 


Cc 


Carborundum Co., The 
Carnegie-illinois Steel Corp 
Central Paint & Varnish Wks 
Century Metalcraft Corp 
Chicago Lock Co 

Chicago Spring Hinge Co 
Clarke Sanding Machine Co 
Cleveland Chain & Mfg. Co 
Coburn Trolley Track Co 
Collot Supplies, A. M 


Colorgraphic Corp. Div 


cord Co. 
Columbia First Aiders : 
Columbia Steel Co. 
Columbian Rope Co 
Columbian Vise & Mfg. Co 


Cory Glass Coffee Brewer Co 


D 


Damoscus Steel Prod. Corp 
Delco Appliance 

Detroit Lubricator Co 
Dietz Company, R. E 
Domes of Silence 


Drake Electric Works, Inc 


Meyer- 


118 


89 


131 
131 
133 


134 


. 8 


83 
140 


116 


135 


123 


107 


140 
él 


124 


138 


114 | 


Draper-Maynard Company 139 
Dri-Kleen Company 122 
Durham Company, Donald 134 
du Pont de Nemours & Co., Inc., 
E. |. (Duco Cement) 6 
E 
Economics Laboratory, Inc 19-20 
Edlund Company 137 
Ellwood Company 83 
Empire Level Mfg. Co 135 
Estate Stove Company 8 
F 
Fairmount Tool & Forging Co. 68 
Federal Tool Corp. 121 
Flexible Steel Lacing Co. 9 
Flex-O-Glass Co 
Flint & Walling Mfg. Corp., Inc. 26 
Frigidaire® Div 4-5 
Foley Mfg. Co 129 
Forsberg Mfg. Co 137 
G 
General Electric Co 
Bridgeport 10-11 
Lamp Div. 79 
Gibson Good Tools, Inc 134 
H 
Heller Bros. Co 23 
Hodell Chain Company 138 
Hoppe, Inc., Frank A 137 
| 
Independent Lock Co 4 
Indestro Mfg. Corp. 121 
International Chain & Mfg. Co Wh 
J 
Jennings Mfg. Co., Russell 34 
Justrite Mfg. Co 19 
K 
Klein & Sons, Mathias 3§ 
Kyanize Finishes 
j 
Lamson & Sessions . 123, 127, 131, 13 
Landers, Frary & Clark 
Leighton's Mexican Imports, Fred !0é 
Lloyd Products Co 109 
Louden Machinery Co 97 
Lowe Bros. 117 
Lucas & Company, John 14 
HARDWARE AGE 











Page 
Paine 
Patte 


Pittst 
Fro 


Pittst 
Plant 
Plym 
Popu 
Porte 


Purite 


Rayb 
tric 


Remi 
Repu 
Richo 
Roch 
Rockf 
Roge 
Rose 


Russe 
Nut 


Sams 
Sand’ 
Savac 


Savocg 





~~ | QOudex Slo Kdwentis ny 
va oi —~ War or No War! 


M | Schalk Chemical Co 120 


139 | 9% | Schlueter Mfg. Co. 9% ROGERS CARRIES ON 


Martin-Senour Co. 








Master Metal Products, Inc. ..... 131 | Schollhorn Company, Wm 35 With Exclusive Hardware Jobber Policy 

134 | * 
McGraw Elec. Co 113] Schroeder & Tremayne, Inc 9 During these strenuous days we are doing our utmost to 
7 . McKinney Mfg. Co. 90 | Shapleigh Hdwe. Co. 142 supply our customers with Rogers liquid fish glue as rapidly 


as possible . .. and we are abiding by our exclusive policy 






























Meyercord Compan 94| Shelby Spring Hinge Co 120 : z 3 
ine seis i ie te , of offering the hardware trade absolute protection by not 
‘ . P P ‘ 6 . . i 
Ment Coben? Ow. eS ee oe selling to chain store groups, group buyers and mail order 
Miller, Inc., Robert E. 138 | Simonds Saw & Steel Co. 87 houses. In fact, be- 
19-20 : Simoniz C 63 cause of the excel- ° 
Millers Falls Co. 12 moniz Company 
137 ini Gealth, Inc., Landen ® 130 lent cooperation that An Apology and a Promise 
} Minnesota Mining & Mfg. Co. Ws mi nc., Landon . 4 ' , i ace tases aie Sie. Ge to 
p . as eveiope as a Ae aot 4 ~ & 
83 Minute Mop Company 97 | Smith & Son, Inc., Seymour 131 P ‘ taining Rogers liquid fish glue, it is 
P result of our strict because Uncle Sam is the man ahead 
135 Myers & Bro. Co., F. E 32 | Socony Vacuum 29 hardware trade of you we know that you won't 
8 c . ‘ mind waiting in line behind him. We 
Southington Hdwe. Mfg. Company 30 policy, we are ex- assure you that we are doing our ut 
Stanley Tools 7 panding the program most in research and production to 
fi d fulfill all of your orders absolutely as 
Starrett Co., The L. S. 132 for your benefit, an rapidly as possible. Please bear with 
nS Sunli c . . « WE ARE NOT us in this respect we expect that 
88 unlite Mfg ompany 92 you will receive your shipments 
National Enameling & Stamping : ADVANCING OUR promptly 
121 Co 77 | Swift & Company 99 PRICES! 
? National Mfg. Co wens Phone Your Jobber for Free Project Sheets : 
Mow Gngheed Seaw Go 22 USE ROGERS LIQUID FISH GLUE 
Inc. 26 Nicholson File Co. 36 1 
4-5 North & Judd Mfg. Co 112 § 
Tanglefoot Company 98 — 
129 Norton-Lasier Company 65 | 
Taylor Instrument Companies 21 | © SG. Ee eS 
137 | 
Tennessee Coal, Iron & Railroad | 
Co 17, 25 . 
p Tobacco By-Products & Chemical the edt LIQUID FISH GLUE 
orp | 
| 
Page Seed Co 138 | Townsend, B. W 128 | E S T E R, M A S S ¢ 
10-11 Paine Co., The 128 | Toxite Laboratories 0 a 
79 Patterson-Sargent Co 22 | Triplex Screw Co 105 | 
134 Pittsburgh Plate Glass—Store Turner Day & Woolworth Handle 
Fronts 127 Co 129 
Pittsburgh Steel Co. 28 
Plantabbs Company 126 
‘i Plymouth Cordage Co. 71 
138 U 
Popular Homecraft Magazine 126 
137 Union Hardware Co 15 
Porter, Inc., H. K 123 
United Brush Manufactories 129 
Puritan Cordage Mills, Inc 9 
United States Steel Co 17, 25 
4 Upson Brothers, Inc. 135 
12 i Utica Drop Forge & Tool Co 109 zi HE LUCKY DOG KIND’) 
R : * 
0 | 
Raybestos Manhattan, Inc. (Indus- 
trial Sales Div.) 34 
iii iettien<....% a ATHLETIC EQUIPMENT 
34 Republic Steel Corp 33 | Vaughan Novelty Mfg. Co., Inc... 140 
119 Richards-Wilcox Mfg. Co 67 | Victor Elec. Prods., Inc 31 : 
Rochow Swirl Mixer Co 135 4 All SPORTS 
Rockford Brass Wks 30 Xx a 
Ww n 
Ts: Rogers Isinglass & Glue Co 139 1, Popularly Puiced 
inte ite, Seapes wag eH asl EY « 7 YOUR JOBBER CAN GIVE YOU 
Weaver Pres-Kloth Co 30 
R i i Ward Bolt & 
—_— aie _ | COMPLETE INFORMATION.. 
itney Carriage Co., F. A 10 IF YOU DO NOT KNOW THE 
e 
Will & Baumer Candle Co., Inc 125 
131, 13 : NAME OF THE JOBBER IN YOUR 
Woester Brush Co 4, 
‘ TERRITORY Acie us DIRECT! 
Fred !0é 
' Samson Cordage Wks 102 | 
i Y 
131 | 
i Sand's Level & Tool Co 3 | THE DRAPER- 
Savage Arms Corp 111 | Yale & Towne Mfg. Co 3 400 YORK STREET 
| 
Savogran Company 133 | Youngstown Pressed Steel Div 93 | 





AGE j MARCH 18, 1943 _ 











BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 


We will give you the best service under War 
Production Board Order L-236. 


TRADE MARK 





Single Action 
Standard Type No. 0 


Double Action 
Standard Type No. 29 


BOMMER SPRING HINGE CO.,'BROOKLYN, N. Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 














Forged 


punches. drills, 


sels, numerous 














Producing for War... 
Planning for Peace 


Of course, we’re doing war work . . . and so 
is nearly every other manufacturer who has 
the equipment for it. That’s the way it should 
be. War work is a duty that we are all proud 
to perform. 

But, while this vital work is flowing through 
our plant we are making plans for peace... 
plans that will result in a finer line of Arcade 
products than ever before. 

So please, bear with us until we can again 
serve your needs. 


Buy U.S. War Bonds : 
and Stamps 


. 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 


ARKCADE 


HARDWARE & TOOLS 

















“4 


VAUGHAN NOVELTY MFG. CO., INc. 
“'World’s Largest Manufacturer of Bottle Openers and Can Openers” 
3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. 


* BUY WAR BONDS AND STAMPS * * * * 


7 * * 


HARDWARE AGE 


i Ot 
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A PAIN ZS | 


: that’ “ “Why ‘Hardware Dealers 


































j Are Switching fo 
More and more hardware dealers through- quality isn't the only reason why Lucas 
out the country are selling Lucas Paints. Paints give such fast turnover.. _Lucas gives 
Because Lucas Paints give you customer- you a steady stream of tested, original 4 
satisfaction that produces fast turnover - -- paint-selling ideas ... ideas that bring new 
and more profits. customers to your store and make old cus- | 
| You don’t have to sell Lucas Paints. Con- tomers buy more paint. For increased paint 
‘th Lucas! Before you turn 
4 


blished _ profits, line up wi 


acceptance has been esta 
‘| the coupon below and 


sumer 
over this page, ma 
get the free Brochur 


ing and Merchandisin 





for nearly a century. Lucas Paints are sold 
throughout America and in 51 foreign e on Lucas Advertis- 
countries all over the world. But Lucas g for Spring. 


LOOK 
ee a 
seceimeiueeeeealalal 


JOHN LUCAS & CO., INC. 
322 Race Street, Philadelphia, Penna . 


Send me the f 
ree Spri 
pring Brochure on Lucas Advertising and Merch 
erchandising. 


ADDRESS 


NAME j 


CITY 
STATE 





JOHN LUCA 
S& 
COMPAMRY, nC. dens, racemes, wacelitie Pros 
CES, FACTORIES, WAREHOUSES IN. PRINCIPAL. CITIES 
CITIES 





A STRANGE WORLD 


/weniy thousand yours ay... 


In Pre-Historic times, like to-day, men depended on Tools for their Survival 
and Progress. Primitive Man differed no more from Modern Man than these 


ow Compare the earliest Saws 
from Stone, with “The Newest Saws” 


from the Finest Steel. a 


WHEN YOU SELL TOOLS AND CUTLERY WITH 


+) These FAMOUS TRADE MARKS (, 


YOU ALWAYS INSURE CUSTOMER SATISFACTION 


“VICTORY FIRST’... then DiaMOVD EDGE and KEEN KUTTER Tools & Cutlery 


__ SHAPLEIGH HARDWARE COMPANY 


SHAPLEIGH NATIONAL SERIES NO. 2403 








